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Antique Silver Chalices in the Victoria and Albert Museum, in London 
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Sterling Silver 
Hollowware 





Small pieces of hollowware 
such as are illustrated here 
make excellent suggestions 


when a customer says: “I want 
something nice but inexpensive 
to give away. Suggest a pep- 
per and salt set, or even a tea- 





S27. Salt and Pepper 


Set, $5.65 








S26. Salt and Pepper 
Set, $9.16 
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M611. 


$3.80 


ball. Point out this fact,—that 
while low in cost these small 
pieces are of Alvin Sterling 
with all the superior quality of 
Alvin workmanship. 


Prices Subject to Jewelers’ Circular Key 


Alvin Mfg. Co. 
Sag Harbor, N. Y. 


New York 


52 Maiden Lane 


Chicago 
10 So. Wabash 
San Francisco 
140 Geary St. 


Ave. 


ALVIN STERLING 


TRADE-MARK 





S14. Pepper S3. Salt 


Set, $7.70 








Salt 


W586. S14. 


Set, $18.00 


Pepper 


S28. 


S23. 





Salt and Pepper 
Set, $5.80 





Salt and Pepper 
Set, $3.60 
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Tea Ball, 
$3.80 


























_ 

















EWELERS CiRCULARS 











WITH WHICH ARE 


y, THE HOROLOGICAL REVIEW = 


\) THE JEWELERS’ WEEKLY €&_ tHe JEWELERS REVIEW 


CONSOLIDATED 











VoL. LXXIV. 


WEDNESDAY, APRIL 4, 1917 


No. 9 




















ee 


Effects of European War Reminiscent of Times When Old 
Sumptuary Laws Were Enforced. 
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HE effects of the war in many parts 
of Europe are strongly reminiscent of 
the times when sumptuary laws were still 
in force and were enforced wgth strict im- 
partiality. From choice, and as a result of 
war’s hardships, there is a noticeable ab- 
sence of display in many of the countries, 
as regards clothing, jewelry, etc., and in 
other respects, simplicity is the rule in the 
mode of living. 

The sumptuary laws of former centuries, 
regulating as they did the display and ex- 
penditure at weddings, christenings and 
other events, the character of the clothing 
and jewelry worn appear to us nowadays 
as notable examples of paternalism, even if 
we take into consideration the grotesque 
extravagances which accompany the follies 
of luxury and fashion of those days and 
which make a recourse to legal measures, 
at that period, more comprehensible. 

Fashions in shoes and clothing had at 
the time assumed really ridiculous styles 
and human vanity was the cause of silly 
fashion fooleries as well as resulting in 
expenditures that aroused serious consid- 
eration. And in regard to jewelry, too, the 
chronicles contain frequent references to 
curiosities and striking ornaments. Thus, 
for instance, a chronicler writes: “From 
the year 1400 until 1430, such extravagance 
in costly robes and clothing of the princes, 
counts and gentlemen, knights and serv- 
ants, prevailed as had never before been 
heard of. Chains then were worn of four 
or six marks, with costly neck-cloths, large 
silver girdles and various kinds of brooches, 
also silver settings and bands with large 
bells of 10, 12 and sometimes of 20 marks.” 
These bell ornaments, which when they had 
later gone out of fashion, were the dis- 
tinctive badge of the jester and mounte- 
banks, and shared the faith of many 
a fashion regarded today as choice and 
ridiculed tomorrow, were a characteristic 
feature of mediaeval times. The bells were 
worn in the lower seam of the garments, 
also on shoes, on collars and girdles. 
These bells, like so much of the finery, 
were adopted from the clergy by the laity 
and had probably been taken by the latter 
from the Jewish civilization, the high-priest 
having worn 72 little golden bells on his 
outer garment, so that his approach might 
be heard. 

Sermons against vanity and luxury were 
of daily occurrence, but were of no effect. 
The hearer or reader of those times prob- 
ably chuckled merrily to herself or himself, 
just as the reader nowadays finds amuse- 


ment in the utterances of the world re- 
formers. Thus, for instance, Friederich 
Messerschmidt, in a sermon printed at 
Strassburg in 1615 on the subject of 
“Women as the Devil’s Timed Twigs,’ 
holds up a rarely drastic mirror. “Then 
the woman enters, with well coiffured head, 
with artificial tresses, gold bands and veils, 
with bunches of feathers, with a hat on 
which are pins, medals or gilded coins, with 
newly devised, fantastic tricks, with brace- 
lets on her arms, with diamond rings on 
her fingers, with chains about her neck 
and pendants in her pierced ears and car- 
rying gold embroidered _ gloves. 
Tricked out in this manner, she comes in 
perfumed style, decked out like some false 
and painted Jezebel.” 

Of just as little permanent effect as the 
moral discourses of the earnest censors of 
customs were the legal measures of the 
authorities or the police regulations di- 
rected against the “destructive debt-creating 
adornment.” A Frankfort clothing ordi- 
nance of the year 1350 decrees that 
“neither gold nor silver nor fine pearls 
should be worn on the clothes. No man 
or woman shall wear rings as they may 
please. ‘The number shall be limited to 
two,” either two rings or two finger stalls. 
A woman’s girdle shall not be of greater 
value than one mark in silver, etc. Prince 
Elector Ernest and Duke Albrecht, of 
Saxony, enacted in the year 1482, a police 
regulation, in which, among other things, 
it says: “No woman:or maiden shall wear 
a brooch ornament, but they may adorn 
their heads with the ‘Rhenish pins and 
wreaths as is customary.” In a nunnery 
order of Brunswick-Lueneberg of 1619, it 
says: “The young women must avoid 
foreign new fashions of which the worldly 
make more use than is seemly, especially 
no new-fashioned skirts, spread out with 
iron and must wear no caps with golden 
crown pins, no bands about the neck, with 
gold and pearls, no shoes with rosettes, 
etc.” 

A chronicle from Leoben, of the 14th 
century, laments the many innovations in 
the Corinthian and Styrian costume. “Some 
have spots of another cloth, with silver or 
silk initials on the breast, others have even 
worn portraits on the left side of the 
bosom.” Complaints as well as efforts at 


reform, from widely different sections and. 


of different centuries, are encountered and 
from the accumulation of sumptuary laws 
and their constant repetition, the conclusion 
may be reached that police measures were 


of but little effect if the tendency and taste 
of the people themselves did not change. 
And how forcibly these police regulations 
were impressed on the public. In Ham- 
burg, for instance, they were regularly read 
on St. Peter’s and St. Thomas’ day, with 
appropriate ceremonies, from the gallery of 
the town hall to the people assembled below 
and selected parts, in detailed form, dis- 
played on the bulletin board of the town 
hall for subsequent observation as far as 
the wedding regulations were concerned; at 
that time, every bridegroom had to appear 
at the town hall the day after the wedding 
and make oath that he has faithfully ob- 
served the ordinances. Excuse on the 
grounds of ignorance did not avail, because 
the ordinance was available to everybody 
and everybody could read the proclama- 
tions on the bulletin board of the town hall 
himself. 

Inasmuch as the fashions were constantly 
changing frequent revision of the sumptu- 
ary ordinances was necessary. Thus, for 
instance, as regards Hamburg, from the 
13th century such laws are recorded for 
1372, 1583, 1609, 1619, etc. In the guild 
rolls of the year 1375, special reference is 
made to this ordinance at the end of the 
roll. As in Hamburg, so also in other 
German imperial cities and provinces, as 
well asin countries other than Germany, 
a series of such ordinances was promul- 
gated. To afford an accurate idea and a 
detailed insight into these certainly in- 
teresting laws, which are also of interest 
from the point of view of costume history, 
one might study the police regulations in 
various countries from the 13th to the 15th 
centuries. 








The Famous Black Stone of Mecca 





N the interior of the “Kaaba,” the Moslem 
Holy of Holies in Mecca, is inserted in 
the wall, near the entrance, the famous 
black stone which the Angel Gabriel is sup- 
posed to have brought there when he visited 
Mohammed and sent him forth on his 
proselytizing mission. A framework of 
silver surrounds the stone, of which only a 
small portion shows in the center which 
is kissed by the numerous pilgrims who 
annually come to the holy city. 

Tradition among the Mohammedans says 
that this stone was not always black and 
opaque as it is today, but originally was 
brilliant and clear like a diamond and that 
it was changed into its present state by the 
impure touch of women. 








W. D. Osborne, Atlanta, Ga., and E. W. 
Paddison have purchased the jewelry busi- 
ness of R. F. & E. W. Paddison and will 
continue the business under the name of 
the Paddison-Osborne Jewelry Co. 
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unfortunately are often wide apart, and what has been 
done may safely be accepted as evidence of what can be done. 


Particularly attractive are these three rings, made in 14K green gold and set 
with several different stones. The workmanship and finish are absolutely the best. 


Because of its individuality, marked refinement and moderate prices, our ring 
stock should have the most careful attention of every progressive retail jeweler. 


23 Maiden Lane LARTER & SONS New York 


Pac. Coast Rep., 
A. I. HALL & SON, 
egy Bldg., 
ost St., 
San Francisco, Cal. 


VAHRIE 


REGISTERED Hi TRADE MARS 

















eT — 








April 4, 1917. 


Treasure at the Bottom of the Sea 





HEN peace between the now warring 
nations materializes, one of the first 
enterprises to result from the situation will 
undoubtedly be the organization of cor- 
porations and syndicates to recover from 
the depths of the sea the countless millions 
in bullion and treasure, precious stones, 
gold and silver plate that have gone down 
with the vessels wrecked and sunk owing 
to the hostilities. There is nothing new 
about such undertakings. Legends handed 
down from ancient times, relating to the 
wreck of treasure-laden vessels have been 
made the basis of the organization of am- 
bitions and in not a few instances, fraudu- 
lent corporations, formed to recover and 
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divide the submerged millions. A _ con- 
spicuous venture of this kind was the com- 
pany organized to search for the wreck of 
the ship, cast away on the coast of South 
Africa during the Boer war, and which was 
said to have had as cargo fabulous mil- 
lions in gold and precious stones, etc., 
which the president, Oom Paul Krueger, 
was credited with having sent out of the 
country to form a tangible means of sup- 
port for him in his declining years. Divers 
sought for a long time to locate the wreck, 
but failed and so it has been with many 
similar enterprises. 

At the time Spain was exploiting Amer- 
ica, soon after its discovery, several Span- 
ish galleons, loaded to capacity with gold, 
silver and precious stones were sunk by 

















Imports of Clocks, Watches, Jewelry and Gems Into Canada. 





Toronto, Can., March 28—The monthly report of the Canadian Department of 
Trade and Commerce for November gives the value of imports for home con- 
sumption in the jewelry and allied trades as follows: 

















































































































Morth of Eight Months 
November Ending November 
An Ta 7 
1915 1916 1915 1916 
Clocks, time recorders, clock and watch _ Dollars Dollars Dollars Dollars 
keys, clock movements and clock cases..United Kingdom.... 1,525 314 16,133 4,942 
United States...... 37,183 50,343 200,216 361,775 
PI nb 6 ones 0 én See astesex 887 1,361 
Other countries..... 65 730 429 
TOO ccccceses BIA SEAS 217,966 368,507 
eh ie ee he ieee ne weil United Kingdom.... 1,452 3,834 12,668 16,202 
United States...... 1,072 1,027 8,632 9,560 
PRR 6a tinceswsms  wdisaes 40 1,010 
SwHtSeri@MG .cccces 4,025 9,066 22,464 56,526 
OGREF COUMETEOR. cc0 6 covccns june siabeles  eedOtce 
/ re 6,589 13,927 43,294 83,298 
Watch cases and parts thereof, finished or 
PE “605 cecvutceeseed enced coeees United Kingdom.... 1,468 732 6,522 4,530 
United States...... 7,859 8,876 36,511 48,256 
Switzerland ....... 1.872 5,305 13,571 54,719 
Other countries..... ....... eer 548 354 
; Se ae 11,199 14,913 §7,152 107,859 
Watch actions and movements and parts 
thereof, finished or unfinished, including 
winding bars and sleeves..........c2.0. United Kingdom.... 4,222 3,980 31,636 41,078 
United States...... 58,788 107,009 303,869 579,497 
PR Svccoredeone weliemne errr 4,244 7,103 
Switzerland ....... 18,528 47,665 121,280 436,214 
Other countries..... ....... ay oe wnptciaes eins 
 onte0 wens 81,538 158,654 461,029 1,063,892 
DY tenensé tagebidatsdettaineseiiuee United Kingdom.... 17,734 11,337 89,191 76,063 
United States...... 75,917 95,811 328,278 577,534 
a 356 340 7,630 8,467 
Other countries..... 975 178 2,261 2,346 
Totals ......... 94,982 107,666 427,360 664,410 
Gold and silver and manufactures of...... United Kingdom.... 27,290 21,549 150,592 156,682 
United States...... 40,468 36,740 155,297 183,234 
Other countries..... 678 2,882 2,611 6,966 
EE Snéeeneen 68,426 61,171 308,500 346,882 
WINE aivvkaWewkdvickdkevuc ....eUnited Kingdom.... 81,742 100,154 286,344 897,976 
ae Coe éneeges 6,634 234 
iis hawdh\g te eae aneias 3,345 awe 
Netherlands ....... 1,421 5 
Other countries..... ....... 5,509 
abst wiees 83,163 100,154 380,698 898,210 
Precious stones and imitations thereof not 
mounted or set, and pearls and imitations 
thereof, pierced, split, strung or not, but 
MOT SOS OF MOUMIER. oc ccccccccccccecece United Kingdom.... 1,341 8,564 25,461 48,611 
United States...... 5,901 8,524 30,447 47,280 
iene nd tice 2,183 2,186 10,098 25,118 
Other countries..... 476 708 4,232 13,487 
ee ernde enn 9,901 19,982 70,238 134,496 
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enemies or pirates or wrecked on unfriendly 
coasts. Thus in 1588 there was sunk in 
Tobermory Bay, the flagship Florentia of 
the Spanish armada, that set out to con- 
quer England, and with her a treasure of 
$60,000,000 in gold went to the bottom. In 
1702 a convoy of Spanish galleons was 
sunk in Vigo Bay, to prevent their falling 
into the hands of English adventurers. They 
carried the result of four years’ plundering 
and extortion practiced by the Spaniards 
in Mexico and adjacent countries, a treas- 
ure, the value of which is placed at $137,- 
000,000. In front of Sebastopol, during 
the Crimean war, the British frigate Black 
Prince was sunk by the shore batteries and 
carried down with her $12,000,000 in coin, 
intended for the payment of the British 
troops. Again at the naval battle of Na- 
varino, in 1827, there were 7C Turkish ships 
sunk and treasure on them is figured at 
$20,000,000. To these well authenticated 
instances of the known loss of large 
amounts must be added the rumors and 
legends of the burial of fabulous treas- 
ures by pirates on desert islands, which 
the robbers were never able to recover and 
which still await a fortunate finder. Where 
efforts have been made to recover these 
treasures, they have invariably ended in 
failure: the sea does not so readily give up 
what it has swallowed. 

Of the large number of merchant vessels 
and ocean liners, war ships, etc., sunk 
during the present war, some almost within 
sight of land, quite a few carried bullion 
and other treasure in considerable sums. 
To salvage this costly freight, if it were 
possible, would be a highly profitable un- 
dertaking and there will doubtless be many 
corporations, genuine and _ fraudulent, 
formed with the recovery of these treas- 
ures as the basis of their activity. The fact 
that divers in the West Indies not long ago 
actually recovered 10,000 gold doubloons, 
of a bullion value of about $50,000, from 
a wreck will doubtless be used as an in- 
centive and inducement by the promoters 
of these various schemes. Past experience, 
however, does not warrant heavy invest- 
ments in such enterprises, and it will be 
well for the confiding public to be warned 
in time of the past results of such under- 
takings. 


Lee Kohns, of L. Straus & Sons, 42 
Warren St., New York, was recently 
elected chairman of the joint commit- 
tee appointed to revise the general order 
rates of the Port of New York. The com- 
mission is composed of representatives ap- 
pointed by the New York Merchants’ 
Association, the Chamber of Commerce of 
the State of New York, the Warehouse- 
men’s Association and Collector of Cus- 
toms of the Port of New York, the Hon. 
Dudley Field Malone. Mr. Kohns’ appoint- 
ment was made by the Chamber of Com- 
merce. The present general order rates 
were agreed upon in 1904, over 12 years 
ago. Since then the warehousemen point 
out that they have been compelled to meet 
many new conditions, such as new laws, 
increased taxes, higher wages and compul- 
sory insurance regulations, both for in- 
juries to employes and against fire. The 
commission was created for the purpose 
of readjusting rates to meet these new 
conditions. 














52 THE JEWELERS’ CIRCULAR-WEEKLY April 4, 1917, 


| 














O————_—_—_— — ee B 


| a Established 1868 —— | 


—7°_——_——_—_—_—_—_—=—=«*"=====—_=—_—_—=—=—=—=—=—=—=—=—=—==—=— F 


= Bros.& bs 


Operating America’s 
Largest Diamond Cut- 
ting Establishment 



































Offer Exceptionally 
Attractive Values to 
Important Dealers. 


Diamonds 


Offices: 68 Nas , New York 


31 +N. nel -* Chicago 
10 Tulp Straat, Amsterdam ee 
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Factory: Most Modern and Complete 
136-146 West 52nd Street, N. Y. 
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CONFESSES HIS GUILT 





rmer Shipping Clerk Tried Swindling 
Scheme on Several Concerns 


MINNEAPOLIS, March 28.—Since the ar- 
rest of Harry A. Howden, which was ac- 
complished on Saturday evening, March 
17, in the jewelry store of Barney Kaplan, 
305 N. Washington Ave., this city, three 
other cases of attempted swindling all much 
alike, and all but one unsuccessful, have 
been confessed to by Howden. The scheme 
was to order on memorandum a diamond 
from a jobber, using the name of some 
well-known jeweler who had a good rat- 
ing, and asking that shipment be made to 
another jeweler, where the swindler hoped 
to get possession of the diamond. 

As already reported, Henry Bockstruck, 
one of the pioneer jewelers of St. Paul, 
Minn., received a letter from a Chicago 
house stating that a diamond ordered by 
Mr. Bockstruck had been shipped to B. Kap- 
fan, jeweler, 305 N. Washington Ave., this 
city. To this letter Mr. Bockstruck replied 
that he had not ordered such a diamond. 
Meanwhile Mr. Kaplan received several 
calls from a young man giving his name 
as R. Patsky. Patsky stated that his uncle, 
who lived in Chicago, was sending him a 
diamond which Patsky wanted Kaplan to 
mount in a Tiffany setting, and that he 
wished to present the ring to his fianceé 
on Saturday evening. After some appar- 
ent delay the diamond was received by 
Kaplan, he having agreed to receive it upon 
Patsky’s eloquent plea. The diamond did 
not arrive until Saturday and inside the 
package came a bill for $627 made to Henry 
Bockstruck. Mr. Kaplan, being of an in- 
quiring frame of mind, discovered that 
Bockstruck was a St. Paul jeweler and 
became suspicious. Calling Mr. Bock- 
struck on the phone, he was informed the 
Bockstruck firm had received the letter 
from H. P. Kionka & Co., but had replied 
they knew nothing further about it. Kap- 
lan notified the Minneapolis police and 
when Patsky called for the ring they 
placed him under arrest. 

It has since developed that another would- 
be victim was S. H. Clausin & Co., Min- 
neapolis wholesale jewelers, who received 
an order by mail signed “Potter & Casey,” 
and written on their letterhead, ordering 
a diamond to the value of over $400 shipped 
to Raymond L. Potter, at Chaska, Minn. 
The Clausin company received a telegram 
from Potter & Casey, Aitken, Minn., deny- 
ing that the order had been sent and soon 
received a telephone call from the swin- 
dler, who asked when the diamond had been 
shipped, since it had not arrived at Chaska. 
Upon being informed that the diamond had 
been returned by the express company he 
said he would call at Clausin’s and get 
the diamond. The police department sent 
an officer to the Clausin establishment but 
the young man did not call for the dia- 
mond. 

Still another attempt on the part of 
Howden secured the shipment of a dia- 
mond valued at $400 from the Juergens & 
Andersen Co., Chicago diamond merchants. 
Howden having used the name of Huber 
& Bunker, jewelers, Superior, Wis., and 
ordered the diamond shipped to J. O. Por- 
kony, jeweler, 253 Plymouth Ave., Min- 
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neapolis. Mr. Porkony refused to deliver 
the diamond to Howden, who did not iden- 
tify himself properly. The charge against 
Howden is forgery in signing the name of 
Potter & Casey. The firm of G. Somers & 
Co. have also secured an indictment against 
Howden. 

Howden has no previous police record. 
He had worked for some years for a farm 
implement concern in Minneapolis as ship- 
ping clerk and worked the game out as a 
result of his experience in shipping. How- 
den also stated that he had a job in South 
America all lined up and that he intended 
going there if the swindles had been suc- 
cessful. The arrest in Kaplan’s store was 
made by Captain of Detectives M. Passolt 
and Detectives Ohman and Broderick. 








VERDICT FOR TANNENBAUM 





Dispute Over Transactions Involving Dia- 
mond and Sapphire Ring and 75 
Pearls Decided in City Court 


The dispute between Max M. Tannen- 
baum, doing business as Lipman Tannen- 
baum, and Victor Guionnet over transac- 
tions involving a diamond and sapphire 
ring, and 75 pearls has resulted in a ver- 
dict for $1,159 for Tannenbaum from a 
jury before City Court of New York. 


The plaintiff, by Franklin Bien, alleged 
that on July 12 last he sold the defendant 
a ring worth $800 on which $300 was due. 
He alleged that on Feb. 20, 1916, the 
defendant delivered to him a certain pearl 
to sell and he had the pearl drilled at an 
expense of $9.50 to make the sale easier. 
He returned the pearl to the defendant on 
demand, he claimed, but was not paid for 
the expense. He alleged finally that on 
April 15 last he was employed as agent 
to sell certain pearls and was to get a 
reasonable commission. He sold them to 
Hodgson, Kennard & Co. of Boston, for 
$20,000, for which he received two prom- 
isory notes. He discounted the notes at a 
cost of $673.33 and paid the defendant 
$116.23 more than was due him. 

The defendant, by Bassett, Thompson 
& Gilpatric, alleged that he was entitled to 
$641.36 as his commission on the sale of 
the necklace, and admitted owing the plain- 
tiff $375. He asked a counterclaim for the 
balance. 

In a second suit between the parties, 
brought originally by Tannenbaum against 
Black, Starr & Frost, a jury before Jus- 
tice Schmuck returned a verdict for $275 
for Tannenbaum, which with interest 
amounted to $404. The complaint alleged 
that on Jan. 20, 1916, the plaintiff sold 
goods to Black, Starr & Frost amounting 
to $1,425. Guionnet sued the jewelers for 
the same amount on Sept. 21 last, and 
Black, Starr & Frost got permission to 
deposit the $1,425 in court and let Tan- 
nenbaum and Guionnet litigate for it. The 
bill attached to the complaint stated that 
the article sold was a black pearl weigh- 
ing 12.60 grains. 

In defending the suit, Guionnet said he 
delivered the pearl to Louis Tannenbaum 
for sale to Black, Starr & Frost, and Tan- 
nenbaum went abroad and told him the 
plaintiff was in charge of his affairs. 
Guionnet alleged. that the plaintiff was not 
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authorized to make the sale. Under the 
judgment in the case, Guionnet will re- 
ceive the balance of the $1,425 after the 
judgment is paid. 








WAR AND THE DIAMOND TRADE 





High Insurance Rates Check Business— 
American Possibilities 


Lonpon, March 14.—Discussing condi- 
tions in the diamond trade, the Financial 
News of this city, in a special article pub- 
lished March 9, commented as follows: 

“Business in the diamond trade must be 
described as completely at a standstill, and 
with the prospect of the entry of the United 
States into the war arena a certain pessi- 
mism seems to prevail, and it is argued in 
some circles that no dealings of any mo- 
ment are likely to take place for at least 
six months. . 

“When it is considered that the rates for 
insurance are 5 per cent. from South 
Africa to London, 5 per cent. each way 
between this country and Holland, and 5 
per cent. to the United States, which means 
if the goods are cut in Holland 20 per cent. 
increase for insurance alone and 10 per 
cent. if the goods are cut in America, it 
seems as if those who decry the position 
are mainly in the right. 

“From inquiries that we have made in 
usually the best-informed quarters, how- 
ever, it appears that these gloomy fore- 
bodings are not shared by everyone. Our 
more optimistic friends contend that the 
mastery of the U-boat piracy is steadily 
proceeding, a view which is borne out by 
this week’s figures of sailings published by 
the Admiralty, and that insurance rates will 
in the near future be lowered if under- 
writers wish to continue in business. 

“The optimists affirm that the entry of 
the United States into the struggle will not 
alone not prevent the importation of dia- 
monds into that country, but that big war 
profits will again be made there out of 
home contracts, that the demand for the 
precious gem will increase, and that withing 
a few months the diamond industry will be 
more flourishing than ever. 

“A good deal of support is given to these 
views by the statement which appeared in 
our Tuesday’s issue that the Diamond Syn- 
dicate had purchased the South-West 
Africa diamonds from the Union Govern- 
ment. The clever manipulators who com- 
prise this group, would hardly be likely to 
saddle themselves with a fresh undertaking 
of this immensity had they not felt fairly 
certain that the position of the trade was 
sound; and as the De Beers, Premier, Jag- 
ersfontein, and now the South-West dia- 
monds are under the one control, it scarcely 
seems possible that any appreciable fall in 
prices can ever take place. 

“The developments of the next few weeks 
will probably possess much interest to the 
many of our readers who are studying the 
diamond market. For the two weeks Jan. 
8-Jan. 22, the following were the imports 
into the United States: Rough, $295,926; 
cut, $1,393,471; a total of $1,689,397. For 
the corresponding period of last year the 
figures were: Rough, $870,156; cut, $472,- 
100; a total of $1,342,256.” 

Later comparisons may prove more in- 
teresting. 
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In Times of Peace 
or Times of War— 


Diamonds 


are the one, solid, substantial, safe investment, that 
means absolute security for your funds, without de- 
preciation in value; easily cared for, easily moved, and 
° always convertible. 





IMPRESS THIS VITAL FACT MIGHTILY UPON 
YOUR CLIENTS—NOW—Mr. Jeweler, while there’s 
time. 


THE LORSCH SERVICE PLACES THE FINEST 
GEMS AT YOUR DISPOSAL IN THE QUICKEST 
POSSIBLE TIME. 


Albert Lorsch & Co., Inc. 


New York, 37 Maiden Lane, Providence, 131 Washington St. 
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LAST HONORS PAID 





Remains of Herman Stern, Western Manager 
of the Jewelers’ Circular, Interred at 
Union Fields Cemetery, Brooklyn. 


The friends and relatives of Herman 
Stern, western manager in charge of the 
Chicago office of THE JEWELERS’ CIRCULAR, 
whose death was announced last week, paid 
their final tribute to him at the simple cere- 
mony Tuesday morning, March 27, at the 
Union Fields cemetery in Brooklyn where 
the interment took place. Mr. Stern’s death, 
as noted last week, occurred in Chicago 
and the remains were brought on to New 
York by his sister, Mrs. Mark C. Meltzer, 
who had been summoned to Chicago when 
his condition proved critical. 

The remains arrived at the Pennsylvania 
station Tuesday morning and were taken 
directly from there to the cemetery where 
the interment service was read, Mr. Stern 
being buried in his own plot beside his 
wife, who died in 1907. There were a num- 
ber of floral offerings from the family and 
friends, conspicuous among which was one 
sent by the Illinois Retail Jewelers’ Associ- 
ation through Charles F. Manahan, the sec- 
retary. 

In addition to the tributes to the deceased 
received published in the last issue of THE 
JEWELERS’ CIRCULAR, this journal has been 
in receipt of many others in the past week 
among them the following: 


From a Brother Journalist 


Cuicaco, Ill., March 27, 1917. 
Editor of Tue JEWELERS’ CIRCULAR: 

We learn with very deep regret of the 
death of Mr. Herman Stern, whose compe- 
tition we always found of the most honor- 
able and pleasant character. 

We hope you will be able to send us some 
material for an obituary and a photograph 
or half-tone as well, to be used in our April 
number. 

Very truly yours, 
The National Jeweler, 
(Signed) GrorGE ENGELHARD. 





Tributes from Jewelers 


GALEsBuURG, III, March 26, 1917. 
Editor of THE JEWELERS’ CIRCULAR: 

It is with profound regret that we learned 
of the death of Mr. Herman Stern, your 
western representative, whom the writer 
has known for many years, often meeting 
him in Chicago and always at the conven- 
tions. 

We have always found him an interesting 
and true friend, and I am sure he will be 
missed by all of the jewelers of this middle 
west. Yours truly, 

GeorcE H. CHAPMAN, 
(Chapman & Armstrong.) 





From An Old Friend 
PittsspurGH, Pa., March 29, 1917. 
Editor Tue JEWELERS’ CIRCULAR: 

Can I say a word of appreciation for 
having had the good fortune to have 
known Herman Stern intimately? 

I met him first at Rochester, N. Y., in 
August, 1906, where he had been sent by 
the management of your journal to help 
form and report the results of the Na- 
tional Association. 
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He had the faculty of making a friend 
of every one he came in contact with, 
and ever after retaining their friendship. 

The last time I saw him he suggested 
the formation of an organization of those 
who met at Rochester and formed the 
National Association, and I am sorry 
that this has not been done. If the 
names of those who took part is not a 
matter of record I am sure that Herman 
could have named every man who was 
there. 

That he will be missed by hosts of 
friends all over the country is certain, and 
T hope the members oi the National As- 
sociation will appreciate what he has 
done for us. Sincerely yours, 


C. S. WItey. 





From the Secretary of the American Na- 
tional Retail Jewelers’ Association 


NEENAH, Wis., March 31, 1917. 
Editor JEWELERS’ CIRCULAR: 

It was a great shock to me to learn of 
the death of our friend Herman Stern. 
The trade associations owe him much and 
the writer has many times been under 
heavy obligations to him on account of in- 
valuable service rendered. 

All who knew Herman had implicit con- 
fidence in him, his advice was good to fol- 
low, his word was unquestioned. He 
really had the welfare of the trade at 
heart and gave to the trade the best that 
was in him. His splendid influence on 
association work will be with us for many 
years. 

Sincerely yours, 
A. W. ANDERSON, 
Secretary, American National Retail 
Jewelers’ Association. 





The following was received from Frank- 
lin N. Wood, of Chicago, formerly man- 
ager of the office of the National Jewelers 
Board of Trade in that city, and now a 
practicing attorney: 


In Memory of Herman Stern 


He has but stepped outside the room 
Into the open fields beyond, 
Where sunshine woos the flowers’ bloom, 
Where children’s laughter breaks the bond 
Of darkness and dispels the gloom; 
He has but stepped outside the room. 


His friends scarce heard him close the door, 
With such a gentle step he moved, 
But friendship’s fragrance lingers o’er 
The ‘ones with whom he worked and loved; 
He has but gone awhile before; 
We’ll meet him when we close that door. 
FRANKLIN N. Wooo. 


March 25, 1917. 








An unusual example of silversmithing 
was the punch bowl and tray recently pre- 
sented to Robert N. Harper, as chairman 
of the Inaugural Committee. The punch 
bowl, which is on classic lines, was sup- 
elied by the Whitmore, Lynn & Alden Co., 
Washington, D. C., and the _ presenta- 
tion was made at the New Willard 
hotel Wednesday morning, together with 
other gifts of appreciation. The bowl 1s 
plain silver with the exception of the in- 
scription, which reads: “Presented to 
Robert N. Harper, Chairman of the In- 
augural Committee, 1917, By Huis Asso- 
ciates, In Appreciation of His Services.” 
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HONOR HERMAN STERN 





Members of Chicago Jewelers’ Association 
Pay Tribute to Memory of Jewelers’ 
Circular’s Late Western Manager 


Cuicaco, March 28.—Members of the 
Chicago Jewelers’ Association at their regu- 
lar meeting, held in Parlor “O” of the 
Palmer House, yesterday noon, paid high 
tribute to the character of the late Herman 
Stern, for many years western manager in 
charge of the Chicago office of THE JEWEL- 
ERS’ CirCULAR, who died March 24, Eulogies 
were delivered by President Juergens, Wil- 
liam P. Williams and others, while the 
members drank a silent toast to their de- 
ceased friend. 


The meeting was attended by 41 of the 
members, among the guests of the occasion 
being DeWitt A. Davidson, vice-president 
of the National Jewelers Board of Trade, 
Charles F. Manahan, secretary of the IIli- 
nois Retail Jewelers’ Association and S. T. 
A. Loftis of this city. It was at the open- 
ing of the meeting that President Juergens 
called attention to Mr. Stern’s death and 
paid the first tribute to his memory. He 
told how well Mr. Stern had represented 
THE JEWELERS’ CIRCULAR in this territory 
for many years, and stated that he had al- 
ways stood behind every movement in the 
trade for the good of the industry, that he 
had consistently exposed unworthy prac- 
tices, and that his work in Chicago had 
been a power for good. It was at this point 
that the members of the association arose 
and drank a silent toast in memory of their 
friend, Herman Stern. 


The minutes of the previous meeting 
were then read and routine business tran- 
sacted, and it was decided to hold the next 
regular meeting in the evening. 

The membership committee then pre- 
sented the applications of the Oneida Com- 
munity, Ltd., and Speis Bros. and the sec- 
retary read a communication from the IIli- 
nois Retail Jewelers’ Association in regard 
to the State convention, which is to be held 
at the Sherman Hotel, May 8, 9 and 10. 
This matter was referred to the social re- 
lations committee for its consideration and 
Mr. Manahan, secretary of the State asso- 
ciation, who was present, spoke briefly con- 
cerning the proposed convention and stated 
that the co-operation of the Chicago whole- 
sale trade would be welcomed and appre- 
ciated in the effort to make this a big suc- 
cess. 

President Juergens then took up the ques- 
tion of the publicity plans of the Associated 
Jewelers of America, telling of the com- 
mittees that had been appointed to solicit 
subscriptions and said that the work had 
not been completed. He urged full and 
prompt co-operation with the committee. 
DeWitt A. Davidson, New York, also spoke 
on the subject as did Mr. Walker of the 
American Jeweler, both urging that the 
plan be supported. 

The last speaker of the evening, Mr. Wil- 
liams, perpetual toastmaster and honorary 
member of the club, delivered an interesting 
address in which he spoke in favor of the 
general subject of jewelry publicity and 
concluded by delivering an eulogy of Her- 
man Stern, paying a high tribute to his 
memory. 
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Old Officers All Re-elected 





Maiden Lane Historical Society Holds Annual Meeting, Decides to Give 
Luncheon, and to Mark Historical Site to John St. 











7" 


HE members of the Maiden Lane His- 
T torical Society met at the rooms of the 
94-Karat Club, 15 Maiden Lane, Thursday, 
‘n annual meeting, re-elected the officers of 
the past year, decided on having a luncheon 
to the members during the month of May, 
listened to an interesting discourse on John 
St. by John V. Cockroft and decided to 
mark the site of the old historic alley that 
originally led to the first New York the- 
atre and which is soon to disappear. 

The meeting was called to order promptly 
at 3 o'clock by President A. K. Sloan and 





A. K. SLOAN RE-ELECTED PRESIDENT. 


after the reading of the minutes of the last 
annual meeting by Secretary Joseph D. Lit- 
tle, routine business was quickly transacted. 
Treasurer Leo Wormser reported receipts 
of $1,279.68 during the past year with ex- 
penses of $731.45, leaving a balance in the 
treasury of $548.23. Of a membership num- 
bering nearly 300, but 12 were delinquent in 
their dues, and Treasurer. Wormser was no- 
tified to write these one more letter calling 
their attention to the fact before they were 
dropped from the rolls. Two resignations 
of members were accepted and announce- 
ment of the death of one member was 
made, 

Under the head of new business, the most 
important matter to be taken up was the 
question of a luncheon to be given by the 
society to the members during the month 
of May. It was finally decided to hold such 
a luncheon but the date and details were 
left to a committee consisting of the trus- 
tees and officers of the club with a recom- 
mendation that if the executive committee 
can do it to permit the members who at- 
tend to invite one guest, the member to pay 
the cost price of the guest’s ticket. 

Owing to the absence of Albert Ulmann, 
historian of the club, no report was made in 
regard to the advisability or need of placing 


a tablet on Broadway to show the connec- 
tion of this thoroughfare with the jewelry 
trade. 

When the election of officers came up 
President Sloan, who has held that office 
since the society was formed, started to 
say that he was not a candidate for office 
again, but he was interrupted before he be- 
gan his statement and a motion was put 
from the floor to elect him by acclamation. 
This was carried with a cheer and he was 
informed that he had been re-elected and 
there was nothing he could say about it but 
accept gracefully. Then quickly followed 
the re-election of the following vice-presi- 
dents: John W. Sherwood, George M. Hard, 
Louis Kahn, O. G. Fessenden and George 
FE. Fahys. These and Treasurer Leo Worm- 
ser and Historian Albert Ulmann were 
elected by single vote of the secretary, Mr. 
Little’s election being by vote of Mr. Sloan. 
The trustees then re-elected consisted of 
Henry Abbott, C. G. Alford, A. L. Brown, 
W. T. Carter, John Cockroft, Courtland E. 
Hastings, H. C. Larter, M. D. Rothschild, 
W. I. Rosenfeld, Colonel John L. Shepherd, 
W. H. Tarlton and T. Edgar Willson. 

Before the meeting adjourned, John Cock- 
roft was called upon to give a little talk 





JOSEPH D. LITTLE, SECRETARY. 


on John St. Mr. Cockroft is the owner 
of the Cockroft building at John St. and 
Nassau St., the property having been in the 
possession of his family from pre-revolu- 
tionary times. He is also the owner of the 
adjoining property up to the Broadway cor- 
ner and of the old factory building back 
in the alley. 

Mr. Cockroft spoke of the importance of 
John St. in the history of the country, re- 
called the historic spots on this thorough- 
fare and particularly Golden Hill, the scene 
of the so-called “Golden Hill Massacre” tell- 
ing the members that the headquarters of 
the Sons of Liberty, who played such an 
important part in the creation of the pa- 
triotic sentiment during revolutionary times, 
was either at or next to the corner of John 
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St. and Broadway. He also referred to the 
first Methodist church in the country which 
is on John St., below William, and told 
many things about the thoroughfare un-’* 
known to his hearers. For instance, he re- 
ferred to the stage line that used to go 
through John St. to Broadway and up to 
Greenwich Village. 

In speaking of the old theatre that was at 
the end of the alley, the site of which later 
became the home of many manufacturing 
jewelers, Mr. Cockroft gave details as to 
the old theatre and told how the elder 
Keane had played there, naming older Amer- 
icans who had attended, among whom was 
General Washington. This theatre, he said, 
was closed in 1791 and the alley which was 
its only approach was a historic spot in 
the early history of New York, as’ well as 
a place that will be long remembered by 





LEO WORMSER, TREASURER. 


the older manufacturing jewelers owing to 
the number of firms whose shops were lo- 
cated at its head. 

The new building going up soon, said 
Mr. Cockroft, will cause the alley to dis- 
appear within a few days. When-the pres- 
ent generation disappears there will be 
none who will know its exact location or 
be able to tell where it was. He, therefore, 
suggested that the Maiden Lane Historical 
Society arrange to install something that 
would tend to mark the site of the old alley 
and make it definite for future generations, 
and in fact for all time. 

The proposition was received with en- 
thusiasm, and President Sloan, on motion 
of Mr. Larter, appointed a committee of 
three to take charge of the matter and -to 
report at the luncheon to be held in the 
near future. This committee consisted of 
Mr. Cockroft, Historian Ulmann and Sec- 
retary Little. President Sloan also asked 
Mr. Cockroft to repeat his address on John 
St. before the full membership of the so- 
ciety at the luncheon. 

After the meeting adjourned President 
Sloan appointed a special committee to take 
charge of the coming luncheon, consisting 
ot C. E. Hastings, W. H. Tarlton and A. 
L. Brown. 
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“Will they last?” asks your customer 


Will they retain their softly brilliant lustre? 
Those delicate tints—are they permanent?”’ 
This is what the purchaser wants to know. 


Show her— 
CA 
LAT AY rans 
Jerles de Ceylon 
—for $1522 


One of eight La Tausca Indestructibles priced from $5.00 to $300 a necklace. 
Assure her that here is a necklace she can wear always—confidently— 





because it is a La Tausca necklace— 


because guaranteed by the producers of these nationally advertised, well known pearl 
necklaces— 


because—most important of all—you, her jeweler, recommend it to her as splendid value 
at this price and positively unchanging in color and lustre. 


Your Wholesale Jeweler’s Salesman 


is sure to have Ceylons in his La Tausca line. Order from him. 


THE LOw-TAUSSIG-KARPELES Co. 


PROVIDENCE PARIS NEW YORK 


Address All Communications to Providence 
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PITTSBURGH BANQUET PLANS 


David Kaiser, New York, to Be a Speaker 
at Dinner of Pittsburgh 24-Karat Club 
—Committees Appointed. 


PrrtssuRGH, March 29.—Plans are rap- 
idly nearing completion for the ninth an- 
qual dinner of the Jewelers’ 24-Karat Club 
of Pittsburgh to be held at the William 
Penn Hotel in this city on the night of 
April 17. President Sam F. Sipe today 
announced that David Kaiser of New York, 
a former president of the Jewelers’ 24- 
Karat Club of that city will be one of the 
speakers and will talk on “Reminiscences,” 
dealing with Pittsburgh as it was from 30 

ears ago. 

“ A recent visit to Pittsburgh, Mr. 
Kaiser told THE JEWELERS’ CIRCULAR cor- 
respondent about some of the things he 
would touch upon, if he could find it con- 
venient to come to Pittsburgh on the date 
of the banquet. His talk will be worth 
more than the price of the banquet. Presi- 
dent Sipe thinks the organization fortunate 
to have Mr. Kaiser here at that time, and 
promises a big night for the jewelers of 
Pittsburgh. 

Committees are now at work to make 
the affair a success, and that it will be is a 
foregone conclusion. Firms are urged to 
come and bring their employes and make 
it the biggest event ever given by the jewel- 
ers. Many new members are joining, and 
the 1917 dues are now being received by 
Secretary Frank W. Burger. 

All traveling men who will be in Pitts- 
burgh April 17 are invited to attend the 
banquet. President Sipe urges such to get 
in touch with any member of the committee 
that arrangements may be made to take 
care of all comers. There will be no diffi- 
culty about providing places for all persons 
who wish to attend. Dark clothes or even- 
ing dress are in order. 

President Sipe has appointed the follow- 
ing committees in connection with the ban- 
quet: 

Banquet—Harry H. Heeren, chairman; 
Frank W. Burger, Frank T. East, J. 
Loughrey Roberts. 

Program—Rodney Pierce, chairman; A. 
C. Geis, Sr., Otto Graf, G. Warren Wattles, 
P. C. Yester. 


Speakers—Francis J. Keating, chairman; 
J. Alex. Hardy, Otto Heeren, John M. 
Roberts, J. Harvey Wattles. 

Music—Frank W. Acklin, chairman; J. 
Clare Crawford, John C. Dwyer, Henry N. 
Dotzenroth, George H. Snyder. 


Reception—August Loch, chairman; 
George B. Barrett, vice chairman; F. F. 
Aul, George M. Bailey, William R. Beam, 
M. P. Boggs, M. L. Cronin, P. J. Crowley, 
B. K. Elliott, P. C. Gillespie, Otto Graf, 
William Heeren, R. J. Henne, William 
Hoffman, William E. Jones, A. B. Kurtz, 
Charles R. Munhall, Benjamin Robinson, 
William Sample, Harry O. Scott, C. Glenn 
Sipe, Charles E. Snyder, O. A. Stehle, W. 
F. Steinmacher, Park Stewart, Henry Ter- 
heyden, W. W. Warrick, Charles W. Wat- 
tles, A. B. West, Frank N. Worrell. 

Press—Edward C. Sykes and James J. 
Farrell. 


President Sipe also has announced his 
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standing committees for the club this year 
as follows: 

Finance—August Loch, chairman; John 
M. Roberts, vice chairman; William 
Heeren, William F. Hoffman, Henry Ter- 
heyden. 

Speakers—Francis J. Keating, chairman; 
Otto Heeren, J. Harvey Wattles. 

Membership—J. Clare Crawford, chair- 
man; Otto Graf, vice chairman; George M. 
Bailey, George B. Barrett, J. Frank Bloser, 
Harry Furtwangler, A. C. Geis, Jr., A. C. 
Graul, Harry H. Heeren, Hugh A. Jack- 
son, A. B. Kurtz, Harry O. Scott. 

Music—Frank W. Acklin, chairman; M. 
L. Cronin, C. S. Wiley. 

Visiting—A. C. Geis, Sr., chairman; John 
M. Roberts, III, vice chairman; John Kraus, 
Henry A. Reineman, D. M. Rhea, William 
Sample, W. W. Warrick, Charles W. Wat- 
tles. 


COVVEW 7/0N 
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J. Dick Crawford, P. J. Crowley, R. M. H. 
Jantzen, Samuel Moore Sipe, Park Stewart. 

Athletic—J. Loughrey Roberts, chairman; 
William E. Jones, vice chairman; A. C. 
Erickson, John M. Roberts, III, C. Glenn 
Sipe, O. A. Stehle, Ben Vey, Jr. 

Prizes and awards—Harry H. Heeren, 
chairman; P. C. Gillespie, vice chairman; 
M. P. Boggs, George H. Snyder and David 
F. Walton. 





CONVENTION EXHIBITION 





Floor Plan for Exhibitors at Annual Meeting 
of Illinois Retail Jewelers’ Association 


Cuicaco, March 31.—Plans are now well 
under way for the annual convention of 
the Illinois Retail Jewelers’ Association to 
be held in this city at the Hotel Sherman, 
May 8, 9 and 10. 
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PLAN OF EXHIBIT HALL OF THE ILLINOIS RETAIL JEWELERS CONVENTION. 


Good Fellowship—Rodney Pierce, chair- 
man; William R. Beam, vice chairman; 
Thomas J. Apryle, F. F. Aul, H. H. Baltz, 
Adam Fisher, Jr., Chester F. Gerwig, 
Charles N. Hancher, Walter F. Heeren, 
Otto E. Heineman, R. J. Henne, T. S. Hoff- 
man, William C. Langnecker, Leo C. Leary, 
J. W. Nichols, Benjamin Robinson, W. S. 
Roe, B. F. Sieger, D. A. Smith, C. E. Sny- 
der, Charles Terheyden, Jr., George L. 
West, Vernon C. Wilbert, Walter Williams. 

Reception—William E. Jones, chairman; 
George B. Barrett, vice chairman; J. P. 
Archibald, Horace W. Bickel, A. A. Gilles- 
pie, John C. Grau, Albert W. Heeren, John 
Hughes, Clarence J. Justus, Edward H. 
Kennerdel, Joseph J. Laeng, Joe Ladd, M. 
FE. Means, John H. Morton, Charles R. 
Munhall, Thomas H. McNary, W. E. Roden, 
George C. Schairer, C. A. Schuldice, Otto 
Siedle, William F. Steinmacher, Andrew 
Straka, H. J. Thier, Thos. Thomas, A. B. 
West, C. H. Williams. 

Entertainment—Byron K. Elliott, chair- 
man; G. Warren Wattles, vice chairman; 


The exhibit feature of the convention is 
attracting considerable attention and in- 
dications are that the exhibit this year will 
be the largest ever held by the State as- 
sociation. The accompanying floor plan 
shows the arrangement of booths Nos. 28, 
29, 30 and 31, all of which are 9 feet front 
and 10 feet deep and to be rented at $50. 
All the others are 8 feet front, 7 feet 4 
inches deep and rent for $40. This includes 
sign with the name and address of the ex- 
hibitor. It is expected that the booths will 
be ready for occupancy at 12 o’clock noon 
on Monday, May 7. 

President Louis J. Yeoman is securing 
speakers who will bring messages of in- 
terest and instruction to the jewelers. 








George Harmon, charged with assault 
with intent to rob in connection with the 
holdup at the Sheldon jewelry store, El 
Paso, Tex., on the evening of Jan. 30, has 
been found guilty by a jury and sentenced 
to five years in a penitentiary. 
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Massachusetts and Rhode Island Retail Jewelers Hold Convention 








Record-Breaking Attendance, an Excellent Program of Addresses and an Enjoyable Banquet Mark Secong 
Annual Conclave of Association at Worcester, Mass., March 27 and 28. 




















Worcester, Mass., March 28, 1917.—The 
best convention ever held by the Massa- 
chusetts Retail Jewelers’ Association, which 
also embraces the State of Rhode Island, 
both from the standpoint of attendance and 
erithusiasm, came to a close here tonight. 
This rousing two-day conclave, which the 
roster showed to be a record-breaker, was 
held in the attractive north ballroom of the 
Bancroft hotel, reputed to be the best 
hostelry in New England. 

‘The first business session was opened at 
11 o’clock yesterday morning and from that 
moment until 5 o’clock this evening the 
convention hall was the scene of much 
activity. Both sessions on Tuesday were 
devoted to the reports of the various ofh- 
cers and a number of interesting addresses. 
On Wednesday morning an executive meet- 
ing was held at which time many questions 
appertaining to the jewelry trade were 
thrashed out. At the closing session of the 
convention new officers were elected and 
resolutions adopted. 

The crowning feature of the convention 
was the annual banquet of the association 
held tonight, at which His Honor, Mayor 
Pehr G. Holmes and Chandler Bullock, 
president of the Worcester Chamber of 
Commerce, delivered interesting addresses. 

The big north ballroom of the hotel in 
which the convention and banquet were 
held was appropriately decorated with nu- 
merous large American flags hung from 
the gallery. The huge electrically-lighted 
American flag suspended directly above the 
speakers’ platform made an inspiring and 
impressive sight. 


The First Day 

Just as the big clock in the tower of the 
City Hall, opposite the Bancroft hotel, was 
striking out the hour of 11 a. m., President 
Frank D. Davis announced the opening of 
the second annual convention of the Massa- 
chusetts Retail Jewelers’ Association, 
which also embraces the State of Rhode 
Island. Albert Kerr was at once appointed 
to escort to the speakers’ platform the 
Hon. Pehr G. Holmes, mayor of Worces- 
ter, who delivered the address of welcome. 
Charles T. Evans, president of the Ameri- 
can National Retail Jewelers’ Association, 
was likewise escorted to the platform by 
C. J. Gidley. When Col. John L. Shepherd 
was next assigned to a place on the plat- 
form, President Davis proceeded to intro- 
duce Mayor Holmes. In welcoming the 
jewelers to Worcester, the mayor said: 


ADDRESS OF WELCOME BY MAYOR HOLMES. 


Worcester never fails to extend the warm hand 
of welcome to visitors. It is a city which seeks 
to greet its guests with cordiality and make them 
feel perfectly at home and have them carry away 
a pleasing impression of the Heart of the Com- 
monwealth, from which there radiate so many ac- 
tivities. 

To you, gentlemen, the heart of the common- 
wealth extends that cordial greeting which is char- 
acteristic of it. It is my pleasure, as Mayor of 
Worcester, to extend to you that greeting on be- 
half of the city. 





Meeting here you bring new activity to a teem- 
ing city, and coming from many places you bring 
new ideas which wili be of benefit to the city of 
Worcester in one way or another, as well as to 
those several communities which your membership 
represents. 

Many conventions or gatherings of a similar 
nature’ are coming to Worcester and we want 
more of them. Those who come to us on such 
occasions can become better acquainted with our 
city, and I take what I consider a pardonable 
pride in saying that it is a city well worth know- 
ing. 
Aside from this, those who come to us from 
other places can bring new ideas or offer inspira- 
tions that may be helpful to us in a civic or 
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industrial way. In turn we can give them sug- 
gestions from which they may profit. In short, 
mutual helpfulness may be brought about, and 
this is a thing always to be desired and sought 
for. 

The spirit of co-operation is engendered. The 
work-together spirit is stimulated, and it is such 
a spirit as this that has accomplished much in the 
way of progress, and which will continue to ac- 
complish much, in the life of the community and 
the nation. 

It is self-evident that your association enjoys 
in full measure the spirit of co-operation, and 
that members are working in close harmony to 
the end that the common good of all may be 
advanced. It’s a good spirit that you bring here 
and Worcester welcomes you most heartily. 

‘I should indeed be glad to remain with you 
longer, for I like the atmosphere of this gathering, 
but I have business engagements which call for 
my presence at city hall in a few minutes and 
I must reluctantly take leave of you. 

There is much that I might say to you in the 
way of welcome but I think that it is best summed 
up in the few words that I am sincerely glad to 
greet you on behalf of the city of Worcester. 


In responding to the city executive, Presi- 
dent Davis thanked his honor, the mayor, 
and assured him that the jewelers appreci- 
ated his presence. At the conclusion of 
President Davis’ response one of the offi- 
cial convention badges was pinned on the 
breast of the mayor by National President 
Evans. This was a signal for loud ap- 
plause and after Mayor Holmes assured 
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the jewelers he would be present at the 
banquet the following night, he departed 

Secretary James H. Wood next submit. 
ted his annual report, which read as fol- 
lows: 








REPORT OF SECRETARY WOOD. 


Two years ago on March 23 a very enthusiast; 
body of jewelers met in this convention hall ‘an 
formed the nucleus of what has since developed 
into a live and energetic association guardin 
its individual members against many evils whick 
exist to the detriment of the whole. The moral 
effect of this association is beginning to tel] and 
we find that many jobbers and manufacturers al. 
ready realize that they are to be benefited as welj 
as our members by it and are co-operating with 
us heartily in our work. 

Some of.the larger jobbers are voluntarily doing 
all in their power to eliminate in their establish. 
ments all things that in the past have been in- 
jurious to the retail jeweler and I ask you to 
report any cases of which you know. 

Your officers have throughout the year attended 
to all the things that have been brought to their 
attention and have responded cheerfully to af} 
calls made upon them. 

As your secretary I am pleased to inform you 
that our members are just as enthusiastic as ever, 
While we have made no material gain in. our: 
members yet our association is on a more solid 
and substantial basis than a year ago and I feel 
that during the coming year many other jewelers 
will join us. . 

I wish to extend for this association our thanks 
to our good friends the traveling salesmen who 
are continually doing much missionary work for 
our organization. ! 

I am sorry to report that we have had three 
resignations this year. One, F. A. Robbins, re 
signing because he is no longer a jeweler. We 
are pleased that he has accumulated enough’ of 


this world’s goods to enjoy the rest of this life 


in ease, but very sorry he can no longer continue 


with us in our association. I think in considera-. 


tion of the good work he has done for our asso- 
ciation we should elect him one of our honorary 
members. 

At the present time we have on our records 
153 names and of this number 123 whose dues 
are paid up, 23 with dues unpaid and 7 who 
have never paid. 

I have received for dues to March 30, 1917, $100. 
Paid to treasurer, $100. Received for dues to 
March 30, 1918, $290. Paid to treasurer, $2990, 


The next business in order was the read- 
ing of the treasurer’s report. This was 
submitted by Treasurer E. W. Durgin and 
showed the association to be in a flourish- 
ing financial condition. 

After this report was accepted and or- 
dered filed, President Davis delivered his 
annual address. He said: 


ADDRESS OF PRESIDENT DAVIS. 


At this time when all the world is seemingly 
agog, and persistent rumors of an impending crisis 
are growing more and more distinct, do not the 
existing evils of the jewelry business sink into a 
positive insignificance when compared with the 
problems confronting us as a nation, and one can- 
not help thinking what the conditions will be ere 
we assemble in annual convention one year hence, 

It is needless perhaps to call to your attention 
the fact, that we are celebrating our third birth- 
day, having finished the work of two full years 
of endeavor, but perhaps it is well for us to recall 
the fact that in March, 1915, we gathered in this 
same room, for the purpose of launching an asso- 
ciation of jewelers with the avowed purpose of 
improving conditions of our craft, attempting at 
least, to correct existing evils and promote genet: 
ally the welfare of our members. How far toward 
perfection we have approached and what material 
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- has been ours; remains for each individual to 
gain 


ve vou attended closely to the many addresses, 


psorbed the ideas conveyed to you through voice 
- ritten articles, and attempted to adopt the 
and Sin thus gained to your own personal 
informa Is your establishment being conducted on 
ug oa of economy? Has your method of ad- 
. ed been revised? Has your accounting sys- 
cng brought to the condition of knowing all 
oa ‘n’s and out’s, So there is no more guessing, 
a oeel knowledge of each and every depart- 
ment? Do you know whether the repairing de- 
partment is paying a profit, as well as each of 
the several lines of merchandise you carry: Are 
you taking advantage of the cash discount and 
keeping your credit in such condition that manu- 
facturers and wholesale dealers are anxious for 
your account and hustle to fill your orders in 
preference to those of your would-be competitor 
who may settle his account at the extreme limit 
of time allowance. 
All these and many more are the enigmas which 
present themselves to the average dealer, and to 
improve conditions by correcting errors, installing 
new methods and placing each and every unit on 
a sound, reasonable and scientific basis is only 
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one of the reasons for supporting an institution 
such as ours. ‘To this end your committee has 
attempted to bring together bright and intelligent 
minds that have made a complete and comprehen- 
sive study of the difficulties encountered, and who 
have solved many a problem that has disturbed 
and is still disturbing, the career of well-meaning 
workers, They might point out better plans of 
using the same force and energy, and, what must 
necessarily follow from its right application, plea- 
sure instead of hardship, profit in place of loss, 
and the complete satisfaction of having achieved 
a success in the knowledge of the performance of 
personal duties carried on in such a manner as 
to win the admiration and confidence of the busi- 
ness world. 

This association stands for all things pertaining 
to advancement, both individually and collectively, 
we would see our members brought to such a state 
of perfection that should the proper authorities 
seek an investigation of our craft, their report 
would be such that each and every one of us would 
have a feeling of just pride in the fact that we 
had ‘been able to increase the percentage of good 
government of the whole, by and through our in- 
dividual efforts. 

Therefore let us heed closely the advice and 
experience of others, and listen attentively to the 
many practical talks prepared for this convention. 

Since the founding of jewelers associations in 
the several States and the advent of our grand 
national body, jewelers everywhere have been 
urged to revise their antiquated methods of ac- 
counting. It has been pointed out that every 
dealer should cease to continue the practice of 
being satisfied with a near enough inventory and 
keep accounts that may be referred to in case of 
actual necessity or figuring the amount demanded 
by a relentless creditor from a miscellaneous lot 


of bills, stowed away for future* reference only to 
find that some are missing (which always proves 
to be the case when a tag has been parted from 
an article you are placing before a prospective pur- 
chaser and you want the information quickly). 

The modern system of today is as necessary 
an adjunct of vour business as is the balance 
wheel to a watch. It tells you every point con- 
cerning your business welfare, shows you the 
leaks, helps to correct extravagance, keeps your 
stock more evenly balanced, tells you to stop the 
familiar practice of over-buying, warns you to be 
more careful of your accounts, both receivable 
end payable, brings out forgotten merchandise hid- 
den away in drawers and dark corners, informs 
you of a laggard employe if any you have, makes 
your sales people a more effective force, and after 
you have devoted the necessary few minutes each 
day in striking a balance, gives you such positive 
satisfaction that the work entailed resolves into 
a pleasure hitherto unknown in your business 
career. 

The past year has been a particularly prominent 
one in this regard, there having been developed 
through the unselfish working of some of the 
brightest minds in the world of finance, an account- 
ing system, simple yet accurate, positively fool- 
proof; and the only reward they hope to receive 
for their efforts is the satisfaction of knowing 
that you are, through having familiarized yourself 
with its workings, a better business man and con- 
sequently a safer risk, enjoying a rating in the 
credit bureau that will open the’ markets of the 
world to you and consequently make you grow 
in spite of yoursclf. 

Your attention is called to the repair depart- 
ments (sometimes called the necessary evil of a 
successful establishment). Are you receiving just 
returns for the skilled labor you employ? During 
this convention our trade interest committee will 
discuss this important item with you, and pro- 
duce evidence to convince the most incredulous 
that the average jeweler lacks the confidence in 
his own ability to make charges’ commensurate 
with the service rendered. Therefore it is to be 
hoped that the undeniable facts propounded will 
have the serious consideration of each and every 
member. 

The value of co-operation in association work 
has been demonstrated to a remarkable degree, and 
our State body working with other States has 
formed a national body which has built up an 
organization that is wielding a great power, in 
correcting abuses, and creating world-wide interest 
by educating and enlivening the dealers broad cast 
to a better realization of their standing in this 
great world of business. 

The indiscriminate price cutter, as well as the 
auction fiends, are receiving attention, and the re- 
tailing manufacturer and jobber are fast learning 
the lesson, hard as it seems to them, that they 
must cease doing business in an underhanded man- 
rer if they would retain the respect and confi- 
dence of the legitimate distributor. While we as 
retailers issue no word of threat or command, we 
do say, and emphasize it in no uncertain tones 
or fear of contradiction that it still remains our 
blessed privilege to place the orders for our re- 
quirement through such channels and with such 
producers and agents as we, after mature delibera- 
tion, deem wise and for our best individual in- 
terest, 

At the close of the festivities Wednesday eve- 
ning, your present executive will have finished 
his duties as presiding officer of this association, 
and for the successor to that honorable office I 
bespeak the good will and hearty co-operation of 
all our members. Please bear in mind that it is 
possible he may, like his predecessor, find it neces- 
sary to ply his usual vocation for a portion of 
his time, and please remember that while he will 
have the whole interest of the association at heart, 
and be striving his utmost to serve you to the 
best of his ability, a time may come when you 
will feel that just criticism is necessary. At such 
a time I beg of you to be lenient and give to him 
freely of your knowledge and experience. We 
now are established, and have successfully passed 
the trial, or initiatory stage, of our organization. 
Having learned the lessons, which of necessity had 
to be acquired by experience, we are in condition 
to start an aggressive campaign which I have every 
faith will end in giving an account to the national 
body that will be pleasing to it, and a satisfaction 
to ourselves. 


The attention of the jewelers was next 
called to the interesting exhibit of old 
watches, which was being made in the rear 
of the convention hall by Willard H. 
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Wheeler, of Hayden W. Wheeler & Co., 
New York. Much has been said about this 
collection in THE JEWELERS’ CrRCULAR from 
time to time, and that the jewelers enjoyed 
the exhibition by Mr. Wheeler, who has 
also shown the watches at other jewelers 
conventions, goes without saying. 

Just before the morning session ad- 
journed for lunch, President Davis an- 
nounced the following to serve on the Nom- 
inating and Resolutions Committees: 

Resolutions: Frank E. Davis, ex-officio ; 
J. Arthur Clem, Ellis Gifford, E. W. Dur- 
ein, Albert R. Kerr and H. S. Tanner. 

Nominating: Albert R. Kerr, chairman, 
J. Arthur Clem, W. G. Robertson, C. J. 
Gidley and Fred T. Low. 


AFTERNCON SESSION, 


Promptly at 2 o'clock the afternoon ses- 
sion was called to order. After a few in- 
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troductory remarks President Davis an- 
nounced the first speaker, Ellis Gifford of 
New Bedford. As chairman of the Trade 
Interests Committee, Mr. Gifford has gath- 
ered a great deal of information on the 
cost of doing business and other topics 
which proved especially interesting to the 
jewelers. Mr. Gifford said: 


REPORT OF ELLIS GIFFCRD, CHAIRMAN OF THE 
TRADES INTEREST COMMITTEE. 


Mr. President and Fellow Members of the 
Massachusetts and R. I. Retail Jewelers’ Associa- 
tion. 

During the last year your committee has con- 
tinued to work along the same lines as during 
the previous year. But from lack of complaints 
from the members to keep us tusy we have not 
felt the necessity of calfire a meeting. 

Your chairman has handled several complaints 
of manufacturers and jobbers selling at retail and 
can report good success in our endeavors te stamp 
out this evil. From the discussion at the last 
convention it would appear that this evil is much 
more pronounced than we really find it to be. 
During the whole year we have received but two 
complaints of this from the members. One of 
(ese was a silverware manufacturer who sold, 
through one of his salesmen, a chest of silver 
at retail, at the wholesale price, to a distant 
relative of the salesman. We brought this matter 
to the attention cf the firm, and believe tkat al- 
though the firm stood firmly behind their salesmen’s 
position, we have made them see that such prac- 
tice is mot conducive of producing business, 
either for us or for them. The other instance 
was a jewelry manufacturer in Providence who 
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made a practice in the past of selling goods from 
his factory at retail. About a year ago, he stopped 
this practice, but started it again last Fall. We 
called the matter to his attention in a friendly way 
and he assures us that the practice had been 
stopped before he received our letter. The Provi- 
dence retailer who made the complaint also as- 
sured us of this fact. 

It has been a common practice among whole- 
salers to send to the trade wholesalers’ prices in 
net amounts in the unsealed mail. Several cases 
have been noted during the past year. On writ- 
ing of these to the manufacturers the practice 
has been stopped in every case and they have 
thanked us for calling their attention to the mat- 
ter. Any abuse of this sort should be referred 
at once to your officers as it is an evil easily 
stopped. 

During the last year, the State has passed a 
law making it necessary for itinerant vendors to 
procure a State license at a comparatively large 
fee. By the term itinerant vendor the State now 
includes traveling men who hire space in stores 
and windows and sell the merchandise as though 
it belonged to the owner of the store. Under 
this law the local chief of police can immediately 
close up any store window merchant who has not 
paid his State license fee. This makes it very 
easy for you to rid yourselves of the great evil of 
the drug and department stores subletting space 
to cheap fakers who have been undermining our 
business. 

This work of stopping trade evils is necessary 
but the work of such an association as this 
should be of a much more constructive nature. 
As the State field is so limited and constructive 
work so far reaching and expensive, this commit- 
tee has not really accomplished much. But from 
interest in this more constructive work, your 
chairman has been appointed Chairman of the na- 
tional trades interest committee, and as the work 
of the two committees is along the same lines, 
it would not be amiss to report at this time some 
of the interesting things that the national commit- 
tee is doing. 

One of the first duties was to try to improve 
the profit to be secured from the sale of silver 
flatware. The custom for years has been to sell 
this flatware on a 25 per cent. margin of the 
profit on the selling price. As the lowest figure 
I have heard of as a cost of doing business is 
28 per cent., we were losing at least 3 per cent. 
and the flannel bags and engraving on every sale. 
By corresponding with the different manufacturers, 
we found that they appreciate the evil and the 
loss that everyone was incurring. How to im- 
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prove the matter was another thing. But for- 
tunately silver bullion dropped in price while the 
agitation was at its height and everyone with one 
accord adopted the “Blue List,’”’ which has been 
so long in use on holloware. But this list does 
not improve matters much. From the best figures 
now available, we are still losing money on silver 
flatware and holloware at the “Blue List’ prices. 
Constant agitation for a reform is our only method 
of improving this condition. The Sherman Law 
absolutely prohibits any agreement to fix prices. 
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The fixing of prices is a practice of which this 
association does not approve. We believe that 
keen competition is the life of trade, but we think 
that in this instance competition has gone too far 
and without intelligent co-operation we cannot 
longer continue to sell silver flatware. To drop 
this necessity would be a great calamity both to 
our trade and the public and we must find some 
way to re-establish this department on a paying 
basis. All dealers, both large and small, are united 
in the need of this reform and I can assure you 
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a4 knowing what I do of the country-wide fee}. 
g that it will be a short time when the b 
custom, so long in vogue, will be changed ~ 
not miss an opportunity to get a living profit aor 
silver flatware. Some of the larger stores in < 
big cities are already marking over patterns which 
they control in their vicinity to the standard list, 
which gives a profit of 331-3 per cent. on a 
selling price up to a-.selling price of $50 ont 
then graduates sharply down to the “Blue List,’” 
Secretary Anderson of the national association is 
sending copies of this list to the whole mem- 
bership with the advice to adopt it as soon as 
possible. Give it a thorough try out. Although, 
this list is not ideal, as we cannot make a profit 
on the more expensive goods, it is a step in 
the right direction. When silver drops again, we 
will agitate for the ‘“‘Pacific Coast Brown List” 
which gives a straight 50 per cent. on the cost 
which really is only a fair proposition, consider. 
ing the cost of engraving and the flannel rolls, 
Another department on which the average re. 
tail jeweler is losing money according to the 
best available figures is on the repair work 
We are paying good wages for our repair men 
and should be able to get more than street sweep- 
ers’ pay for their time, or if as is the case with 
many of us we do the work ourselves at less 
pay than the city pays for laborers. And this js 9 
so-called skilled labor occupation. Through lack 
of knowledge of costs we have gradually drifted 
or, better, stood still, with prices which our grand. 
fathers charged for the work, while everything 
we used costs uS more, even our time, The 
larger dealers in the big cities, where the costs 
have gone up more sharply but also where com. 
petition is more keen, have come to realize the 
fact that they were losing money. At a conference 
in Boston with some of the largest dealers in 
the country, the man sitting next to me, who does 
somewhere about $2,000,000 in jewelry every year 
made the remark that he would wager that he 
got double for watch repairing than I did. This 
made me sit up quick. After a little conversation, 
[ found that his prices were not so far different 
from my own, but his talk opened my eyes to 
several items in my repair department which have 
simmered down through the ages. It has been 
the custom in Fall River for years, among most 
of the dealers, to repair a French mantel clock, 
one and one-half hour strike for $3. I have found 
that it takes on an average about nine hours to 
clean an average clock of this sort, including going 
after it, the shop work, delivery, waiting for 
street cars, going out again to put it in beat after 
the maid has moved it, going to reset the strike 
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house did not wind it on 

: or tried to set it backwards. At the pre- 
at rice we were doing our work for about 
gan an hour and then promising that if the 
veg was put up over a dusty fireplace or register 
hat we would come up again within a year and 
he this dirt out for nothing. No merchant 
who had ever looked into his costs of doing re- 
pair business would ever again repair a French 

lock for this price. The larger stores have looked 

; this matter of costs more thoroughly than the 
aloe ones. So I secured from M. N. Smith of 
Boston and from De Forest a Bachman of John 
Wanamaker’s, Philadelphia, the lists of prices pre- 
vailing in those cities. These lists are not made 
up to be ideal lists. They are the actual prices 
that have been secured by the better stores of the 
respective cities for some time. They are not the 
prices of any one store, but the prevailing prices 
secured by everyone. *~ * * | 

This consideration of the certain knowledge of 
costs leads me to the big job that our commit- 
tee has undertaken. During our last convention 
after the return from Waltham and befose the 
banquet, I made a hurried call on the secretary 
of the New England Hardware Dealers’ Associa- 
tion, George A. Fiel, about some work we were 
doing together for the Stevens Bill. We talked 
about the costs of doing business in our respective 
trades and the conversation, on his part, got so 
interesting that I nearly missed our banquet. 
Among other matters he said that the hardware 
dealers were going to send out field secretaries 
to help the dealers irf efficient methods and to 
improve general business conditions. He also 
said that they had been talking over the matter of 
investigating the trade by the Harvard Graduate 
School of Business Administration, as my last 
report suggested we should do. He told me a 
lot that I did not know about their work. As, be- 
ing a Harvard graduate, and a business man, this 
immediately interested me and within a week 
after our convention, I took a trip to Cambridge 
to look into the matter. The director of the 
Bureau of Business Research gave me a concrete 
proposition which I immediately sent to President 
Evans. 

The matter of an investigation of the jewelry 
business was not new. 

In 1913, George A. Brock, of Los Angeles, 
now first vice president of the national association 
was the first to propose the investigation. But 
I believe that the Harvard proposition was the 
first fully laid out concrete plan with the price 
and plan all complete. 

Right here, it might be well to say, just what 


when the master of the 
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this plan for an investigation is. The true aim 
of every honest business man should be to do 
his business as efficiently as possible to give both 
his customers and himself the best possible service 
To do this 
and quick 


and return for the money invested. 
in this time of complicated stocks 


changing styles he must be a thorough student of 
everyone-elses. 


his own business and The aver- 
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age merchant has not the time to give to this 
study. Most of. us do not even have the inclina- 
tion until the sheriff almost knocks at the door. 
It is easy to let things take their course. But 
we do not stop to think that this course often 
leads to the poor house in place of Beacon St. 
The whole jewelry business has been taking a 
course too long. It has got into a bad rut. It 
needs to be taken apart and put together again on 
an efficient basis and plans laid out so that the 
efficiency will be maintained. 


“* 


Ba a, aa a Weuaes a 
aad ue eS Ree ee 
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The Harvard Graduate School of Business Ad- 
ministration, through its Bureau of Business Re- 
search, uses modern business just about the same 
as the medical schools or the Rockefeller Institute 
use the patients in a hospital, to diagnose its 
ailments and propose a cure. To make a thor- 
ough study they make a thorough examination or 
investigation of all its parts as the ground work 
for future buildings. They find out what bad 
habits the patient has got into and suggest a 
method of cure. In the course of their examina- 
tion they are sure to find some one part doing 
its work particularly well and this they note 
just as surely as they note the weaknesses. This 
shows them what they may expect of other pa- 
tients who happen to be weak where this one is 
strong. The idea of this school is to discover the 
most efficient means of making and marketing any 
products. They are not primarily interested in 
how much money you or I make. They are inter- 
ested that the public shall secure the lines of 
merchandise that we carry at the lowest price 
consistent with the service given, taking into con- 
sideration the fact that the makers and distribu- 
tors must receive a fair remuneration for their 
time. We want our trade to be efficient and 
have that reputation with the buying public. 
There is nothing that I know of that will put the 
jewelry industry in such a good light with the 
public as throwing the light of research and 
publicity upon it. 

The Harvard Bureau has already investigated 
the shoe and grocery trades. They have a band 
of trained investigators ready to put into the 
field. These investigators will go from store to 
store on the invitation of the individual dealers 
to investigate conditions in the several stores. If 
the dealers’ books will not give them the desired 
information they will dig it out for themselves by 
working over what data is available. After get- 
ting the necessary information, they will send the 
sheet into the headquarters at Cambridge. This 
sheet bears only a key number so that the in- 
vestigators working with it in the future will 
have no way of knowing with whose business 
records they are working. The director of the 
bureau alone will have the key to these num- 
bers and he will only use it when there is a pos- 
sible mistake and the records want to be veri- 
fied. Any information given these investigators 
will be strictly confidential. The standing of 
Harvard college means that the work will be car- 
ried on in a way absolutely beyond suspicion. 

These records will be secured from all possible 
stores, in big cities, in small towns, in country 
stores that sell only cheap watches, in the largest 
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ments of department stores, in mail 
in fact, they will find out what it 
costs to get jewelry or kindred lines from the 
maker to the consumer through every possible 
channel that it can travel, even the manufac- 
turers with direct selling outlets. . 

After these reports are all sent into the head- 
quarters they will be tabulated by the experts in 
charge and a report published to everyone in the 
trade who asks for it without charge These fig- 
ures will give the average cost of doing business 
in the whole field and in the several classes of 
stores, also the costs in the cities and towns of 
different sizes and in different locations. It will 
not only give the average costs but also the high- 
est and lowest costs. The tabulations will also 
include itemized costs giving the average, high, 
low figures for all items of expense and turn- 
‘ke rent, clerk hire, light, insurance, de- 
etc., and the turnovers of the several de- 


jewelry depart 
order houses; 


over, | 
livery, 


partments. 
The faculty of the school, will also, by study- 


ing these figures, devise a system of bookkeeping 
especially for the needs of the jewelry trade— 
one that can be expanded or contracted to suit the 
needs of stores of all sizes. The forms for this 
system will be furnished the trade without charge, 
extra copies being furnished the trade at the 
nominal price. This system will not be like most 
systems, an exposition of somebody’s hobby, of 
how they think a jeweler should keep his books. 
It will not be the ideal system for a meat market 
made over to suit the jeweler. It will be a sys- 
tem devised to fit our actual conditions in this 
trade. The investigators will have this in view 
and of course make notes of any good hints as 
they go along. If you could all talk with the 
men in charge of this school as I have, you would 
not fear a theoretical system rather than a prac- 
tical one. They are ali practical men. The 
director told me that the smallest amounts of 
book-keeping that would give us the vital facts 
of our business was what we wanted and no 
more. He said that their system for the shoe 
and grocery trades, which have been quite univer- 
sally adopted, would take the book-keeping of the 
average store not more than a half an hour a 
day to keep it up. 

At the end of each year the users of this sys- 
tem will send to Harvard College, as the Shoe 
Dealers and Grocers are doing today, the results 
of their year’s business so that the college can 
publish each year similar reports to the results 
of the first investigation. Each year you can 
compare your itemized expenses with the average 
for a store like yours and see whether you are 
running your several departments as efficiently as 
you might. This will show you each year where 
to devote your energy. You will see one year that 
your rent account is too high, another that you 
are not spending enough for advertising. 

These yearly reports published by the school 
showing the costs of distributing jewelry in the 
different channels between will show the different 
costs of doing business between the home-town- 
jeweler, the big city jeweler, the mail order house, 
the jewelry department of the department stores, 
etc. I believe that one of the most important re- 
sults of this investigation will be to show the 
public that the specialty jeweler serves their wants 
in our line as well as any agency. I base this 
opinion on results of other investigations and on 
present statistics compiled by System in the book 
“How To Keep Up With Rising Costs.” I be- 
lieve that the publicity given this investigation 
will be a big boost to the centralizing of jewelry 
buying. It will give people confidence in the 
prices of the home town jeweler. With the in- 
creased confidence in his prices the home town 
jeweler can carry larger stocks and thereby keep 
the people still more at, home. Yet the large 
dealers of the big cities usually are the keenest 
to get what benefit there is from any good cause 
so that the small town man will have to be awake 
to get what he deserves. 

The College will take about three years for 
the investigation itself. For this they will charge 
our association only $15,000, payable in three equal 
yearly instalments of $5,000 each. To make this 
investigation thorough, it will, to some extent, in- 
include the wholesale and manufacturing ends of 
the trade. 

The national executive committee thinks this 
work so important that they have carried it 
even further than the investigation itself. They 
are going to put at least two paid field secre- 
taries in the field to show the dealers how to 
obtain the greatest benefits from the investiga- 
tion and by going from store to store to help 
all dealers in every way possible. To do this 


they intend to raise a fund of $20,000 per year 
for three years. To finance this they have a so- 
called sustaining membership at $100 per year for 
three years. The fund will provide for syste- 
matically raising this money from the trade. 

It seems to me that this work will be of vital 
importance to every one of you. It will show you 
where you are losing money and will disclose what 
leaks there are each year. Everyone of you that 
wants to can save many hundreds of dollars each 
vear after it is adopted. Every retailer that the 
executive committee has interviewed so far has 
subscribed. A number of manufacturers have 
taken out memberships for three years from $500 
per year down to $200 per year, as the improve- 
ment in credit conditions alone will recompense 
them. This is the biggest trade movement that the 
jewelers have ever started. To make it successful 
every one of you should join it. To stay out 
means that you are letting the other fellow pay 
for something that will put money in your 
pocket. Give me your sustaining memberships some 
time during this convention. President Evans re- 
ports that he has promises of at least $3,000 a year 
or $9,000 up to date. This investigation is going 
through. Your money could not be invested to 
better advantage. 

















MAYOR PEHR HOLMES, WHO WELCOMED 
THE JEWELERS. 


Some stores may think that their own cost sys- 
tem is perfect and they have nothing to gain by 
this investigation. Will it not help them to have 
their competitors know what it costs them to 
do business, so that they will not be so apt to 
cut prices? Will they not be able to get a 
great amount of good out of the Bureau of Stand- 
ards, which will be issued each year if their 
books are standardized with this system? There is 
no dealer too large or none too small to profit by 
this investigation. You should all join in this 
good work. 

A vital part of the good of this investigation 
is the standardizing of all the jewelers of the 
country on to one system. Then in the future 
when we talk about our costs for advertising, 
or any other item, we will know just what term 
advertising includes, whether it includes window 
trims or not, etc. Everyone will be using the same 
definitions and headings for each expenses and 
for each departments. If you use a different sys- 
tem, no matter how good it may be, you cannot 
get the maximum benefit from this investigation 
without a great deal of trouble in working over the 
figures to mean the same things. This is the idea 
worked out by the national executive committee 
after hearing all kinds of systems proposed. It 
bears the endorsement, besides, of the Federal 
Trade Commission and has not been found at 
fault with, to my knowledge, by anyone. We 
should unite on this one system. 

The A. W. Shaw Co., editors of System, are 
very much interested in our plans and have offered 
us any possible help, we to reciprocate by giving 
them the use of what figures we have available. 

The Federal Trade Commission has endorsed 
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this work and will assist the work of the investi- 
gators in every way possible. They have not the 
facilities at present to do work on any such scale 
as this has been planned, but have some valuable 
data and influence which the investigators can use 
to advantage. In speaking of the Federal Trade 
Commission, I would call your attention to the 
booklets, “‘A System of Accounts for Retail Mer- 
chants,” which were sent to each one of you at 
the request of this committee. This booklet is 
worth studying if you have no up-to-date system 
in your store. But this booklet treats its subjects 
necessarily in a general way. We want a system 
concretely designed for jewelers and our investi- 
gation is the only way to get it. 

It looks as though the Stephens Bill would be 
come a law, sooner or later. Have you noticed 
the makers of trade-marked merchandise have 
lately, as their costs went up, reduced the margin 
allowed the retailer, just as if his costs had not 
gone up, too? Your committee has been awake to 
this condition and has immediately corresponded 
with the several manufacturers. We have tried 
to show them our position. But they all imme- 
diately come back for more definite information, 
and I do not blame them. They are human beings, 
like you and I, and we all seem to have some 
ancestors from Missouri. They want some definite 
advice from us as to just what our costs are, how 
much they have gone up, how they vary in east 
and west, or between small towns and large cit- 
ies. We cannot give it to them. There is no 
such information available. If we want to gain 
anything by the passage of the Stephens Bill, we 
must put through this investigation. Most manu- 
facturers believe that the average dealer is making 
too much money if he gets a mark up to 25 per 
cent. But they forget that their own figures of 
cost include every item of expense even to sales- 
men’s time, boxing and express delivery and that 
our figures are simply the cost of raw material 
without the labor expense added. This labor ex- 
pense is just as vital an item with us as it is 
with them, and we have got to have authoritative 
figures to show them just what this item amounts 
to so that the prices on standard advertised goods 
will “be priced, not only fairly for the maker, but 
also for the distributor, which would net a fair 
price from the consumer. 

The results of this investigation and the System 
devised will be freely distributed to anyone con- 
nected with the jewelry trade. The manufacturers 
will have the figures available of what it costs 
the previous year in all sorts of stores and 
jewelry departments. They can thereby fix their 
resale prices in a fair way to all concerned. Re- 
member, the first cost is all there is. The trade 
will have a perpetual system after the first bill is 
paid. This system keeps itself up-to-date by auto- 
matic revision each year, at no cost to us. The 
school does the work themselves. 

In speaking of the national association, it 
might be well to mention one activity which is 
meeting with good success, which is not much 
heard of. In connection with the National Whole- 
sale Jewelers’ Association a committee from our 
association is working to suppress the fake ad- 
vertising of diamonds and watches in the well- 
known national magazines and in the local papers. 
They are following up carefully every issue of 
an advertisement of anything connected with our 
trade that does not tell the exact truth. By tell- 
ing the publishers that their magazines are carrying 
such copy it has been possible to have certain 
advertisers kept entirely out of these publicity 
columns. I have seen a recent notice that the 
Butterick Trio are to refuse in the future all 
advertising of firms that do not distribute through 
local agencies or stores. and market their whole 
output by mail. Although this was not, to my 
knowledge, accomplished by any work of our asso- 
ciation it shows the trend of the times in national 
advertising. 

In closing, I want to assure you of one thing 
that the whole trade has realized for years—that 
one of its greatest weaknesses was the inefficiency 
of distribution. Now this association has taken 
steps, based on the best-known principles, to study 
this situation and condition and to give us a 
means of improving it. Massachusetts has already 
been in the forefront of any constructive work of 
the nation. Do not let us members of the Massa- 
chusetts and Rhode Island Retail Jewelers’ Asso- 
ciation neglect this opportunity to support this 
great constructive work of the investigation of 
our trade. 


Mr. Gifford’s remarks were followed by 


a few words from President Davis, who 
sanctioned the suggestions given by the 
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implied that the proposed 


ker and . 
— ood one for the jewelry 


movement waS a §& 
trade as a whole. 
REPORTS OF LOCAL ASSOCIATIONS. 
An interesting 30 minutes was next de- 
voted to the listening of reports from the 
various local associations throughout the 


State. 
FE. W. Durgin, speaking for Worcester, 


expressed the pleasure felt by the local 
association in having the State jewelers as 
their guests. Four regular meetings were 
held during the year by the local body, 
Mr. Durgin reported, as well as a number 
of special gatherings. At these meetings 
topics of interest were brought up and in- 
telligently discussed, and as the result the 
local jewelry business has benefited. A 
price list for repairing has been compiled, 
stated the speaker, and this has also proved 
4 boon. During the year the matter of 
fraudulent advertising in the jewelry busi- 
ness was taken up and has been success- 
fully dealt with. In closing, Mr. Durgin 
emphasized the wonderful results obtained 
in Worcester as the result of association 
work. 

On behalf of the Lowell Retail Jewelers’ 
Association, Frank Ricard reported that 
the organization had been partly instru- 
mental in having the itinerant vendors bill 
made a law. The subject of agreeing on 
repair prices was also taken up by the 
Lowell jewelers, stated the representative, 
who also reported favorably in reference 
to having auction sales in the jewelry trade 
stopped in his town. Through the activ- 
ities of the association, Mr. Ricard said 
that the Lowell banks have agreed not to 
act for certain mail order houses who ad- 
vertise in a number of national magazines 
to sell certain grades of diamonds at what 
the jewelers know to be ridiculously low 
prices. 

A. C. Gardner, representing the New 
Bedford association, reported that one 
meeting had been held by the organization 
at which time officers were elected. The 
New Bedford jewelers have also estab- 
lished a uniform repair price list and as 
the result more business is being secured, 
concluded the speaker. 

In reporting for the Berkshire County 
Retail Jewelers’ Association, J. F. Kahl, 
Pittsfield, stated that the organization now 
embraces a membership of about 30 jewel- 
ers. The association usually meets once a 
year and if the weather permits gathers 
twice annually. At the last gathering, Mr. 


Kahl reported, one of the main topics dis-— 


cussed was the establishing of a _ repair 
price list. At our next meeting, he said 
that those who attend this convention from 
the association will inform the other mem- 
bers just what was done. 

The last local association report was one 
submitted by Ellis Gifford, representing the 
Fall River Retail Jewelers’ Association. In 
May, 1916, an interesting meeting was held 
by the association, at which time the sub- 
ject of credit was discussed at great 
length. Like other local bodies, the Fall 
River jewelers also took up the repair 
charge question. During the Summer, the 
organization also held two clambakes. 

This finished the reports from local as- 
sociations, and after a few remarks Charles 
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T. Evans, president of the A. N. R. J. A, 
was introduced as the next speaker. In 
taking the platform, National President 
Evans was given loud applause. 


ADDRESS OF NATIONAL PRESIDENT EVANS. 


President Evans said that it is a source 
of a great deal of pleasure to him to note 
the great progress of jewelry associations 
here in the East. The Massachusetts and 
Rhode Island jewelers were complimented 
by the speaker for the splendid work they 
are doing. 

Mr. Gifford, whom you have just heard 
speak, said President Evans, owes his posi- 
tion as chairman of the Trade Interests 
Committee to the excellent report which 
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more interesting things to tell them at the 
executive meeting. 


ADDRESS OF J. E. MC COURT. 


“The Value of Association Work” was 
the subject of a speech delivered by J. E. 
McCourt, who was next introduced by 
President Davis. 

In supplementing his remarks, the speaker 
told of some of his personal experiences 
and what a great help association work has 
been. Mr. McCourt is now located in Wor- 
cester, but originally came from Wisconsin. 
He paid honor to A. W. Anderson, secre- 
tary of the A. N. R. J. A., and Gustav 
Keller, both of Wisconsin. To these two 
men and a few others, stated the speaker, 
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he delivered at your convention last year. 
The report, explained the speaker, indi- 
cated that the committee had not only done 
the work assigned to it, but looked for 
other tasks. Such men who have the initi- 
ative to push forward and do this, are, as 
everyone knows, few and far _ between, 
pointed out Mr. Evans. 

The speaker next encouraged the jewel- 
ers to write to the officers of their State 
association and make suggestions and offer 
criticism if they have any. The officers 
welcome these letters and are always 
anxious to know just what the members 
think of the work the association is doing, 
Mr. Evans assured the jewelers. 

President Evans declared that the jewel- 
ers did not need anyone from outside of 
their own association to tell them of the 
advancement of the national organization. 
Many subjects of vital interest to the trade, 
it was said, have been taken up by the na- 
tional body, and everyone connected with it 
is doing the best he can. 

President Evans then delivered an excel- 
lent address, bringing up many matters of 
vital interest to the retail jeweler. This 
address was substantially the same as the 
one delivered at the meeting of the Wis- 
consin association in February, which was 
published in full in THe JEweLers’ Circu- 
LAR at the time. 

At the conclusion of this talk, Mr. Evans 
assured the jewelers he would have many 


the jewelry trade owes it thanks for start- 
ing the association movement in the 
Badger State. 


Continuing, Mr. McCourt said: 


When a number of men gather together to pro- 
mote some object which has for its purpose the 
good of all, this gathering should have the earnest 
support of everyone whom this association will 
benefit. 

Great achievements have never been accom- 
plished by one mind but by several minds, and 
great deeds have been performed not by a single 
unaided effort but by the united efforts of sev- 
eral. 

The man who attempts to go it alone, to work 
out his own problems from his own experiences, 
who asks nothing from anyone and gives nothing 
back to the world, pays dearly for his selfishness. 

No man’s mind is broad enough or big enough 
to grasp and find a solution for all the problems 
that come up, and no mentality is strong enough 
to successfully cope with all the complex and 
many-sided questions that require an answer. 

“Come let us reason together” has come down 
through the ages with ever increasing meaning, 
until today it is recognized as about the most 
essential thing in success. 

The man who succeeds today from his own in- 
itiative does so in spite of the helping hand ex- 
tended by the association of other men’s ideas, 
other men’s plans, and other men’s suggestions 
with his ideas, his plans and his suggestions. 

So clearly has this fact been established that the 
biggest, brainiest men, veritable captains of indus- 
try, are not heedless of even the observations of 
an elevator boy or the porter. 

If such were not a fact the President would 
have no need of his Cabinet and a council of 
lawyers or doctors would be a thing unknown, 
And the business man who ignores or refuses to 
take advantage of the practical knowledge gained 
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-ociati vith other men in the same 

ee tee most valuable heritage the 
is ready to bestow upon him. 
k of inclination in that direction or 
supposed lack of time he neglects to secure these 
benefits he has in reality sold his birthright for a 
mess of pottage. If for no better reason than 
personal aggrandizement, the most selfish form of 
advancement known, lps should associate with 
in a commercial way. | 
Te be no business, no trade, no profession 
which can’t be made more secure, more profitable, 
ore pleasant by a banding together with all 
those who are interested in this particular work. 
The same thing could have been written with equal 
truth a thousand years ago, and it holds true with 
equal force today. And men will speak it a 
thousand years hence, 

The interchange of ideas has done more for 
mammoth business establishments than any other 
single thing. The head of the concern reaches 
out and picks a suggestion here and an idea there, 
and applying these with his own intelligent rea- 
soning he is able to mold into perfect shape a 
commercial juggernaut which crushes beneath its 
wheels business rivals who with their unaided 
hands or unaided brains attempt to stay its irresist- 
ogress. . 
“a es lies the greatest good to any busi- 
ness, any profession, any trade—reciprocal and mu- 
tual help—help unselfishly given and ‘gratefully 
received. And every association is certain to raise 
the standard of any trade, profession, or business 
‘f you work, and I work—and let me right here 
‘ these last words—work to- 


by 
commercial life 
When for lac 


or m 


especially emphasize 


ane 
The next speaker on the program was 
\lvles B. Preston, whose subject was “The 
Proposed Amalgamation of Retail Jewel- 
ers’ Associations of New England.” At 
the conclusion of his talk, the speaker sug- 
vested that the president appoint one mem- 
ber from the association to confer with 
other New England States representatives. 
President Davis deferred his action in or- 
der to allow the jewelers time to think 
the question over. 

The last speaker of the afternoon was 
Colonel John L. Shepherd. Colonel Shep- 
herd delivered one of his usual interesting 
and inspiring talks. 

An announcement that the jewelers would 
be the guests of the local association at a 
theatre party, Tuesday night, concluded the 
business for the afternoon and the session 
was adjourned. 

Following the adjournment, on a special 
invitation, many of the jewelers visited the 
department store of the Denholm & McKay 
Co. 


THE THEATRE PARTY. 


Owing to a severe rain storm, which 
started early in the afternoon, many of the 
jewelers did not care to leave the hotel to 
attend Poli’s Theatre, as the guests of the 
local association. Those who did brave 
the storm, about 50 in all, felt well repaid 
by being entertained for several hours with 
a number of vaudeville acts and by mov- 
ing pictures. | 

At the theatre, the jewelers were as- 
signed to a section of seats in the centre 
of the orchestra. During the performance, 
a number of slides containing witty re- 
marks about a few of the local jewelers, 
were flashed on the screen. 

_ The first slide extended a welcome to the 
jewelers, but warned the folk sitting about 
to hold on to their watches. 

The vaudeville portion of the program 
Was especially enjoyable, and each per- 
former’s appearance on the stage was a sig- 
nal for loud applause from the jewelers. 

The Second Day 
10 o'clock Wednesday 


Shortly after 
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morning, all those members in good stand- 
ing in the association went into executive 
session. This was a closed meeting and 
was presided over by President Davis. 

Many topics of interest to the jewelers 
were discussed, and at 12:15 o’clock the 
session was adjourned. 

Immediately following the adjournment 
the jewelers congregated on the steps of 
the City Hall, directly opposite the conven- 
tion headquarters, where a group photo- 
graph was taken. 


AFTERNOON SESSION. 


The closing session of the convention 
was called to order at 2:30 p. M., and after 
a few timely remarks, William H. Inger- 
soll was introduced as the first speaker of 
the afternoon. 


ADDRESS OF WILLIAM H, INGERSOLL. 


The subject dealt with by Mr. Ingersoll 
was “Accounting System,’ which he han- 
dled in a masterly manner. 

In opening, Mr. Ingersoll informed the 
jewelers that he represented the Associated 
Advertising Clubs of the World, which or- 
ganization has devised an accounting sys- 
tem especially adapted to the jewelry busi- 
ness. When the association had decided 
to make an investigation and devise a sim- 
ple accounting system for the small as well 
as the large merchant, said Mr. Ingersoll, 
four lines of business were selected, includ- 
ing the jewelry industry. 

With the co-operation of merchants all 
over the country, the speaker stated, the 
investigation progressed rapidly and favor- 
ably, and as the result a system was de- 
vised which is now in operation at many 
of the largest as well as the smallest stores 
in the country. 

Following Mr. Ingersoll, William M. 
Cooper, of the American Sales Book Co., 
Elmira, N. Y., was presented. This speak- 
ers talk was mostly of a technical nature 
and described the workings of the system 
spoken of by Mr. Ingersoll. By the use of 
a blackboard the speaker was able to show 
just how the system should be used and 
what advantages the jeweler would gain by 
installing it. 

At the conclusion of Mr. Cooper’s talk 
many of the jewelers availed themselves of 
the invitation to ask the speaker questions 
regarding the system. Both Charles T. 
Evans, president of the A. N. R. J. A., and 
Frank D. Davis, who are using the system 
in their establishments, indorsed it. 

In introducing Henry Knott, Boston, 
President Davis spoke of him as one of the 
best known men in the advertising business 
today. Mr. Knott dealt with his subject, 
“Advertising and Merchandizing,” very 
thoroughly and was listened to by the 
jewelers with keen interest. His speech 
appears on pages 120 and 121. 

The next order of business was the sub- 
mitting of the report of the nominating 
committee. This was presented by A. R. 
Kerr, chairman of the committee, and was 
as follows: President, E. F. Lilley, Miul- 
ford; first vice-president, J. Fred Kahl, 
Pittsfield; second vice-president, A. R. 
Kerr, Boston; secretary, J. Arthur Clem, 
Providence; and treasurer, E. W. Durgin, 
Worcester. Executive committee: Frank 
E. Davis, Northampton, chairman; J. H. 
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Wood, Fall River; H. S. Tanner, Provi- 
dence; William A. Robinson, Springfield; 


‘and F. L. Parkhurst, Fitchburg. 


There being no opposition, the slate pre- 
sented by the nominating committee was 
unanimously elected. 

The newly elected officers were next duly 
installed, after pledging themselves to do 
all in their power to work for the interest 
of the association. 

On the request of Treasurer Durgin, the 
president asked the convention the senti- 
ment of the delegates in reference to the 
daylight savings plan which is now being 
considered all over the country. The con- 
vention, by a rising vote, were greatly im 
favor of the movement. 

It was next decided to send newly 
elected president E. F. Lilley, as a dele- 
gate from the Massachusetts Retail Jewel- 
ers’ Association to the annual convention 
of the American National Retail Jewelers’ 
Association, to be held at St. Louis, Mo., 
this summer. Frank E. Davis was named 
as an alternate in the event that Mr. Lilley 
is unable to attend. 

J. Arthur Clem, Providence, as chairman 
for the resolutions committee, next report- 
ed for that body. The following are the 
resolutions presented by the committee, 
which were accepted: 


The Resolutions 


RESOLVED, That a vote of thanks be extended to 
our retiring president, Frank E. Davis, for his 
faithful devotion to the interests of the association 
during the past two years. 

a oa — 

RESOLVED, That a vote of thanks be extended to 
our retiring secretary, James H. Wood, in appre- 
ciation of his work during the past year. 

— * + 


RESOLVED, That a vote of thanks be extended to 
our National President, Charles T. Evans, in ap- 
preciation of the interest shown by him in the 
success of our organization work, the close co- 
operation given us during the past two years, and 
for the time spent at this, our second annual 
convention, and that a hearty welcome be extended 
to him to continue these visits and interests in 
the future. 

* * * 

RESOLVED, That we extend a vote of thanks to 
J. E. McCourt, Myles B. Preston, Col. John L. 
Shepherd, William H. Ingersoll, William Cooper 
and Henry Knott in appreciation of the instructive 
and entertaining talks which they have given us. 

* * * 

RESOLVED, That a vote of thanks be extended to 
Willard H. Wheeler for the sacrifice made by 
him under present conditions, in bringing to this 
convention hall the wonderful exhibit of antique 
watches, and his very entertaining talk on same. 

* * a 


RESOLVED, That we extend to the Worcester Re- 
tail Jewelers’ Association a vote of thanks for the 
enjoyable entertainment of last evening. 

= * + 


RESOLVED, That this association, through its secre- 
tary, shall express to the President of the United 
States, its undivided support in the present crisis. 

* * a 


RESOLVED, That this association go on record 
as being heartily in favor of the passage of the 
so-called Stephens Standard Price Bill and the 
Doremus Bill, preventing the time guarantee on 
watch cases. 

* # * 

RESOLVED, That a committee be appointed to meet 
the other New England associations and work out 
a plan for consolidation and co-operation with the 
national association, including the plan of a paid 
secretary. 

— ~ * 

REsoLtvep, That the legal committee of this asso- 
ciation assisted by such other commitee as the 
president shail designate, be instructed to make 
every effort to have passed by the legislature of 
the States of Massachusetts and Rhode Island, a 
Repair Lien law as follows: 
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Jewelers’ Repair Lien Law 

Every jeweler, watchmaker or 
1 alter, repair or do any 
‘ork on any article of personal property at 
a r ; st of the owrer or legal possessor of 
eeeetle shall have a lien upon and may 
nee e possession of any such article until 
Ape" es for such alteration, repairing or 
— agent have been paid. If such debt 
— Saal for six months or more any 
eg veo watchmaker or silversmith may 
oe aad article at private or public sale, and 
the proceeds, after first paying the — 
of sale, shall be applied in agency . = 
debt, the balance, if any, to be pai ate 
the county treasurer of the county w = e 
sale is held in trust for the debtor. e _ 
any such sale is held notice in — _ 
be given the debtor of the amount ot ani 
the time and place of sale. If the de ee 
residence is known such notice must be maile 
to his last known street address. it the 
debtor’s address is unknown such notice must 
be given by the posting thereof in the county 
court house or the city, village or town hall, 
where the jeweler, watchmaker or silversmith 


resides. 
“Section 2. This act shall take effect upon 


: ublication.”’ 
its passage and p a 


“Section 1. M 
silversmith who sha 


ResoLvep, That it be the consensus of opinion of 
this association that the work being carried on or 
to be carried on by the national officers in con- 
nection with the Wholesale Jewelers Association, 
pertaining to the subject of distribution of the 
jewelry product, is one of the most important items 
that the national association can take up, and 
we hope that this subject can be brought to a 
speedy and satisfactory termination. 


Reso.vep, That we heartily endorse the appeal 
made by J. E. McCourt as to the value of local 
association work, and trust that every member will 
make special efforts this year to increase the inter- 
est and enthusiasm in this field. 

* * a 

Resoivep, That every member support the re- 
search work recommended by the National Trade 
Interest Committee by contributing to the fund 
being raised, and by assisting the investigators in 
their work. 

* * * 

Reso.vep, That realizing the increased cost of 
tools, materials and supplies connected with our 
repairing department and the higher cost of living 
to our employees, we urge our members to study 
their repairing department and establish such meth- 
ods as will enable them to conduct this branch of 
their business at a gain rather than a loss and 
permit the payment of such wages to our employees 
as will tend to make the employment interesting 
and attractive. We feel that some such step must 
be taken in order to attract to our work-benches 
the rising generation, whose interest and service 
are being accorded other vocations which are pro- 
ductive of better returns and shorter hours. 

* * * 


Reso.tvep, That we endorse properly authenti- 
cated nation-wide publicity for fashionable and 
necessary jewelry adornment, and would respect- 
fully ask our national association’s co-operation to 
that end, with the further recommendation that 
all nationally set styles of jewelry should be au- 
thenticated only by properly authorized jewelry 
organizations, and that we ask the national asso- 
ciation to arrange some plan whereby no outside 
organization shall attempt to set style for jewelry 
to be either worn or discarded as not fashionable. 

*% * * 


The following motion was next offered 
and unanimously adopted: 

We, the traveling fraternity, wholesalers and 
manufacturers, offer our keen appreciation for the 
courtesy shown us during this convention, and 
to further assure the members and officers of the 
Massachusetts Retail Jewelers’ Association that we 
always, at all times, will gladly co-operate and assist 
in all matters that pertain to the uplift and ad- 


vancement of association work and of the jewelry 
industry. 


At this point in the proceedings, newly 
elected President Lilley took the opportun- 
ity of thanking the members for the honor 
they had bestowed upon him in placing 
him at the head of their association. He 
assured the convention that he would give 
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his best efforts for the success of the or- 
ganization and concluded by expressing the 
hope that he would have the hearty co- 
operation of every member. 

In reporting for the legislative commit- 
tee, Mr. Lilley, as chairman, informed the 
convention that efforts were being made 
toward having laws passed in the State 
which promise to help the jewelry business 
considerably. Mr. Lilley also explained 
that everything was in readiness for incor- 
porating the association, even to the draw- 
ing up of the necessary papers. The ar- 
ticles of incorporation have been signed 
and are now ready to be filed with the 
Secretary of the State. The official name 
adopted is “The Massachusetts Retail 
Jewelers’ Association, Embracing Also the 
State of Rhode Island.” 

J. Arthur Clem was elected as the per- 
manent clerk of the incorporation. 

As this concluded the business for the 
day, the second annual convention of the 
organization was adjourned. 


The Banquet 

A fitting climax to the two-day conven- 
tion was the annual banquet of the asso- 
ciation, which took place tonight in the 
large and attractive north ballroom of the 
Bancroft. Scattered all over the room, 
which only a few hours before had been 
used as a convention hall, were small 
tables. The head table occupied a com- 
manding position on the speakers’ platform, 
which was elevated several feet from the 
floor. 

The evening’s program was opened by a 
prayer offered by Rev. John C. Breaker. 
After proposing a toast to the President of 
the United States the diners sang the na- 
tional anthem. 

Another toast was offered by Mayor 
Holmes to retiring President Frank E. 
Davis, after which an excellent menu was 
enjoyed. 

During the courses of the banquet, an or- 
chestra of women entertained the jewelers 
and their guests. 

At 8.30 o’clock sharp, E. F. Lilley rapped 
for order, and after a few remarks, intro- 
duced Frank E. Davis as toastmaster of the 
evening. Before presenting the first 
speaker, Mr. Davis thanked thé members 
of the association for the hearty support 
they had given him during his administra- 
tion. 

Following these remarks, Mr. Davis 
opened the postprandial exercises of the 
evening by introducing the Honorable 
Pehr G. Holmes, mayor of Worcester, who 
said: 

ADDRESS OF MAYOR HOLMES. 


This is the second time that it has been mv 
privilege to greet you, and it is with renewed 
pleasure that I come before you again. I think 
by this time many of you, who came from other 
places, have had an opportunity to become more 
or less acquainted with our city, and to realize 
some of its advantages and beauties. Perhaps you 
have gained ideas of value from us. It is also 
more than likely that vou who are visitors here, 
being men of strictly “‘live wire” tendencies, have 
imparted suggestions or information to Worcester 
men that will prove extremely valuable, and the 
idea of mutual helpfulness, to which I referred 
vesterday, will have been given considerable im- 
petus. 

The jewelry industry of the United States is 
teresting to consider because the United States 
as a whole has very little to do with it. In this 
connection, I am referring to the manufacture of 
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jewelry, which, as you know, is restricted to too 
extremely narrow areas. Jersey City is the center 
of cne area and Pawtucket the center of another. 
With Jersey City as the center, a circle with a 
10-mile radius will cover one part of the jewelry 
manufacturing, and a circle of similar proportions, 
with Pawtucket as a center, would enclose the 
other area. 

In these two circles can be found the manufac- 
ture of more than 90 per cent. of the jewelry and 
silverware turned out in the United States. We, 
of New England, can note with pride that the 
circle within our boundaries is far more productive 
than the circle of New York and New Jersey. 
A few years ago it was found that jewelry pro- 
duced in Providence totaled about $13,000,000, 
and that of Attleboro about $8,000,000, so that 
these two places produced a total of more than 
$21,000,000. The combined output of New York 
and Newark figured a little more than $16,000,000 
worth of goods. 

Thus we see that the jewelry industry is re- 
stricted to very narrow areas, and in this respect 
differs materially from many other of our perma- 
nent industries. Probably in time this industry 
will spread to include other cities, just as many 
of our lines of manufacture once thought to be 
permanently anchored to some city or town have 
sprung up in new places, grown and flourished. 
It has seemed to me, with reference to restricted 
areas of manufacture, that we here in New Eng- 
lard are buying too many goods from other places 
which we might just as well manufacture ourselves. 
The argument that New England cannot engage 
in certain lines of manufacture is one that has been 
listened to, I feel, with too great credulity. 

This, happily, is fast disappearing, and conse- 
quently difficulties which beset New England manu- 
facturing are being swept aside. For instance, 
it has been found that Massachusetts can make 
freight cars which compete successfully with those 
of Pittsburgh or St. Louis. It has also been 
amply demonstrated that westerners cannot suc- 
cessfully compete against us in the manufacture 
of shoes, providing the selling tactics of the ever- 
hustling westerners are adopted. 

New England has found that it can make its 
own furniture just as well as some of the furni- 
ture manufacturing centers of the west. There 
are many things in the way of manufacturing dis- 
coveries which have been a revelation of our own 
capabilities, in spite of the ancient cry that to 
manufacture certain things we must be near the 
source of supply. This old argument was put to 
rout many a time and oft, when we stopped to 
consider the situation calmly. 

It has been found, in many if not all lines of 
manufacture, that physical problems can be met 
and overcome, and that the element of brains and 
skill must demand closer attention, and that these 
elements must necessarily play a prominent part 
in molding our manufacturing policy. 

At this time, while discussing the production 
of goods at home, I cannot refrain from touch- 
ing upon agricultural interests. Stop and con- 
sider how ridiculous it is to be buying garden 
truck which comes from the south, when it can be 
raised in New England where there are thousands 
of acres of undeveloped land awaiting cultivation. 
Worcester has taken hold of this question, and 
is answering it with the home garden idea, with 
the result that hundreds of home gardens are in 
prospect for this Summer. This means not only 
the beautification of many back yards, but the de- 
velopment of hitherto idle land into a source of 
revenue. 

Worcester cannot boast that it is a jewelry cen- 
ter, but it can boast that it is a center of many 
industries, widely diversified, and turning out 
annually products valued at more than $100,000,000. 
It manufactures the great proportion of wire and 
wire goods in the United States, and many other 
goods ranging all the way from rolling mill ma- 
chinery to Cupid decorated valentines. 

It is a city teeming with industry, and at the 
same time a city whose beauty has not been marred 
as in the case of some cities by the strong indus- 
trial aspect of its life. 

The manufactured product of Worcester goes 
to every corner of the civilized world. 

While close attention has been paid to the in- 
dustrial and commercial activities of Worcester, 
the finer things of life have not been overlooked. 
We have here three of the higher institutions of 
learning: The College of the Holy Cross, Clark 
University and Worcester Polytechnic Institute. 
We have a number of private schools, and more 
than half a hurdred city schools of the various 
grades, including four well equipped high schools. 
In addition to these educational facilities, there 
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ADDRESS OF CHANDLER BULLOCK, 


Another speaker at the banquet was 
Chandler Bullock, president of the 
Worcester Chamber of Commerce, who ad- 
dressed the jewelers on “The Value of 
Trade Organization.” Great good comes 
from organizing, explained the speaker, 
who at the same time pointed out that it 
not only brings the merchants together, but 
also promotes good fellowship and does 
away with unfair competition. 

In the local Chamber of Commerce, prac- 
tically every trade in Worcester is repre- 
sented, said Mr. Bullock. In emphasizing 
the value of organizing, the speaker pointed 
out that the annual income of the local 
Chamber of Commerce amounts to $34,000. 


ADDRESS OF THE REV. JOHN C. BREAKER. 


The next speaker introduced was Rev. 
John C. Breaker, Worcester, Mass. This 
speaker gave a spirited talk, dealing with 
certain aspects of the European war, and 
was listened to with keen interest. 


ADDRESS OF DR. WILLARD SCOTT. 


The speech delivered by Dr. Willard 
Scott, Brookline, Mass., proved to be a gem 
in itself. This speaker dwelt at some 
length on the ideals in life and sprinkled 
in many humorous stories. He made a 


great hit with the jewelers. 


This concluded the evening’s program, 
and after telegrams were read from S. E. 
Winslow, M. L. Burton, H. W. Patterson 
and Samuel A. Kirby expressing regret 
at being unable to attend the convention, 


‘the banquet ended. 


The Roster 


Athol—W. A. McKinney. 

Beverly—Louis S. Smith, J. M. Allen, 

Boston—Albert R. Kerr, J. Charles Stevens, 
George O. Homer, James A. Kingman, F. S. 


Thorry, Henry R. Arnold, Joseph M. Kirby, W. C. 


Herris, Frank H. Elliott, A. V. Johnston, Stuart 
McKenzie, H. Wright, E. D. Cole, W. O. Thiery, 
E. M. Kirby, R. W. Bolles and H. E. Aiken, 
Oneida Community, Ltd.; Walter A. Perry, Charles 
E. Hancock Co., A. G. Gilmore, H. A. Martin, 
Harwood Bros., Inc.; C. L. Smith, D. D. Burns 
and Charles Finley, A. Paul & Co.; Carl F. Law- 
ton, Nathan Fish, David Nemser. 

Chelsea—Thomas A. Addison. 

Clinton—L. F. Whitney, Fred F. Stewart. 

Fall River—J. H. Wood, Ellis Gifford, Arthur A. 
Plante. 

Framingham— David 
Bowers. 

Fitchburg—Fred L. Parkhurst, Percy H. Safford. 

Gardner—I. B. Oglivie, F. H. Fallin. 

Great Barrington—E. Van Vorst. 

Haverhill—C. S. Pettingill. 

Hingham—C. F. Godfrey. 

Holyoke—A. F. Rand. 

Leominster—FE. Thomas, R. W. Safford. 
, Lowell—Frank Ricard, W. Wood, D. W. Har- 
ow, 

Lynn—Charles S. Ramsdell, Arthur Stern. 

Marlboro-—H. T. Eager, Henry O. Batthelmes. 

Marblehead—Robert P. Maclean. 

Maynard—George H. Gutteridge. 

Milford—E. T. Lilley, R. C. Bellridge. 

Natick—H. S. Robbins. 

Needham—C. E. Richards. 


Robertson, Ralph M. 
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Newton Centre—F. W. Woolway. 

Newtonville—H. J. Gammon. 

New Bedford—D. J. Sullivan, C. J. Gidley, Her- 
bert Rosebeck, A. C. Gardner, Stanislas T. Benoit. 

Newburyport—Harry F. Cole. 

Northampton—Frank E. Davis, P. J. Richards. 

Palmer—E, E. Brooks. 

Pittsfield—C, Shimmon, W. F. Rainey, J. F. 
Kahl. 

Providence—H. A. Saunders, J. Fennerty (L. S. 
Anshen Co.), J. Arthur Clem, Gen. H. T. Tanner, 
William W. Lyon (Manufacturing Jeweler), W. S. 
Gardner, Charles E. Hancock. 

Provincetown—S. H. Wippich. 

Ouincy—O. S. Sandberg. 

Salem—Harry F. Mohr. 

Springfield—A. W. Hurlburt, George L. Munn. 

Spencer—J. A. Harrington, A. J. Lahbarti. 

Southbridge—Charles G. Small, Frank T. Dowd. 
Holmes Vinton, R. T. Reed. 

South Britain—M. H. Heath. 

Warren—W. E. Nichols. 

Waltham—Charles F. Hardy, W. H. Boughton, 
W. J. Marshall. 

Walpole—John Leaney. 

Worcester—R. A. Lohnes, Harry A. Sebel, Ed- 
ward E, Franks, Andrew P. Lundborg, J. E. Mc- 
Court, S. I. Goldstein, Joseph Lajoie, Henry J. 
Perreault, H. H. Chabot, H. S. Roodur, Herman 
H. Lucke, A. E. Pero, F. L. Swank, A. B. Chapin, 
R. Daggett. 

Woburn—Arthur Smith. 

Woonsocket—James J. Jalbert, H. Fellman. 

Westfield—-H. H. Wilder. 

Wellesley—Andrew B. Hayden. 

West Newton—Henry E. Raymond. 

Whitinsville—R. S. W. Roberts, H. G. Benoit. 

From other States—J. Hollister, Kennebunk. 
Me.; Horace W. Dunham, Portland, Me.: Le Roy 
Thompson, Mabie, Todd & Co., New York: H. G. 
Harris, White, Wile & Warner, Buffalo. N. Y.: 
Alfred V. Ansel, Jeweters’ Crrcurar: A. M. Har- 
vey, Elgin National Watch Co.. New York: Col. 
John L. Shepherd, New York; Edwin H. Williams. 
Bridgeport, Conn.; M. B. Preston and Joseph 
Green, Keystone Weekiv;: Charles T. Evans. Utica. 
N. Y.: John Cristall, Buffalo, N. Y.: A. E. Gurn- 
sey, Sanford, Me.; A. G. Manser, Burlington. Vt.: 
W. H. Rudolph, Hamilton Watch Co.: H. FEF. 
Pitcher, Berlin, N. H.: Ernest Lunt, New York: 
Herman R. Levin, New York: Frank F. Stearns. 


Keene, N. H.; M. Masin. 


Convention Notes 


A. M. Harvey was on hand to extend the ereet- 
ings of the Elgin National Watch Co., Elgin, Ill. 
* * * 

“Swan” fountain pens and silver pencils made 
by Mabie. Todd & Co., New York, were on dis- 
play in Room 111 at the Bancroft, where Le- 
Roy Thompson was in charge. 

* * 


R. W. Bolles and H. E. Aiken had charge of 
the display of flatware of the Oneida Community, 
Ltd., in Room 61 A new pattern in. flatware to 
be known as the ‘‘Adams” was introduced. 

* * * 


The dainty silver spoons distributed at the ban- 
quet, by Edwin H. Williams, representing The 
Holmes & Edwards Silver Co., Bridgeport, Conn., 
proved acceptable and appropriate souvenirs for 
the occasion. 

* — * 

Charles E. Hancock of Providence, arrived at 
the convention early Wednesday morning. With 
the assistance of Walter A. Perry, his Boston 
representative, Mr. Hancock distributed small pa- 
triotic emblems in the shape of an “‘Uncle Sam’s 
Hat.” 

* & * 

Frank F. Stearns, re-elected president of the 
New Hampshire Retail Jewelers’ Association, 
dropped in for the last day’s session. Mr. 
Stearns reports an interesting and enthusiastic 
gathering of his association last Monday at Con- 
cord. 

a * aa 

J. Fennerty, better known as “Sta-Put’’ showed 
the L. J. Anshen Co.’s line of plated and 10 and 
14 Karat jewelry in Room 402 at the Bancroft. 
““Sta-Put” made a big hit with his tiny gold 
American flags, which he distributed to the jewel- 
ers with the compliments of his house. 

7 * 


All records for attendance at Massachusetts 
Retail Jewelers’ Association’s convention were 
smashed here this year. In 1916, at Boston, 118 
delegates registered. This mark was passed in 
Worcester early Wednesday morning and before 
nightfall on the closing day of the convention, 
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144 delegates had affixed their names to the 
register. 
+ * * 

The official badge of the convention was a hand- 
some piece of work and reflects credit on the 
committee’s fine taste. A medal showing the of- 
ficial seals of the states of Massachusetts and 
Rhode Island and appropriate lettering hung from 
a blue ribbon. On the ribbon in gold was inscribed 
“Second Annual Convention, Worcester, March 
27-28, 1917.” To the ribbon was attached a pen 
and name plate and all in all made a very at- 
tractive appearance. 

* * 

Charles T. Evans, president of the A. N. R, 
J. A. attended and as usual gave one of his in- 
teresting and _ instructive talks. Coming from 
Concord, where the New Hampshire Retail Jewel- 
ers’ Association met on Monday, Mr. Evans ar- 
rived at Worcester, Tuesday morning. A _ few 
hours later. he was addressing the convention, 
and after leaving the city, went direct to Port- 
land, Me., to be present at the annual gathering 
of the Maine Retail Jewelers’ Association. 

a. . + 

Those who attended the first morning’s session, 
are congratulating themselves on having been 
given the opportunity to view the Wheeler collec- 
tion of antique watches. As usual, Willard H. 
Wheeler, the owner of the collection was kept 
busy answering questions regarding the history of 
the various timepieces. Antique watches are his 
hobby, so he enjoyed it. Unfortunately, though, 
Mr. Wheeler was taken ill with an attack of rheu- 
matism and was compelled to remain in his room 
all during the remainder of the convention. 








OFFICERS ELECTED 


Members of Minneapolis Retail Jewelers’ 


Club Hold Annual Meeting 


MINNEAPOLIS, Minn., March 30.—The 
Minneapolis Retail Jewelers’ Club held its 
annual meeting and election of officers at 
the Minneapolis Athletic Club on Wednes- 





R. H. WINTER, PRESIDENT. 


day evening. The following officers were 
elected for the ensuing year: President, 
R. H. Winter, of R. G. Winter Jewelry 
Co.; vice-president, M. Eidelstein, of S. 
Jacobs & Co.; secretary, T. H. Weld; R. L. 
Munns, of Munns & Pommerlau;: treas- 
urer, Charles D. White, of White & Mac- 
Naught (re-elected). 

Prevailig prices on repair work were 
discussed and other matters of minor im- 
portance were touched upon briefly. Here- 
after there will be a regular monthly meet- 
ing of the club. 
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Wheeler Character Jewelry 


What is character jewelryr Every piece of 
jewelry has character to a greater or lesser 
degree. Wheeler jewelry possesses character 
to a greater degree. And Wheeler ideas of 
character jewelry are not “just as good,” but 
something entirely different, something out of 
the ordinary, something that will sell. 


Character is expressed in every line of the 
piece illustrated. The graceful lines, the odd- 
shaped diamond, the beautiful finish make it 
truly a wonderful piece. But not wonderful 
for the house of Wheeler. And our stock 
contains many other pieces just as handsome. 


The cost—no more than you pay for jewelry 
of a lesser character. 


HAYDEN W. WHEELER & CO., Inc. 


Manufacturers—Importers 


2 Maiden Lane (HW) 


Factory : Brooklyn 


New York 











In addition to a large stock of 


Well Matched Pearl Necklaces 


We carry an important assortment of 


LOOSE PEARLS 


Available for additions to necklaces 


WORMSER & MAYERS, Inc. 





576 Fifth Avenue New York 
CHICAGO OFFICE Telephone 
31 North State St. Bryant 2580 
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New Hampshire Retail Jewelers Hold Annual Meeting. 





Members of Granite State Association Entertain National President Evans 
and Discuss Trade Conditions at Afternoon and Evening Sessions— 
Gathering Much Enjoyed. 




















CoNCORD, N. H., March 27.—Y esterday 
was Jewelers’ Day in this city, the New 
Hampshire Retail Jewelers’ Association on 
that day holding its second annual conven- 
tion at the Eagle Hotel, which was attended 
by nearly the full membership of the associa- 
tion. The year anda half which the 4SSO- 
ciation has existed has stimulated an interest 
for the organization and the sessions of the 
convention were most enthusiastic. rom 
all sides were heard comments on the suc- 
cess of the body and with nearly all of the 
men prominent in the business enrolled in 





F. F. STEARNS, PRESIDENT. 


the membership of the association, the fu- 
ture of the organization seems assured. 

So efficient have been the officers of the 
association since its establishment that the 
same board was re-elected and include F. 
F. Stearns, Keene, N. H., president; A. W. 
Hayes, Dover, N. H., vice-president; W. L. 
Fickett, Concord, N. H., secretary, and A. 
J. Potter, Lebanon, treasurer. Changes 
were made, however, in the executive com- 
mittee, the new board consisting of Charles 
H. Sinclair, of Concord; David W. Coffey, 
Berlin; and G. W. Hendrick, Nashua, N. H. 

The membership of the association has 
now extended to all sections of the State 
and when the meeting was called to order 
by President Stearns a good representation 
from each section was in attendance. Local 
conditions were discussed by the members 
preceeding the calling of the meeting and 
it was found that trade throughout New 
anne was well balanced and in general 
good. 


Afternoon Session 
ADDRESS OF PRESIDENT STEARNS. 
In addressing the meeting President 
Stearns spoke on the progress made by the 


association since it was founded 18 months 
ago and he was glad to see that such an in- 


terest was being taken in the association 
by the members all over the State. . 

The two gatherings which the men had 
had, he said, were already beginning to show 
up in the uniform manner in which business 
is now being done, and he urged the men 
to get still closer together and work out 
their troubles as brothers, which in reality 
they were—brothers in trade. 

One of the principal objects of the State 
organization, he informed his listeners, was 
to enable men who have one thing in com- 
mon—a means of a livelihood—to get to- 
gether and talk over matters of business 
which, if it interests one, should be of in- 
terest to all. There was the fraternal side 
of the association which one should always 
bear in mind and to give and take from one’s 
neighbors was one of the stepping stones 
to success. 

Before the organization of the State as- 
sociation, President Stearns said the system 
of repairing and the charging for the same by 
the various establishments in the State, was 
a disgrace to the Granite State, the prices 
of the different jewelers on certain lines of 
work being of a wide range when they 
should have been the same. 

Conditions, he admitted, often altered 
cases, but that underlying idea of competi- 
tion which in many cases was unhealthy, 
was responsible in a great degree for the 
conditions as they existed. This, he felt 
sure, was now dying out as a result of the 
work of the State body and for which he 
felt most thankful. 

The evil of varying prices was being done 
away in the larger cities, he suggested, by 
the frequent meeting of the men in the busi- 
ness, when prices and conditions were dis- 
cussed freely and standards adopted. He 
hoped that the day would come when this 
could be done in the New Hampshire cities, 
which would bring closer together the jewel- 
ers of each city and work no end of good 
in strengthening the State association. 

President Stearns expressed himself as 
being heartily in favor of the Jewelers’ 
Lien Law, which was now before the Gen- 
eral Court of New Hampshire, which would 
enable jewelers to dispose of jewelry and 
watches left for repairing after a certain 
period had lapsed. Such a law had been 
agitated many years, he said, but never be- 
fore had there been such an interest taken 
in the measure as there is at the present 
session of the Legislature, and indications 
were that it would pass and become a law 
this year. 


REPORT OF SECRETARY FICKETT. 


Secretary W. L. Fickett felt sure in mak- 
ing his report that the State association, 
though still but young, had left the experi- 
mental stage and was doing much good fot 
its members. He firmly believed in the 
fundamental spirit of co-operation which 
existed in all such associations. 

The secretary considered that every mem- 
ber on the books at the present time is a 
live wire and he reported that the associa- 
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tion was gaining strength gradually. Dur- 
ing the past year, he reported, 13 new mem- 
bers had been added to the roll, making a 
total membership of 37. 


REPORT OF TREASURER POTTER. 


As for the financial standing of the body, 
Treasurer Potter reported it to be the best. 
The funds, though not large enough to in- 
stitute a campaign of any nature, are plenty 
large enough to care for the needs of the 
association if the occasion demanded. 

Following the afternoon session, dinner 
was served in the Eagle Hotel, and in the 
evening the meeting was again held in the 
rooms of the Concord Board of Trade, 
which kindly loaned the use of the rooms 
to the association for the convention. 


The Evening Session 
At the evening session Charles T. Evans, 
president of the national association, was 
the principal speaker and Col. John L. 





W. L. FICKETT, SECRETARY. 


Shepherd of New York, dean of the jewel- 
ers’ conventions in this country, also spoke. 


ADDRESS OF NATIONAL PRESIDENT EVANS. 


After outlining the work of the national 
association, President Evans opened his 
talk on the efforts that body is making to 
suppress fraudulent advertising. To do this 
was a task which was a most difficult one. 
Several methods, he said, had been at- 
tempted but everyone thus far had failed to 
meet with the success which it should. 

He felt it was the duty of every jeweler 
to work with the national association 
against this evil which every year meant 
the loss of thousands of dollars to the 
trade. Publications of all sorts should be 
warned, he said, of the nature of the adver- 
tising it was carrying and when a fake 
jewel advertisement appeared, some member 
of the trade or even several should in some 
way prove to the satisfaction of the pub- 
lisher the folly of accepting such line of 
advertisements which served only to de- 
fraud the public. 

Just how much it was costing every jewel- 
er to do business, brought out Mr. Evans, 
was a question which was troubling a large 
number. Years ago a man didn’t bother 
to find out but to-day, as a matter of good 
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As Earrings are Fashionable 


i we have a Large Stock ready 


ALL PATTERNS IN SOLID GOLD 
MOUNTED WITH 


| CORAL BUTTONS 
CORAL DROPS 
CORAL ROSES 


Memorandum Package Sent on Request 
WRITE NOW 


Borrelli & Vitelli 


401 BROADWAY NEW YORK 
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Spring Jewelry 


Coral and Shell Cameo Brooches and Ladies’ 


Rings are in great demand this season. 


Large assortments and new patterns always 


on hand. 


We use only perfect Cameos; same having 
been selected by the best experts in the 


line. 





Send for Samples. Loose Cameos sent on 
approval upon request. 





A. BATTILORO | 


71 Nassau St., New York 








Main Office and Factory: Torre del Greco (Italy) 
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business and economy, it should be done. 
Every little detail of a mans business 
should be counted upon and his profits or 
losses should be shown plainly. © 

The national association 1s now going into 
research work which will touch upon this 
phase of the business, and he urged all 
those present to assist in every way in 
making the efforts ot the national body a 
success along these lines. It 1s the object 
of the association to have printed blanks 
for the yearly returns of the members, and 
in this way the conditions all over the 
country could be better studied. 

One point which he laid particular stress 
upon was the accepting of the cash dis- 
counts by the men. These discounts repre- 
sented good money for them at the end of 
In one store alone in New York 


the year. 


JEWELERS’ 


great surprise when his attention was called 
to it. Whether there was $100 or $1,000 
worth of the material on the market was 
not known, but it would be a matter of 
but a few weeks before the formula for the 
acid test to detect such a fraud would be 
made public. 

The New Hampshire meeting was unani- 
mous in offering its support to the presi- 
dent in any way which he wished and fol- 
lowing his talk he was given three rousing 
cheers and assured that if he was a candi- 
date for re-election, New Hampshire stood 
solid for him. Mr. Evans in response said 
at this time he did not consider himself 
a candidate at the next national convention 
hut thanked the men present for the ovation 
which he received. 

Col. John Shepherd’s address to the 














EAGLE HOTEL, THE CONVENTION HEADQUARTERS, 


city, he said, these discounts gave a large 
establishment a better earning than 12 per 
cent on its monéy. 

An evil of the jewelry business which is 
giving trouble at this time, he told his lis- 
teners, was the carrying of too many credit 
accounts by a small store. A man should 
hgure just how much money he could 
afford to have in outstanding accounts and 
not go over the danger line. Many stores 
had been sent to their doom on this one 
account and he warned the men against it. 

The national association is now work- 
ing out many large problems which at the 
time of his speaking were not yet in shape 
so that he could discuss them. The inter- 
ests of every jeweler were being cared for 
by the national association and suggestions 
from any of its members were solicited. 

In speaking of the several frauds which 
are on the market today and which are 
not only fooling the general public but the 
experts as well, President Evans spoke of 
the platinum fraud, which was discovered 
but recently. A substance was being placed 
on the market which sold for platinum, and 
was of comparatively no great value. Pro- 
fessionals fell in line with the amateurs in 
accepting it as genuine, one of the promi- 
nent manufacturers of platinum showing 


members of the New Hampshire association 
was in the line of a heart-to-heart talk. 

A general discussion followed, several of 
the men present seeking information and 
having short talks to make. This Summer, 
it is now being planned to hold a mid- 
year meeting and outing which apears to 
be a popular idea among the members. 

The committee on resolutions, Charles 
H. Sinclair, Arthur Montigney and C. Ta- 
bor Gates, reported the following one, 
which was unanimously adopted: 


RESOLUTION, 


Resotvep: That this Association favors the 
Owen-Goeke bill and the Stevens bill which legal- 
izes a fixed selling price, also the Steenerson Na- 
tional Advertising bill and that we instruct our 
secretary to bring these resolutions to the attention 
of our represertatives in Coneress ard urge their 


support of same. 








The Supreme Court of the United States 
held, in the case of Herbert et al. vs. Shan- 
ley Co., that the performance in a res- 
taurant or hotel dining room by persons 
employed by the proprietor of a_ copy- 
righted musical composition for the enter- 
tainment of patrons, without charge for 
admission to hear it, infringed the exclu- 
sive right of the owner of the copyright to 
perform the work publicly for profit. 
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DEATH OF A. F. HOENNINGER 


New York Jeweler Dies Suddenly of 
Apoplexy. 


The death of Anthony F. Hoenninger, 
proprietor of the jewelry store at 1466 
Third Ave., New York, which occurred 
Thursday, March 15, at the Society of 
Catholic Mechanics’ clubhouse, was a 
cause of much regret. Mr. Hoenninger 
was 36 years of age and had conducted 
the store for about three years. 

On Wednesday, March 14, Mr. Hoen- 
ninger left the store seemingly in the 
best of health and went to his home, 
where he suffered from a stroke of cere- 
bral apoplexy and passed away the next 
day. 

Anthony Hoenninger was a jeweler by 
trade and was formerly employed by 
others and subsequently by his brother, 
Charles J. Hoenninger, at 1466 Third 
Ave., New York. Charles started the 
business of Hoenninger Bros. in partner- 
ship with his brother Frank A. at 1462 
Third Ave. This partnership was dis- 
solved in 1899 and Charles continued 
alone, moving to 1466 Third Ave. in 
January, 1903. Charles Hoenninger died 
June 15, 1904, and his brother Anthony 
continued managing the business until it 
was transferred to him. He then conducted 
the business until his death. 

Mr. Hoenninger was a member of the 
Society of Catholic Mechanics and also 
of the Alumni of St. John’s College. He 
was a nephew of Charles Hoenninger, 
529 Third Ave., who has been a jeweler 
at that address since 1879. 

The funeral took place from the home 
of his brother, John C. Hoenninger, 244 
E. 86th St., on Monday morning. March 
19, thence to the church of St. John, 
where a solemn requiem mass was said. 
Interment was in Calvary Cemetery. 

Th deceased is survived by one brother, 
John C. Hoenninger, and two sisters. 








ROBERT RIGGS DEAD 


Well-Known Authority on Chronometers Ex- 
pires Suddenly at His Home in 


Philadelphia 


PHILADELPHIA, March 30.—Robert Riggs, 
74 years old, a member of the firm of Riggs 
& Bro., 310 Market St., one of the leading 
authorities on chronometers, was found 
dead in his bed at his home, 730 N. 40th 
St., this morning, having passed away from 
an attack of heart disease during the night. 

Mr. Riggs was known throughout the 
country by watchmakers and_ perhaps 
throughout the world by mariners, who 
came to Philadelphia. His store was vis- 
ited constantly by sea-going men in search 
of chronometers and compasses. 

Mr. Riggs is survived by one son, R. J. 
Riggs, associated with the same firm. 








D. A. North, a jeweler at Cleveland, 
Tenn,. with Charles M. May, of Atlanta, 
have purchased a large bankrupt stock of 
jewelry and are holding auctions daily at 
the store of D. A. North on the south side 
of the Square, Cleveland, Tenn. 
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JEWELERS’ | 
SHOW CASES 
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Our Small ROSEWOOD 
STEEL LINED CASE. 
the World to Produce a 


MOULDING 
We Challenge 
Better Case. 


F.C. JORGESON & Co. 


159 to 167 ANN ST., CHICAGO 
Makers of all kinds of 


JEWELERS’ FIXTURES 


Write for our Catalogue 
Our Motto: The Best of Everything 
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45-47-49 John Streei 
New York 




















Black Onyx, 





Visual Optics and Sight [esting 


By LIONEL LAURANCE 


Price, $2.50 





Jewelry 


ONYX BEADS—CAMEOS 


Memo. Orders Filled — Repairing done on Coral, Jet and Onyz 


DOUBRAVA & CO., 61 MaidenLane,iL.Y, 
AMBER BEADS 


The Optical Publishing Comvany 
11 John Street, New York 
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~~ Charles T. Dougherty Co., Inc. 


Seed Pearl and Platinum Jewelry of every description. Special Order Work. 
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Telephones 
ozo} Farrage: 
Successors to Osmers-Dougherty Co. 
MANUFACTURING JEWELERS 


291-293 Seventh Ave., New York 
Oriental Pearl Necklaces in Various Sizes. 
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Designing, Special Order Work and Repairing Solicited. 
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Offers a Test for Platinum 





New York Manufacturing Jeweler Makes Public Through Jewelers’ Vigilance 
Committee a Formula for Acid to Detect Imitations of Platinum. 

















FORMULA made public to the 
trade yesterday through the Jew- 
elers’ Vigilance Committee may meet a 
long-felt want among jewelers for a 
simple test by which most of the imuita- 
tions of platinum now on the market 
may be detected. This formula is a com- 
bination of acids discovered by Julius 
Wodiska, manufacturing jeweler of 182 
Broadway, after a series of experiments 
that will attack not only practically all 
the imitations of platinum that have been 
brought to his attention, but combina- 
tions of gold or platinum, palladium and 
gold and palladium itself, despite the fact 
that this metal is a member of the platinum 


group. 
Mr. Wodiska determined to give out the 
formula as the result of information 
brought before the recently formed 
Jewelers’ Vigilance Committee as to an 
imitation of platinum now on the mar- 
ket that would withstand many of the 
acid tests used by pawnbrokers and 
others. A piece of this alloy was given 
to him at his request and he found in ¢x- 
perimenting that many of the acids for- 
merly used for platinum had no effect on 
it, although the particular acid combina- 
tion with which he was working had an ef- 
fect. For the sake of the jewelry trade 


and particularly those manufacturers and» 


retailers who are not experts in platinum 
and who wish a simple method for test- 
ing, Mr. Wodiska decided to make pub- 
lic the formula of this testing acid 
through the Vigilance Committee. 

The formula was sent to Harry Larter, 
chairman of the committee, in the following 
report: 

(FORMULA OF A COMBINATION OF DIFFERENT 
ACIDS IN DIFFERENT PROPORTIONS WHICH WILL 
DETECT IMITATIONS OF AND SUBSTITUTIONS 
FOK PLATINUM.) 


“The continuous rise in the price of 
platinum, especially during the past two 
or three years, on its scarcity of late even 
at the prevailing “sky rocket” figures, 
has stimulated inventors and experimentors 
to find some combination of metals that 
will show white and brilliant and _ pos- 
sess the requisite hardness and ductility to 
come near or counterfeit the popular metal 
platinum. Many such substitutes have been 
offered to the manufacturers of jewelry, but 
in most cases this has been done, with no 
attempt to deceive or palm off the substi- 
tutes as the beautiful white metal of which 
most diamond jewelry now consists. 


“There are several such “near platinum” 
metals now on the market, all of which have 
been brought to my attention. In each case 
I first used the common simple nitric acid 
test but no effect was apparent, but they 
readily yielded to the new acid of which the 
following is my formula: 


Hydrochloric acid C. P. 1% oz. troy. 

A tric acid C. P. ¥% oz. troy. 

Nitrate of potash (powdered) 1/20 oz. 
troy. 


“A three to four-ounce jewelers’ acid 
testing bottle is required. I advise those 
who will employ the formula to engage a 
chemist or pharmacist to combine the acid. 
The mixture should be allowed to stand 
after mixing at least five hours in order 
that the nitrate of potash may be thor- 
oughly absorbed and I caution all users 
to be careful about accidentally inhaling 
the fumes which are abundant when the 
acid is new. 

‘In testing a metal offered, if it is an un- 
manufactured piece of metal it is recom- 
mended that the surface be first cleaned by 





JULIUS WODISKA. 


rubbing with emery paper before applying 
the acid. The metal will be attacked by 
acid and, according to what metals are in- 
cluded, the acid will change color from 
gray to dark red or brown. The metal it- 
self will plainly show the effects of the 
acid. A pure piece of platinum will abso- 
lutely resist the attack, excepting that if it 
is more or less adulterated when a num- 
ber of miniature bubbles will appear on the 
surface and evidence that some other for- 
eign metal is yielding to the attack of the 
acid. Pure platinum will not show that 
acid has been applied to it by discoloration 
or otherwise. 

“In case of testing metal in finished work 
the common testing stone of the jewelry 
trade comes into operation. It would be 
well always to have on hand a pure piece 
of platinum to employ as a testing pin, the 
same as the testing pins of different qual- 
ities of gold that are in use in the trade. 
By rubbing the metal on the testing stone 
(the same as in a gold test), a certain 
amount of metal is deposited on the sur- 
face of the stone. If the metal is pure 
platinum the streak after the acid is applied 
will remain intact. If the metal is a com- 
position or a substitute the streak will com- 
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pletely disappear from the stone. If the 
metal is platinum but adulterated the streak 
of deposited metal will become less. 

“The new combination of acid should be 
kept in a place both cool and safe where 
it cannot possibly be mistaken for some- 
thing else and where curious or ir- 
responsible persons cannot possibly trifle 
with it.” 

In speaking of the matter yesterday, 
Mr. Wodiska said: 

“The platinum industry as far as the 
jewelry trade is concerned is one that has 
grown up in a very few years, and con- 
sequently there is a large number of 
practical jewelers who are in no way ex- 
perts in platinum and must depend upon 
the formulae and tests in working the 
metal that have been worked out by 
others. A common test used by jew- 
elers has been nitric acid, used either 
on the metal or with a touch-stone. But 
many of the new metals that look like 
platinum will withstand this test, and 
particularly a new metal to which the 
attention of the trade was called at the 
recent meeting of the vigilance com- 
mittee. 

“Of course, there is safety for the pub- 
lic and for the jeweler as long as people, 
both the consumer and the dealer, will 
buy from reputable houses whose names 
or trade-marks are an assurance of qual- 
ity. But nevertheless, people want to be 
in a position to make simple tests of 
metal, some times just to show their cus- 
tomers that they are in a position to 
differentiate the genuine from the imita- 
tion. For this reason I decided to make 
public the formula of the acid that I have 
been using for some time to test platinum 
substitutes. 

“This acid, or combination of acids, 
will not only attack base metal substi- 
tutes, but will also attack and show up 
palladium of the platinum group, “pla- 
tiney” and other substitutes made of 
platinum or palladium and gold and, in 
fact, everything that looks like platinum 
unless it be platinum itself. Of course, I 
have not tested it on every substitute 
and cannot say it is infallible in every 
case. However, I think that the acid 
that will do what this has in the past will 
take care of most of the platinum substi- 
tutes that will come in the future. In 
any case, it is a much more severe and 
comprehensive test than the jeweler has 
been able to give in the past, and if it 
serves to aid in protection of the trade 
ard public until proper’ platinum laws 
are in force, I will feel that my work 
has not been without some result.” 








Market Prices for Silver Bars 


The following are the quotations of sil- 
ver bars in London and New York as re- 
ported last week: 


New York 
Selling Price, 

Date. London. .999 Basis. 
CS ee ere 35 11/16 73% 
DE Po én ceeses uence 36% 7434 
BE At dn Ka0etsetsctdtes 35 15/16 74% 
PEE hs dees wenwe nets 36 74% 
PED a seawatdmettn Sek 36% 75% 
April OD 6adcousseeeuenec 36 13/16 7614 








A. H. Retsloff, Greeley, Colo., has been 
succeeded by Fred Weiss. 
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ustis Pattern — Sterling Silver 
For People of Refinement and Good Taste 
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GREENFIELD, - MASS. 
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JEWELER ATHLETES 





Chicago Jewelers’ Athletic Association 
Formed and Bowling League May 
Soon Be Merged With It 


Cuicaco, March 31.—At a meeting held 
in the Windsor-Clifton Hotel last night, the 
Chicago Jewelers’ Athletic Association was 
organized. The following officers were 
elected: President, R. E. Smith, Moore & 
Evans; vice-president, M. F. Lanz, E. A. 
Roddin & Co.; secretary, H. E. Jones, Seth 
Thomas Clock Co.; treasurer, He E. Cal- 
hoff, Benjamin Allen & Co.; publicity, A. B. 
Hoffman, Waterbury Clock Co. 

The purpose of the organization, as out- 
lined by speakers at the meeting, is to 
stimulate athletics of all kinds, and to pro- 
mote good fellowship among jewelers, op- 
ticians and engravers in the local trade. 
The athletic work covers baseball, bowling, 
tennis, handball and possibly football. En- 
tertainments are to be held from time to 
time. . 

The Chicago Jewelers’ Bowling League, 
it is understood, is to merge with the new 
organization. The present officers are to 
hold office until the season ends May l. 
The new officers of the Chicago Jewelers’ 
Athletic Association will take their places 
at that time. The following committees 
were appointed at the meeting last night: 

Vear Book Committee—H. E. Jones, Seth 
Thomas Clock Co.; K. Hoyt Stone, Key- 
stone Weekly; Ed. Soderstrom, Seth 
Thomas Clock Co.; A. B. Hoffman, Water- 
bury Clock Co.; J. J. King, Gorham Co.; 
Dick Kanally, Juergens & Andersen Co.; 
Joseph Hilfer, Kuehl Clock Co. 

Athletic Stag Committee—R. E. Smith, 
Moore & Evans; George McNamee, Charles 
E. Graves & Co.; Al. Gaul, Boyden & Co.; 
Henry Sissing, J. Milhening Co.; George 


Sloke, Kuehl Clock Co.; Henry Albus, 
C. D. Peacock Co.; F. N. Kreissl, American 
Optical Co. 


By-laws Committee—George Weidbusch, 
L. Manheimer Co.; Arthur Johnson, Gor- 
ham Co.; H. E. Jones, Seth Thomas Clock 
Co. 

The election of permanent directors will 
not be held until the next meeting. At the 
next meeting, also, the teams which will 
enter the baseball league of the association 
this Spring will be picked. The trade con- 
tains a large number of old college stars 
who have not forgotten all they knew about 
baseball, by any means, and there are also 
a large number of others who have made 
their mark in the national pastime with one 
outfit or another in the more informal 
prairie baseball, as it is known, around the 
city. 

The next meeting of the association will 
be held on Friday evening, April 6, at 8.30 
P. M. in the main parlor of the Windsor- 
Clifton Hotel. New members enrolled be- 
fore April 6 are to be considered charter 
members. Those who are interested can 
hand their names to any member of the 


membership committee before the next 
meeting. 
The membership committee follows: 


R. E. Smith, Moore & Evans; Sol Hess, 
Retting, Hess & Madsen; F. M. Hickok, 
National Jewelers Board of Trade; L. M. 
Stern, S. Buchsbaum & Co.: Ed. Swadener, 
F. A. Hardy & Co.; George Gubbins, Illi- 
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nois Watch Case Co.; Fred Hoefer, R. 
Wallace & Sons; Emil Munks, Thomas J. 
Dee & Co.; Henry Albus, C. D. Peacock 
Co.; R. F. Kannaly, Juergens & Andersen 
Co.; K. Hoyt Stone, Keystone Publishing 
Co.; W. W. Beckwith, Joseph Fahys & Co.; 
Percy Bitts, Otto Young & Co.; H. E. 


Calhoff, Benjamin Allen & Co.; Harry 
Cohn, A. C. Becken Co.; Jack Carroll, 
W. J. Feeley Co.; H. E. Jones, Seth 


Thomas Clock Co.; Arthur Johnson, Gor- 
ham Co.; George McNamee, Charles E. 
Graves & Co.; Edward Meyer, George S. 
Johnston Optical Co.; C. Julius Reil, 
Julius King Optical Co.; George Weid- 
busch, L. Manheimer Co.; H. A. Sissing, 
J. Milhening Co.; A. G. Scanlon,. Thomas 
E. Wilson; William Hochheim, Geneva 
Optical Co.; Ed. Borchers, Borchers En- 
gravers; J. E. Ewan, Ansonia Clock Co. 








DEATH OF G. H. BOWEN 





Civil War Veteran and Former Bridgeton, 
N. J., Jeweler Dies in His 73d Year 

PHILADELPHIA, March 30.— Captain 
George A. Bowen, for many years a widely 
known jeweler, but lately retired, died re-- 
cently at his home in Bridgeton, N. J. He 
was 73 years old and is survived by a widow 
and one daughter. 

Captain Bowen was a veteran of the Civil 
War, having enlisted in the Second New 
Jersey volunteers as a private. Before the 
end of the war he had risen to the rank of 
Captain. After the war he entered the 
jewelry business and was for several years 
with J. E. Bixler & Co., at Easton. After- 
wards he established himself at Bridgeton. 
He retired some time ago. 








WINDOW SMASHERS AT WORK 


Three Bandits Visit New Orleans and Rob 
August Baumann’s Store. 

New Or.eAns, La., March 31.—Three 
bandits smashed with a brick one of 
August Baumann’s display windows, 1825 
Magazine St., this afternoon and snatched 
a tray containing diamonds valued at 
$3,000. 

The robbers made their escape in an au- 
tomobile and went towards the river. De- 
tectives are working on the case. 

The burglary was quickly committed and 
the perpetrators gained too great start to 
be overtaken by officers. Mr. Baumann 
has been in business here over 50 years.. 











It is of interest to jewelers and mem- 
bers of the cut glass and allied trades to 
note that the Fifth Avenue Building Co., 
New York, has issued a directory or buy- 
ers’ guide listing the firms in those lines 
in the building. The guide is a small eight- 
page folder carrying a picture of the build- 
ing on the front cover and a map giving 
the location of the building and other in- 
formation, including the prominent hotels 
and railroad stations on the back cover. 
The list of concerns occupying space in 
the building include art novelties, china 
and earthenware, cutlery, enamelware, 
glassware, jewelry and silverware, lamps 
and fixtures, leather goods, metal goods, 
and other lines. Copies can be obtained 
upon request. 
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OFFICERS ELECTED 





Annual Election of Officers of International 
Silver Co. Held 


MERIDEN, Conn., March 30.—Officers of 
the International Silver Co. were elected at 
the annual meeting of the directors held in 
this city Monday forenoon. George D. 
Munson succeeds C. A. Hamilton, of New 
York, as second vice-president. 

The officers are: President, George H. 
Wilcox; first vice-president, George C. 
Edwards, of Bridgeport; second vice-presi- 
dent, George D. Munson; third  vice- 
president, C. H. Tibbetts, of Wallingford; 
treasurer, Frary Hale, of Wallingford; as- 
sistant treasurer, C. E. Breckenridge, New 
York; secretary, George Rockwell, of 
Waterbury; auditor, C. Berry Peets. 








Death of W. H. Waterman 


Newark, N,. J., March 31.—William H. 
Waterman, a pioneer silverware sales- 
man, died Monday night, March 26, at 
his late home, 242 Hillside Ave., Nutley, 
N. J., from a stroke of apoplexy, after a 
week’s illness) Mr. Waterman was 71 
years of age and was born in Troy, N. Y. 

His first business affiliation was in the 
sash and blind business in the factory 
ot his father at New Orleans, La. About 
35 years ago he became affiliated with 
the Meriden Silver Co., now the Interna- 
tional Silver Co., and in 1892 accepted a 
position with the Gorham Co., in whose 
employe he remained until his death. Mr. 
Waterman married a Miss Mary Wear- 
ing about 49 years ago. 

About a year and a half ago Mr. 
Waterman suffered from a stroke of 
apoplexy and was confined to his home 
for about two months, after which he re- 
sumed his position in the Gorham Co.’s 
uptown store, 36th St. and Fifth Ave., 
but he never fully recovered from his 
first stroke. On Tuesday, March 20, he 
suffered from another stroke, and this 
proved fatal. 

Fourteen years ago Mr. Waterman 
went to reside with his daughter, Mrs. 
Grace M. Herbert, in Nutley. He was a 
niember of the Nutley Board of Trade 
and also a lieutenant in the 47th Regi- 
ment, N. Y. N. G. 

Funeral services were held at his late 
home at 8:30 o’clock Wednesday evening, 
the Rev. Henry J. Condit, pastor of St. 
Paul’s Congregational Church officiating. 
Interment was in the family plot at Troy, 
N. Y. 

Deceased is survived by a widow and 
one daughter, Mrs. Grace M. Herbert, 
Nutley, N. J., who was in Porto Rico at 
the time of his death. 








Death of Chester H. Adams 


INDIANAPOLIS, Ind., March 28.—Chester 
H. Adams, 44 years old, a resident and 
well known jeweler of Goshen, Ind., for 
the last 18 years, died Saturday evening, 
March 24. He had been ill for many weeks 
and his death had been expected. He was 
engaged in the jewelry business with his 
father, C. G. Adams. He is survived by a 
widow. 
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Connecticut Jewelers Meet at New Haven 





Members of Nutmeg State Association Hold Successful Convention and 
Elect New Officers. 


























New HAVEN, Conn., March 30.—The 
fourth annual convention of the Con- 
necticut State Retail Jewelers Associa- 
tion was held at the Hotel Taft, this city, 
yesterday. Jewelers from all over the 
State attended both sessions of the con- 
clave and listened to a number of inter- 
esting speeches and reports by officials 
of the association and prominent business 
men. The association also staged one 
of the most successful and unique style 
shows every attempted by any jewelry 
organization in the New England dis- 
trict. This exhibit, in which wax models 





J. R. CLAYTON, PRESIDENT-ELECT. 


were used, took place at one of the lead- 
ing specialty shops in this city, and was 
not only open to jewelers, but was on 
view in the show windows for the in- 
spection of the general public. A visit 
to the plant of the New Haven Clock Co. 
yesterday afternoon proved exceptionally 
interesting and instructive, and the day’s 
activities were brought to a fitting close 
with a banquet held in the Palm Room 
of the convention headquarters. 


Morning Session 


Prior to the opening of the fourth an- 
nual convention of the Connecticut Re- 
tail Jewelers’ Association the executive 
committee held a meeting with President 
Samuel A. Kirby presiding. A number 
of questions of interest to the organiza- 
tion were discussed and the application of 
13 members acted upon favorably. At 
10:30 a. mM. the registration book was 
opened, with Secretary F. G. Crabb in 
charge. For an hour the registering was 
lively, and by the time the convention 
was officially opened the books showed 
that more than 30 delegates from all 
parts of the State had affixed their names 
to the roster. 


At 11:30 o’clock sharp President Kirby 
called the convention to order. After 
the visiting jewelers were extended a 
welcome to New Haven by the president, 
the minutes of the last annual convention 
of the association were read. 

The first report received was that of 
the membership committee, which body 
reported the election of the following 13 
new members: W. A. Pierpont, Nauga- 
tuck; H. H. Long, Thompsonville; I. J. 
Lederer, Bridgeport; A. M. Paul, S. Fry, 
G. E. Marsh, Glouskin & Fox, Simons & 
Co., Bauman & Sermons, New Haven: 
Ray L. Trueworthy, Milford: H. W. 
Standish, Willimantic; Robert Kerr Neil, 
Derby, and William St. Onge, Putnam. 

The next report was one submitted by 
President Kirby. This report read as 
follows: 


PRESIDENT KIRBY’S REPORT. 


Fellow members of the Connecticut Retail Jewel- 
ers’ Association and guests, we wish to extend 
to you a most hearty welcome to the City of Elms. 

We have endeavored to arrange an attractive 
and instructive program and we trust you will 
have a most enjoyable time and feel amply re- 
paid for your visit to our city, and that you 
will take home with you a kindlier spirit towards 
your competitor and pride in your vocation as well 
as a bountiful supply of helpful ideas for the 
advancement of your business. 

If you have the feeling that your State asso- 
ciation is not accomplishing all that it might, 
just remember that the various State associations 
make possible the great and constructive work of 
your national organization, which is a real force 
in the correction of trade abuses and in the 
framing of laws for the benefit of all honest and 
legitimate retail jewelers throughout the land. 

Your national association is endeavoring “to les- 
sen unfair competition and is encouraging oppor- 
tunities for better profits by having the manu- 
facturers make up special flatware designs, nota- 
bly the pattern in sterling by the Gorham Co. 
and also the pattern in plate by R. Wallace 
& Sons Mfg. Co., for the exclusive use of the 
association members. 

The national is about to undertake another big 
work and you are asked for your own better- 
ment to give your moral and financial support, 
the idea being to help each member to _ install 
a simple and thorough business system. 

Every retail jeweler should have a daily, weekly 
or, at least, monthly statement of his business. 
He should know what he is doing in every de- 
partment and eliminate those departments which 
are not paying. Guessing is only a fifty-fifty’ 
proposition. Pin a great big “WHY” in your 
store and have your business in such shape that 
you can dope out the answer. 

Gentlemen, the national association is going 
to discourage guessing, and with your permission 
will pin a great big “WHY” in your shop and 
then will help you solve the problem. 

In January, Mr. Lewis of Hartford and myself 
attended a convention in Boston, under the aus- 
pices of the Smith-Patterson Co., who defrayed all 
expenses and who deserve much credit for their 
generous spirit. This meeting was called in an 
effort to have the prices in the sapphire list, the 
emerald list, the topaz list and a few other ac- 
cepted lists revised so that the retail jeweler 
might make a better profit on sterling flatware, 
and was attended by two or more representatives 
from each of the New England States, 

Sometime previous to this, Mr. Preston of the 
Keystone had suggested the forming of a New 
England Retail Jewelers’ Associatior, so I brought 
the matter up for discussion at this meeting and 
the idea was most enthusiastically received by all 
present. Personally, I believe a New England 
association, similar to the New England Hardware 
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Association, would be a great factor in the im- 
provement of existing conditions for the retail 
jeweler. 


As this question was to be brought before the 
meeting of the Massachusetts State Association, 
which includes in. its membership the jewelers of 
Rhode Island, it would be good business for 
our association to take some action in the endorse- 
ment of this plan, 

Powers & Mayer, Inc., deserve the apprecia- 
tion of the Connecticut jewelers for having fur- 
nished the beautiful display of diamond jewelry 
used on our models for the fashion display, and 
I also wish to mention the Whiting & Davis Co., 
who have very kindly loaned some advanced 
styles in mesh bags. 


After this had been read and accepted 
the report of Secretary Crabb was sub- 
mitted. The following is Secretary 
Crabb’s report: 


REPORT OF SECRETARY CRABB. 


To members of the Connecticut State Retail 
Jewelers’ Association: Another year of life in 
your association has passed and I am pleased 
to report that we have added a few more to 





A. K. CHATTAWAY, SECRETARY-ELECT. 


the list of members, and while the increase 
has been largely local, I have done what I 
could through the use of the mails, to stimulate 
an interest in our association. The fact that 
the increase has been among our local jewelers 
goes to show how much good can be accomplished 
by a personal interview. Therefore, I would 
like to ask if our members do not think it would 
be a good plan to have a professional organizer 
to visit the different jewelers throughout the 
State. And, too, speaking from persoral experi- 
ence, I have felt that I have not had the time 
to devote to the work. 

‘I think the association has been the means of 
bringing together. the jewelers throughout the 
State, and I can say positively that locally it 
has brought about a more friendly feeling towards 
one another. 

During the year the national association has 
co-operated by sending personal letters to differ- 
ent members. I am sure we have received some 
help from this source. 

We have collected some information which will 
be passed on to our successors, and no doubt 
they will receive the hearty co-operation of the 
national body as well as the retiring officers of 
the association. 

Conditions, although upset, will not necessarily 
interfere with prospects for a good business the 
coming year as the large amount of money in 
circulation regulates business, and I think there 
is no cause for apprehension along these lines. 

I wish to thank the association members for 
the kindly help which they have extended me 
and with apologies for my many shortcomings and 
the assurance to my successors of my services. 


The financial statement, next read by 
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Treasurer George P. Spaar, showed the 
association to be in an excellent financial 
condition. In the absence of the chair- 
man of the trade interests committee, 
Frank M. Todd, Bridgeport, who is also 
a member of the committee, reported 
progress. In reporting for the legisla- 
tive committee George L. Lux stated 
that nothing had been done by this body 
along legislative lines. He advised the 
jewelers, however, to communicate with 
their Congressmen, notifying them that 
they are in favor of the following bills: 
Stephen-Ashurst, Webb and _ Barkley 
Misbranding bills. The submitting of 
this report completed the business of the 
morning session and the meeting was 
adjourned until 2:30 P. m. 


NOON-DAY LUNCHEON. 


The visiting delegates to the conven- 
tion were the guests of the New Haven 
jewelers at a noon-day lucheon, held in 
the attractive Palm Room of the Hotel 
Taft. A tasty menu was served, and as 
the last course was served President 
Kirby introduced John Lee Mahin of New 
York, who spoke on the subject of ad- 
vertising from the consumer’s standpoint. 
The speaker was listened to with keen 
interest, and during his talk suggested 
more co-operation in national advertising 
between the manufacturer and the re- 
tailer. Mr. Mahin was of the opinion 
that if the manufacturers advertised cer- 
tain articles of the jewelry as appropriate 
in their national advertising it would as- 
sist the retailer and create a bigger de- 
mand among the consumers. 

Following Mr. Mahin’s talk the after- 
noon session of the convention was 
opened. 


Afternoon Session 


The first subject taken up under the 
head of new business was the question 
of engaging a paid secretary to canvass 
the State in an endeavor to increase the 
membership of the organization. A 
number of jewelers thought well of this 
suggestion, and on a motion submitted 
by George L. Lux the president was em- 
powered to appoint a committee of four 
to obtain the opinion of the members of 
the association in regard to this matter. 

At this point Jean R. Tack, second 
vice-president of the American National 
Retail Jewelers’ Association, arrived and 
explained to the jewelers how a paid 
secretary operates for the jewelers of 
the Pacific Coast. Each jeweler who is 
a member of the association, stated Mr. 
Tack, is assessed for dues according to 
the value of his stock. This plan has 
proved of great benefit to the Pacific 
Coast jewelers, and as a result they have 
a strong organization. 

The next topic discussed was that of 
appointing a committee to confer with 
other States on the proposed amalgama- 
tion of the New England jewelers. It 
was finally decided that this committee 
should be appointed by the president at 
some later day. 

George H. Dyson, New Britain, led in a 
discussion in which he advocated any 
means that could be devised by which 
young men could be taken in as appren- 
tices and taught the jewelry or watch- 


making trades. During his remarks the 
speaker explained the difficulty which the 
jeweler is constantly encountering in 
hiring competent help. The apprentice 
system used in Europe was explained by 
Carl Lindquist, Hartford. Watchmakers 
in particular, pointed out Mr. Lindquist, 
must serve four years at the bench be- 
fore they can take an examination and 
become journeymen, This examination 
is under the jurisdiction of an association 
composed of boss watchmakers and jew- 
elers, and it is by this body that the 
certificates are issued. 

J. R. Clayton, Waterbury, said that 
such a system is not practical in this 
country and that the jeweler himself 
should know whether the man he is hir- 
ing is competent enough to do good 
work. No definite action was taken on 
this question, and following the discus- 
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sion George L. Lux submitted a_ resolu- 
tion which reads as follows: 

REeso_vepD, That we request the national asso- 
ciation to consider plans to protect our jewelry 
industry from having allied industries either set 
the styles of jewelry to be worn or not worn 
and to protest against any organization except 
a national authorized jewelry publicity organiza- 
tion publishing what should or should not be re- 
garded as correct style for jewelry. 

Mr. Lux at the same time brought up 
the question of electing a delegate to 
send to the next annual convention of 
the American National Retail Jewelers’ 
Association, which is to be held in St. 
Louis. It was finally decided that the 
president or any alternate which he might 
name, in the event that he cannot go, 
should be sent to the national gathering. 

The appointing of a nominating com- 
mittee was the next order of business. 
On this committee President Kirby ap- 
pointed the following to serve: Frank 
Lodd, chairman, Bridgeport; J. R. Clay- 
ten, Waterbury; George Lux, Hartford; 
J. C. Tracy, Willimantic, and Charles 
Wells, Sr., New Haven. 

The business of the convention was 
suspended for several minutes while the 
nominating committee went into session. 
When the meeting was resumed the com- 
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mittee submitted the following report: 
President, J. R. Clayton; first vice-presi- 
dent, L. L. Gregory; second ViCe-presj- 
dent, W. A. Pierpont; secretary, A. K 
Chattaway, and treasurer, G, P. Spaar. 
The executive committee, president and 
the two vice-presidents, J. C., Tracy, A 
W. Hull, Fred Weber, George W. Dy- 
son, George True and Lee Roberts. 
There being no opposition tlie secretary 
cast one ballot for the election of the 
entire slate as submitted by the nominat- 
ing committee. 

What the American National Retaij 
Jewelers’ Association is doing for the 
trade was the title of an address de- 
livered by Jean R. Tack. second vice- 
president of that body. Mr. Tack said: 


ADDRESS OF JEAN R, TACK, 


I suppose that one of the questions in your 
minds to-day is, “What is the national associa- 
tion doing?” and I will answer that by saying 
that the national association is doing something for 
the benefit of the trade almost every day in the 
year. 

The last meeting of the executive committee 
was held in Chicago about the middle of Febru. 
ary and was attended by men representing the 
entire country, including the four extreme corners 
of these United States, Mr. Brock coming from 
the Pacific Coast, Mr. Everts from Texas, Mr. 
Damuth from North Dakota, and myself from 
the Atlantic Seaboard. All told, there were about 
25 men, presidents of State associations and the 
national committee, there. We met for a three 
days’ session with three meetings every day and 
2 great many association matters were taken 
up, thoroughly dissected and disposed of. 

Right here I want to express the appreciation 
of the national officers for the help given by the 
various State presidents who attended the mid- 
Winter conference. Some of them travelled a 
considerable distance and at their own expense. 

Conditions in jewelers’ associations are getting 
better all the time; we are beginning to reap 
the benefit of the previous years of labor. 

Special and exclusive merchandise for asso- 
ciation jewelers only is an indication of the desire 
of the manufacturers to work with us, and they 
should have the support of our membership to 
the fullest degree possible. 

Advertising of jewelry to the public has at 
last taken a form that promises success and which 
will bring back to the jeweler some of the trade 


that in recent years has gone to other lines. 


An investigation of the cost of doing business 
among jewelers is assured, a scientific survey that 
will determine the needs of the jeweler in over- 
coming his storekeeping problems and which will 
result in systems of accounting and record keeping 
that will be positively fitted to his needs and yet be 
simple to keep and easy to install. 

What we need to do is to convince the retailer 
that he cannot afford to handle in his store stand- 
ardized fixed-price goods of any manufacturer 
showing a profit of less than a certain per cent.; 
neither can he afford to add less than this certain 
per cent of profit on goods that are not standard- 
ized and stay in business. The only money that 
keeps a merchant going is what he has left over 
after paying for his merchandise, and from this 
he must deduct his expense. It has come to my 
notice time and again where a jeweler would sell 
a diamond at a ten-dollar profit and believe that 
he made ten dollars on the deal, when in fact 
he had lost more than that. I am not now speak- 
ing for the man who knows his overhead, who 
knows what it costs him to do business, and there 
are a few who do; I am speaking for those 
whose need for this very vital information is 
greatest—the man who adds 20 per cent to his 
cost and thinks he’s making a profit. It’s his 
lack of knowledge of actual conditions that leads 
him to do this—not any desire on his part to 
undersell his neighbor or to sell his stock at cost 
or less—he really believes he’s making a profit. 
What he actually is doing is making the consumer 
a present of something he doesn’t appreciate and 
doesn’t want and, at the same time, causing every- 
one else in the same line of business to cut 
down their profit so as not to create the impres- 
sion in the mind of the buying public that they 
are being overcharged. 

Now, what is the remedy? Education. These 
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be shown that they are wasting money 
that they might just as well have—money that 
they are entitled to and that will mean progress 

qd success for them, as well as for all of us. 
The national association has been considering 
for several years what steps to take that would 

«4 this about, and a decision was arrived at 
seg ti a scientific survey of the jewelry busi- 
ness similar to that made by the Harvard Bureau 
of Research for the shoe dealers and retail 
grocers. This survey will locate the defects and 
correct them. . 

The most dangerous competitor of any retailer, 
as well as the most dangerous customer of the 
manufacturer, is the man who does not know his 
cost of doing business. 

The greatest prosperity of the manufacturer 
and jobber must come through the retailer s ability 
to intelligently conduct his business. Through in- 
telligent direction of the retail business will come 
ability to distribute more merchandise, make the 
proper turnover of stock, render corect  state- 
ments of financial conditions, and, last, but not 
least, meet obligations promptly. 


The closing address of the afternoon 
was delivered by Benjamin F. Coffin, 
Newark, N. J. This speaker’s talk was 
on “The Cost of Doing Business” and 
was somewhat along technical lines. By 
using a number of charts Mr. Coffin was 
able to illustrate his talk and emphasize 
certain points more plainly. Mr. Coffin’s 
speech appears on pages 111 and 146. 

The installation of the new officers, fol- 
lcwed by a few words of thanks from 
J. R. Clayton, president-elect, concluded 
the business for the afternoon, and the 
convention was adjourned. 


men must 


VISIT TO PLANT OF NEW HAVEN CLOCK CO. 


After the convention adjourned many 
of the visiting jewelers accepted an in- 
vitation to inspect the plant of the New 
Haven Clock Co. Those who decided to 
make the visit were carried to the plant in 
automobiles. This tour of inspection 
consumed over an hour and proved one 
of the most interesting and instructive 
features of the day’s stay in New Haven. 
The jewelers were shown the making of 
every part of the products sold by the 
New Haven Clock Co., from the tiniest 
screw to the finished article. The last 
place visited was the salesroom con- 
nected with the factory, and after viewing 
numerous clocks each of the visitors 
was given an appropriate souvenir in the 
form of a pedometer. 


The Banquet 


The crowning feature of the conclave 
was the annual banquet of the associa- 
tion, held in the Palm Room, which only 
a few hours before was the scene of 
convention activity. About 7 p. m. the 
doors to the banquet hall were thrown 
open, and before the jewelers and _ their 
wives and guests had seated themselves 
about the tables scattered throughout the 
room, Samuel A. Kirby, acting as toast- 
master, proposed a toast to the President 
of the United States. 

When the diners had seated themselves 
the following menu was discussed : 


MENU 


Cocktail 
Cape Cod Oysters 
Crout au Pot 
Celery Olives 
Scallops and Shrimps Newburg 
Tournedos Lorette 
Asparagus Tips Potatoes Dauphine 
Lettuce Salad 
Fancy Ice Cream 
Cakes 
Demi Tasse 


JEWELERS’ CIRCULAR-WEEKLY 85 


All during the banquet the Nevin Quar- 
tette kept the gathering in a happy mood 
with many vocal selections. With the 
serving of the last course came the an- 
nouncement from Samuel A. Kirby that 
the first speaker of the evening would 
be Jean R. Tack, second vice-president 
of the American National Retail Jewel- 
ers’ Association. In opening his ad- 
dress, Mr. Tack expressed the joy it gave 
him to be present at the annual banquet 
of the association, and continuing said: 


ADDRESS OF JEAN R. TACK. 


Much has been said about the price-cutting 
jeweler and the merchant with the elastic con- 
science and questionable business methods. Look- 


ing backward often helps us to look forward. 
Years and years ago, the Phoenicians were the 
merchants of the world. Silver was the principal 
metal of the time and the finding of it one of 
the chief objects of the trader. 
These people proved to have ability that even 





JEAN R. 


TACK, SECOND VICE PRESIDENT OF 
THE A. N.R. J. A. 


the present-day business builders must look upon 
with respect. 

History tells us that even so far back as the 
building of the first temple at Jerusalem it was 
the Phoenicians who supplied the timber from 
Mount Lebanon. 

But there is an interesting and important fact 
connected with Phoenician history, from which 
a business lesson can well be drawn. 

The Phoenicians were dishonest in their trading. 
They did not hesitate to lie if thereby they could 
gain an advantage in a deal. Misrepresentation 
was an ordinary business habit with them, and it 
is easy to imagine why they were beaten com- 
mercially and finally lost their identity as a nation 
entirely. Like examples are sometimes met with 
in our own line of business. 

Seldom, if ever, does a retail 
vive unless his ideals are of the highest. I know 
there are a few remarkable cases in the large 
cities where a jewelry faker has managed to hold 
on for a long while, but these cases only prove 
the rule and might be compared as one to a 
thousand. 

Very seldom, indeed, is the commercial life 
of a ‘‘14-karat solid gold plate’? merchant a long 
one. The man who survives, the jeweler who 
stays in his community with the respect of his 
fellow citizens, is the jeweler who always hews 
to the line and never hesitates to tell his cus- 
tomers the truth, the whole truth and nothing 
but the truth. 

Tue jewelry business has much improved in this 
respect. There are not near so many fakers as 
there were before the time of associations. They 
feel the watchful eye of the legitimate jeweler 
upon them and even though we have not yet been 


jeweler sur- 


successful in exterminating them, a very marked 
improvement is evident. 

You can look around you in your own city 
and you will see that the old reliable standbys 
in your own line of business are the ones upon 
whom the taint of fraud and deceit has never 
rested. They are clean men, they can 
be trusted, and they are trusted. 

All other kinds lead but a short and dangerous 
existence, but in our campaigns against the faker 
we have found that they are very like the Jersey 
mosquito, for as you kill one, there is another 
to take his place, so we must expect, for some 
time at least, that eternal vigilance is the price 
of success in this direction. 

We jewelers, as a rule, have not enough pride 
in our business; we take it as a matter of 
course when a lady leaves a thousand-dollar dia- 
mond piece for repairs and goes her way without 
the slightest thought as to whether her diamonds 
are safe or not, because the jeweler has the repu- 
tation in his community on an equal plane with the 
banker, except that when this same lady makes a 
deposit of money in her bank she hands in her 
pass book to be receipted, while she doesn’t ask 
you for anything. Think of that, gentlemen, and 
remember that that reputation that the jeweler 
has must be guarded as one of priceless value 
and upheld with jealous zeal against the faker 
who would enter our ranks temporarily for the 
express purpose of mulcting the public on the 
strength of the standing of the reputable jeweler, 
using that magic word “jeweler” as a cloak to 
cover his dishonesty. Of course, these fellows 
are not association members—we do not recog- 
nize them as being legitimate jewelers. That 
is one class of merchant who is not in eur ranks 
and never will be. 

On the other hand! There are numerous cases 
where jewelers are not invited to membership in 
their respective state associations because their 
methods of doing business are not up to the 
accepted standards. They are not fakers or swin- 
dlers, but they are price-cutters—poor, misguided 
individuals who need to be led to the light. Most 
of these men would make good members, ethical 
jewelers and better citizens in general if their 
association would take them in and educate them 
instead of refusing them membership or silently 
ignoring their existence. 

Our duty as an association is to cleanse, to 
purify, to correct the evil without damage to the 
good. Long enough have jewelers thought, “Let 
every man look out for himself.”” That is legally 
right—but it is morally wrong. The question, 
‘“‘Am I my brother’s keeper?” is now obsolete. It 
is our duty to take the erring brother in hand. 
His mistakes may be “errors of ignorance” and 
his disposition to do right may only be dormant 
instead of dead. It’s part of our work to find 
out which, and so long as the man is disposed to 
play fair after his mistakes have been brought 
to his attention he should be taken into the asso- 
ciation, or, if he is already in, corrected and 
guided. 

In this way, and only in this way, can the 
price-cutter be reformed. Getting together with 
his fellow jewelers will soon prove how needless 
and how destructive to business such actions are 
sure to be, and education along the lines of costs 
and overhead will open his eyes to the dangers 
of unethical practices. 

One of the most successful moves toward bet- 
ter business methods is the forming of city asso- 
ciations or local clubs. When conditions in any 
city become so that the local jewelers are friends 
then your troubles, so far as unfair competition 
is concerned, will be over. 

Therefore, I say, get acquainted with your 
competitors. Forfn local clubs in your cities— 
I don’t care if there are only two of you in a 
town, get acquainted, become friends, and each 
of you will be surprised to find what a fine 
man the other fellow really is. 

In Newark, where I come from, we meet every 
month, sit down to a good dinner and talk over 
our affairs in the most unconventional manner, 
and I look forward to these meetings with keen 
anticipation and wouldn’t miss one of them for 
a good deal. We’ve grown to be close friends, 
visit each others’ homes, go automobiling together 
and are on a most friendly footing, generally, and 
I feel free to say that the business life of 
each one of us has been made much more pleas- 
ant and the road easier to travel. 

You can do the same in your city. Try it. 

The post prandial exercises of the 
evening were concluded by Col. Charles 


Bigelow, whose description of the hor- 
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rors of the present European war proved 
exceptionally interesting to his listeners. 
The speaker, who recently visited some 
oi the devastated war centres of Europe, 
told of the different incidents that at- 
tracted his attention and the many heroic 
acts being constantly done by men and 
women. 

Following his speech the room was 
darkened for about 30 minutes while the 
gathering enjoyed a motion picture 
showing how the Curtis Publishing Co., 
Philadelphia, Pa., print and circulate its 
various periodicals. On the screen was 
shown magazines in the making from the 
very time the paper arrives at the plant 
until the finished product is carried‘away 
for distribution. 

When the lights were again turned on 
Toastmaster Kirby announced the clos- 
ing of the festivities of the evening, and the 
jewelers disbanded. 


Fashion Show 

All during the day of the convention 
the association held a fashion exhibit, and 
with the use of four wax models at the 
specialty shop of the Hamilton Co. of 
this city attracted wide attention. In 
staging the show the association started 
an innovation which met with more suc- 
cess than the jewelers really anticipated. 
The show was not only for the benefit 
of the visiting delegates, but was on view 
to the general public, and the wax 
models, which were all appropriately 
adorned with numerous beautiful pieces 
of jewelry, were placed in two large 
show windows at the Hamilton estab- 
lishment. 

From the time the show opened (12 
o’clock noon) until nightfall crowds 
thronged about the windows and gazed 
upon the jewels with keen admiration 
and deep interest. For most of the 
jewelry used on the models the associa- 
tion is indebted to Powers & Mayer, 
Inc., New York, who furnished practi- 
cally 95 per cent. of the. platinum dia- 
mond mounted jewelry and pearls used 


on the wax models. 


of mesh bags of the latest styles. An- 
other firm which aided the association 
to make the show a success was Heller 
& Atkins, Boston. This house furnished 
a4 number of beautiful articles in plati- 
num mounted jewelry. 

The Hamilton Co., at which place the 


models were displayed, conducts one of’ 


the leading specialty shops in this city 
and carries an exclusive line of womens’ 
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apparel. All during the time the exhibit 
was in progress two policemen stood on 
guard about the windows. 

In one of the windows were displayed 
two wax models wearing beautiful even- 
iug gowns and appropriate jewelry for 
any evening occasion. One of the 
models was attired in a handsome gold 
cclored evening gown and wore the fol- 











SOME OF THE JEWELERS WHO ATTENDED THE BANQUET AFTER THE CONVENTION AT NEW HAVEN. 
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Whiting & Davis, 


Plainville, Mass., also loaned a number 
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_— articles of jewelry, all made of 
platinum and set with diamonds: Pair of 
earrings, $600; pendant, $300: brooch 
worth $1,500; two rings, one ya] 
$1,200 and the other at $300: 
$500, and bracelet, $1,000. 

The other model was gowned in a 
beautiful silver lace dress and, like its 
window companion, was also adorned 
with appropriate articles of diamond and 
platinum mounted jewelry. These jp- 
cluded earrings valued at $3,000, brooch 
$500, bracelet $1,200, two rings, one worth 
$2,000 and the other $700, and hairpin 
$1,250. 

In the other window stood two models, 
ene wearing street apparel and the other 
dressed in an afternoon gown. The 
former model was attired in a change- 
able color gown and on its wrist was a 
beautiful octagon shaped watch bracelet 
made of platinum set with diamonds 
worth $300. A brooch valued at $300 
and a pendant worth $800 were the other 
articles of jewelry on this model. In the 
hair of the model, in an afternoon gown of 
blue, was placed a beautiful string of pearls 
worth $500, and on its neck was a pearl and 
diamond dog collar worth $10,000. Other 
articles of jewelry on this model were a 
bracelet worth $1,000 and two rings worth 
$700 and $300, respectively. 

Roster 

George H. Dyson, New Britain; E, 
Gundlach & Co., Hartford; Edward J. 
Brown, Hartford; A. M. Harvey, Elgin 
National Watch Co., Elgin, Ill; Lee 
Roberts, Bristol; R. J. Atwell, Middle- 
town; F. D. Mann, Hartford; B. Ruby, 
Waterbury; Frank P. Woomer, South 
Bend Watch Co., South Bend, Ind.; 
Robert Kerr Neil, Derby; H. W. Stand- 
ish, Willimantic; George P. Spaar, Win- 
sted; Frank M. Todd, _ Bridgeport; 
Anthony W. Hull, Wallingford; Charles 
E. Hancock, Providence, R. I[.; A. V. 
Ansel, THE JEWELERS’ CrrcuLar; Fred 
Weber, Meriden: John C. Tracy, Willi- 
mantic: D. A. Parker, Bridgeport; C. R. 


ued at 
hairpin. 
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Wells, New Haven; Joseph Green and 
M. B. Preston, Keystone Weekly; W. W. 
Gregory, Derby; A. A. Saunders, Ostby 
& Barton Co., Providence, R. at yoasyn 
Pinsker, Middletown; A. M. Paul, New 
Haven; R. VU. Trueworthy, Milford; W. 
C. Hawley, Bridgeport; Samuel M. 
Schneer, Waterbury; J. R. Clayton, 
Waterbury; Benjamin T. Coffin, New- 
ark, N. J.; Jean R. Tack, Newark, N. J.; 
George E. Shaw, Putnam, Samuel I hil- 
lips, Stamford; Edwin H. Williams, 
Bridgeport; W. H. Boughton, W altham 
Watch Co.; W. H. Rudolph, Hamilton 
Watch Co., Lancaster, rat 12 Roy 
Thompson, Mabie, Todd & Co., New 
York: J. Finnerty, L. J. Anshen Co., 
Providence, R. I. 


JAIL SENTENCES NEEDED 


Milwaukee Judge Regrets He Can Only Im- 
pose Fine of $100 on Jeweler Who 
Sold “Gold Shell” as Solid 
Gold 


MILWAUKEE, Wis., March 30.—When 
Morris Safer, who for several months con- 
ducted a jewelry store at 209 Grand Ave., 
was arraigned in District court on Thurs- 
dav to face the charge of obtaining money 
under false pretenses made jointly by Emil 
Runge, a workingman, and the city’s De- 
partment of Weights and Measures, he was 
adjudged guilty and sentenced to pay a fine 
of $100 and the costs of the action. The 
court delivered a severe denunciation of 
so-called “fakers” and declared that if the 
law made it possible, it would send the 
defendant to jail. 

Mr. Runge purchased two wedding rings 
from Safer during the latter part of Feb- 
ruary. He paid $7 for the rings and $1 for 
the engraving work. The complaint 
charged that the rings were represented 
to be solid gold, but a few days after they 
were worn, the circlets turned green and 
Mr. Runge sought the advice of City Sealer 
Jansen, who pronounced the rings to be 
merely “gold-shell.”” A warrant was issued 
for Safer and when he was arraigned, he 
succeeded in obtaining a continuance until 
March 29. Yesterday his case again came 
up and he was found guilty of the charge 
against him. 

The court used the following language in 
fining Safer: “This case convinces me that 
there should be a law to make it possible 
to mete out jail sentences to “fakers.” 
Workingmen and others should be pro- 
tected from their depredations. Buying 
pseudo goods under the representation that 
they are the genuine article is a crime. 
If the law gave me the power to do so, 
I would sentence this man to jail without 
the alternative of a fine.” 

Reputable jewelers in Milwaukee have 
complained long and bitterly against the 
competition of cheap jewelry vendors, es- 
pecially the “fly-by-nights” who remain in 
one location only long enough to get the 
bulk of a certain class of trade and then 
move on. " 























M. D. Armstrong, St. Albans, Vt., has 
opened a branch store at Swanton, Vt. 
The manager of the new store is G. F. 
Kneeland, formerly with A. R. Campbell, 
Morrisville, Vt. 


THE JEWELERWN’ 


CAREER OF HERMAN KOHN 


Prominent Jeweler of Missoula, Mont., Dies 
Suddenly of Heart Failure 


Missouta, Mont., March 30.—The death 
of Herman Kohn, of the Kohn Jewelry Co., 
a prominent citizen and business man of 
this city, which occurred suddenly of heart 
failure in San Francisco about the middle 
of the month, was a shock to friends this 
section. Mr. Kohn had gone to southern 
California to be with Mrs. Kohn. 

‘lerman Kohn was born in Bohemia, 
March 20, 1857, being 60 years old this 
month. He came to America in 1875, 
locating first in Helena. On Dec. 1, 
1879, Mr. Kohn came in to Missoula 
and shortly after opened a small saddlery 
shop in this city. On Jan. 28, 1883, he 
married Miss Carrie Solomon in this 
city. 

Mr., Kohn is survived by a daughter, 
Mrs. Gertrude Kohn Hirschberg, resid- 
ing with her husband and little son and 
daughter at Choteau, and also by a son, 
Irvin Kohn, well known in business and 
social circles of Missoula. Mr. Kohn’s 
stepfather, Adolph Greenhood; his 
brother, Adolph Kohn, and two sisters, 
Mrs. Flora Wolf and Mrs. Emma Mann, 
are living still in Bohemia. Two half- 
brothers, Carl and Henry Greenhood, 
are prominent residents in Missoula. 

Mr. Kohn opened his jewelry busi- 
ness just 28 years ago in this city and 
has been during the time since one of 
the substantial and progressive citizens 
cf Missoula. He served several terms 
as city councilman for Missoula. He 
has held the office of exalted ruler in 
the Elks lodge, as well as high posi- 
tions in official ranks of the Masonic 
lodge and the Independent Order of 
Odd Fellows in this city. 








SWINDLER GETS RINGS 


Used Telephone and Hedley’s Name to Get 
Possession of Jewels Valued at $1,500. 


The metropolitan police are searching for 
a thief who used a variation of an old trick 
on Saturday, March 24, to swindle Reed & 
Barton, Fifth Ave. and 32nd St., out of 
four diamond rings valued at $1,500. 

About noon time, on that day, one of 
the clerks at the store received a telephone 
communication from a man who repre- 
sented himself to be Mr. Norris, secretary 
to Frank Hedley, manager of the Inter- 
borough railroad, advising Reed & Bar- 
ton that Mr. Hedley desired to purchase a 
diamond ring for his wife and one for his 
daughter. The bogus “secretary” suggested 
that four or five rings be sent for his ap- 
proval. A short time after the telephone 
conversation a messenger entered the estab- 
lishment of Reed & Barton with a typewrit- 
ten order for the jewelry which purported 
to come from the office of Frank Hedley, 
165 Broadway. The Reed & Barton Co., 
however, thought it best to send a trusted 
clerk with the jewels. 

When the clerk arrived at the office of 
the secretary, he found the door locked. 
He returned to the Fifth Ave. establish- 
ment and about the time of his return 
again the bogus “secretary” called on the 
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telephone and apologized for not being 
down at the office but suggested that the 
rings be sent to the private residence of 
\irs Hedley, 96 Fanshaw Ave., Yonkers, 
N. Y. 

The trusted clerk proceeded to the 
Yonker’s address and there Mr. Hedley’s 
maid received the package and signed for 
it. Later the stranger telephoned the maid, 
describing himself again as Mr. Hedley’s 
secretary. He asked her to give the rings 
to a messenger who would call. He said 
he wanted to personally deliver them to 
\ir. Hedley who was sick in a_ hospital. 
The stranger laid special stress on the 
point that the incident must be kept secret, 
as Mr. Hedley wanted to surprise his wife 
and daughter. A messenger soon reached 
the Yonkers address and the maid de- 
livered the rings to him. This was the 
last seen of the jewels. 

The only clue the police have to the 
swindler is the description given by the 
two messenger boys. The boys describe 
the man as being between 25 and 30 years 
of age, five feet, seven and a half inches 
tall, and having a smooth face and brown 
hair. The messengers disagreed as to 
whether he was wearing a stiff or soft hat. 

Jewelers of the country are warned 
against the swindler as the police regard 
him as being one of the cleverest crooks 
who ever visited New York. Detectives 
of the Second Branch Detective Bureau 
are working on the case. 








The South Bend Watch Co. has just an- 
nounced a new welfare measure to take 
effect immediately. Every factory and 
office employe and salesman who has been 
in the service of the company for 60 days 
or longer will receive without charge or 
obligation of any sort a life insurance 
policy for $500. New employes are to re- 
ceive the same benefits as soon as they 
have served the requisite 60 days. The 
bulletin announcing the plan has just been 
posted and reads as follows: “In order to 
show our appreciation of loyal and efficient 
service, I have been instructed by the 
board of directors to advise that the lives 
of all employes of the company who have 
been with us longer than 60 days, will be 
insured in the sum of $500 each. This in- 
surance becomes effective April 1, 1917, and 
is given without cost to the employe. The 
beneficiary named by each person will be 
paid the full amount of the insurance, that 
is, $500, in the event of death while. in our 
employ. It is issued for the year ending 
March 31, 1918, but will be renewed from 
year to year and during the life of our 
contract with the Equitable Life Assurance 
Society, unless, in the judgment of the 
board of directors, it shall prove unsatis- 
factory, or experience suggests amend- 
ments. The officers of the company are 
not only interested in you but in the wel- 
fare of those dependent upon you and feel 
that in this manner they can show their 
interest to be real and substantial. We 
all know that the health, happiness and co- 
operation of its employes are important 
factors in the success of the company. On 
behalf of the company, I sincerely hope the 
cordial relations existing between us will 
long be continued. Signed F. H. Welling- 
ton, general manager.” 
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Maine Retail Jewelers Meet at Portland 








Members of Pine Tree State Association Hold Interesting and Instructive 
Convention and Enjoy Banquet 














PortLAND, Me., March 31.—The annual 
convention of the Maine Retail Jewelers’ 
Association, which was held at the Con- 
gress Square Hotel on Thursday and Fri- 
day, proved both interesting and instruc- 
tive. President Charles T. Evans of the 
American National Retail Jewelers’ Asso- 
ciation was in attendance at the convention 
and delivered an interesting address. The 
officers elected at the last meeting will 
serve for another year. The convention 
was brought to a close with the fifth an- 
nual banquet, which was held in the dining 
room of the Congress Square Hotel and 
was well attended. 

The members and guests of the associa- 
tion began to register at the hotel about 
10.30 a. M. The morning was spent in 
registering and in renewing old acquaint- 
ances and forming new ones, the lobby of 
the hotel being used as an informal recep- 
tion room. 

The afternoon session, which began 
about 1.30 Pp. M., was called to order by 
President O. E. Davies, who made a 
short address of welcome, during the 
course of which he expressed regret that 
some of the members were not as yet in 
attendance. Among the officers present at 
the opening beside President Davis were 
First Vice-President F. A. Harriman, Wa- 
terville; Second Vice-President George T. 
Springer, Portland; Secretary E. I. Wad- 
dell, Presque Isle, and Treasurer Allan P. 
Trask, Bangor. 

In the course of his remarks at the 
opening of the convention, President 
Davies said that attention should be called 
to the jewelry publicity subscription now 
being made and that possibly the matter 
would be taken up later. He regretted to 
announce the inability of H. E. Duncan, 
of the Waltham Watch Co., to be present, 
but was glad to say that National President 
Charles T. Evans would address the mem- 


bers. 


ADDRESS OF PRESIDENT EVANS 


State President Davies then called on 
President Evans as the first speaker of the 
meeting and in responding Mr. Evans said 
that he was not going to make a formal ad- 
dress but in a brief and concise way de- 
scribe some of the work the National As- 
sociation is doing. All of the jewelers ex- 
pected were not present at the opening ses- 
sion and National President Evans thought 
it best to talk in an informal way and be- 
lieved that perhaps more benefit would be 
derived than from a formal address to a 
large attendance. 

He calied attention to the work of the 
Jewelers’ Mutual Fire Insurance Co. and 
read some data regarding the work of this 
organization, pointing out the _ benefits 
which were derived by jewelers who placed 
their insurance with the Mutual. He then 
discussed briefly the Stephens Bill, recit- 
ing an experience in his own home town. 
He also discussed the work of the national 
association relative to fraudulent advertis- 
ing and told the Maine jewelers that many 


of the better magazines have taken up the 
matter of the publication of misleading 
diamond advertisements and have refused 
to accept such advertisements. He also 
touched briefly upon the subject of the 
cost of doing business and advised the 
jewelers to become closely associated with 
their local bankers. 

President Evans next took up a discus- 
sion of the research work now under con- 
sideration by the American National Retail 
Jewelers’ Association in connection with 
the Harvard Bureau of Research. He 
dwelt for some time on this topic and then 
discussed the matter of repairs. In_ this 





O. E. DAVIES, PRESIDENT. 


connection he said that it seemed to him 
that a good rule would be to refuse to 
accept for repairs watches of a_ grade 
which the jeweler did not sell and guar- 
antee. He cited a case in his own city of 
a jeweler who took a watch to clean for 
$1, found it needed other repairs and after 
putting the necessary work on the watch 
charged only for the cleaning. He also 
spoke on the necessity of taking advantage 
of cash discounts. 

Following National President Evans’ 
address, President Davies of the State as- 
sociation commented upon the talk which 
Mr. Evans had given, and hoped the 
jewelers had gained a great deal from 
hearing the talk from a man who had 
been all over the country and who drew 
from a big fund of information. 

He next introduced Henry Arnold, of 
D. C. Percival & Co., Boston, who dis- 
cussed the subject of “Trade Conditions.” 

Mr. Arnold said that trade conditions 
are being studied more and more every 
day and that he felt that the jewelers did 
not realize enough that it was along the 
lines of advertising that much can be ac- 
complished. 

The next speaker was A. E. Garnsey, of 
Sanford, Me., who gave a technical ad- 
dress on the subject of ‘“Watchmaking,” 


April 4, 1917, 


going into detail as to excapeme 
_ ; nt match- 
ing. and how it is done. His addres 

inted in the fort f : 
prin n o a pamphlet. It 
follows: 

ADDRESS BY A. E. GARNSEY. 

The term “escapement matching” is used to 
point out the work of bringing the several ¢ 
ponent parts of the escapement into perfect Poe 
ing order with relation to each other: or in oth ‘ 
. es 
words, to make the necessary changes in order t 
produce the proper lock, draft, drop, slide, f “4 
length, let-off, etc. a 

It is difficult ‘to give a comprehensive idea of 
how to match an escapemeni in writing and in 
my opinion the best way to learn to do this work 
is to be under a competent instructor for a while 

is = as difficult to do the work, as in pray 
rect ste the : , 
aaa we org kml ly be — . 

oan ~ S « aiso ow when the 
escapement 1s in a proper condition. I wij 
however, try to give a few points on the subject 
which I trust will be useful to those who do not 
thoroughly understand it. 
> “Ss o ' , , — . : 
he plot Oe alse ale gap 
escape wheel pinion, see that ‘a: a 
’ : y are perfectly 
straight and that they fit properly in the jewel 
holes. It is quite essential that the pivots should 
have some side shake, but too much is liable to 
cause an uncertainty in the action of the escape- 
ment. 

A sufficient amount of side shake is .0] m. m 
and it should not exceed .015 m. m. and the 
amount of end shake should be .02 to .05 m,. m. 
As soon as you have made sure that the above 
mentioned points are correct we are ready to 
try the “‘lock’”’ and the “drop.’”’ Now, put in the 
balance. Try the lock by rotating it slowly tilh 
an escape tooth drops on one stone: then turn 
the balance back and try the lock on the other 
stone in the same manner. The lock should be 
equal on both stones. The lock should be 
about one-thousandth of an inch. You may, how- 
ever, use the thickness of the pallet stone for 
comparison and obtain practically the same results,. 
by making the lock equal to 1-10 to 1-8 the thick- 
ness of the stone. 

If the pallet stones are to be moved in order 
to change the amount of lock, it is very important 
to first consider what will be the effect of a cer- 
tain move besides changing the lock. The drop, 
for example, is affected very rapidly by moving 
the discharging or L stone. Hence, if the drops 
are equal we should make the change in the lock 
by moving the receiving or R stone. If the lock 
is too deep, and the drop is the largest on the 
outside (or too much outside shake) the discharg- 
ing or L stone should be moved. If the lock 
is too deep, and the drop is the largest on the 
inside (or too mucth inside shake) it is necessary 
to move both stones. 

Move the discharging or L stone out a small 
amount and move the receiving or R stone in until 
the lock is correct. It is well to bear in mind 
that you can change the drop to certain extent 
by spreading the stones or closing them together 
in the pallet, as there is most always some room 
allowed for the shellac which is used for holding 
the stones. Spreading the stomes increases the 
drop from the receiving or R stone to the dis- 
charging or L stone, and decreases the drop 
from the discharging or L stone to the receiving 
or R stone. 

Closing the stones has the opposite effect: hence 
it is seen that a change made in this way, may 
make a correction with a very slight movement as. 
the effect is always multiplied by two. The mov- 
ing of a pallet stone in or out in the slot will 
also affect the draft feature of the escapement: 
this is a point which we should bear in mind 
whenever making a change in the position of the 
pallet stone. The effect of moving the R_ stone 
out is to increase the draft on both stones, where- 
as if the L stone is moved out and the R_ stone 
moved in, it will decrease the draft. 

Now set the bankings so that the fork will be 
arrested at the instant the escape tooth drops on 
each stone. This is called Banking to Drop. Now 
try the lock and drop on every tooth in the escape 
wheel to ascertain if the escape wheel is correct. 
The *best way to try this is to put in the balance 
and move it slowly with the finger and observe 
the pallet action through the peep holes. Now 
try the jewel pin action. The fork should swing’ 
an equal distance to each side of a line drawn 
from the center of the pallet arbor to the center 
of the balance staff when the pallet is banked 
to drop. 

If we find by rotating the balance that it moved 
farther on one side than on the other, or that the 
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clears the fork horn on one side 
ther, it will be necessary 
oes not on the o . be t 
ad os the fork close to the pallet or swing it on 
- valet steel if the parts are separate, a sufficient 
pst t to bring it in line and just let the jewel 
- agen out. This is called “‘to adjust the let- 
in S : 
P 9”? 


jewel pin just 


gth is that it should 


on. k n 
fl . r the for le ; 
The test fo t on both sides when 


the jewel pin to “* ou 
rop. 
“" __ ranges ea “A which is allowed 
a os The test for a short fork is to 
idling 3 balance so as to unlock the pallet, then 
oat the motion and see that the pallet is car- 
ot hath safely to lock by the jewel pin. This 
should be tried on both pallet stones. is yon 
tomary to try the shake of the fork w en t e 
center of the jewel pin is opposite the cornet “ 
the fork, and not to allow the pallet to unloc 
from this shake. Now try the shake of the jewel 
pin in the fork slot, which can be done by bring- 
‘ng the jewel pin in line between the balance 
oe and pallet arbor and while holding the bal- 
a in this position try the shake with the a 
end of a piece of pegwood. The shake shoulc 
be about one-thousandth of an inch, or in other 
words the jewel pin must be one-thousandth of an 
inch narrower than the fork slot. . - 
The safety action is also adjusted while the es- 
capement is banked to drop. The guard a 
should be made just barely free when the — 
is against the banking, and this should be tried 
carefully on both sides. If this 1s done correctly 
the roller will have the necessary clearance when 
the bankings are opened to allow for the slide, 
which should be about the same amount as the 
. made the statement that the best way to 
learn to do this work is under a competent in- 
structor, and in my opinion, there is no place in 
the United States where one can get this in- 
struction (escapement matching, balance trueing 
and poising, springing, jeweling, adjusting, lathe 
work, etc.) for anywhere near the price and 
from such able instructors as can be obtained at 
the New England Watchmakers’ Club, Franklin 
Union building, Boston. These instructors are 
from the largest watch factory in the world, the 
Waltham watch factory, and are experts in their 
wT he fact that Mr. Harrie E. Duncan, of the 
above named factory, is an influential member, 
should be recommendation enough for those who 
are looking for information regarding this in- 
5 been a member of this Club six or eight 
years and a regular attendant. I would advise 
every watchmaker to become a member. 


The next speaker was Colonel John be 
Shepherd, of New York, who delivered 
one of his interesting addresses. 

The next speaker on the program was 
Mrs. A. E. Garnsey, Sanford, who deliv- 
ered the following address: 

SPEECH OF MRS. A. E. GARNSEY. 


on this subject I will first speak 
It was organized 


allow 


In opening 
of our own State 
Feb. 1, 1912, and really your 
with many other State organizations 
The work of the Maine association ha — 
consisted of its regular conventions o1 = _ 
which have been very helpful to those w yd 
tended; but the attendance at some of enna wed 
erings has not been such as to encourage - 
dent Davies after the hard work he puts in 

members out. 
“ye meetings he has been able to procure 
speakers who have given very helpful and — 
tive information to those present, and they ave 
applied the ideas in many cases to their own 

ss. 

— some reason the association has not suc- 
ceeded in obtaining any special legislation as yet 
for the protection of its members, but —— 
Davies is going to push a bill regulating uncallec 
for repair jobs. He is fighting for it to the finish. 
In New York State there is a law that a jeweler 
is allowed to sell all goods left for repair and 
not called for within a year, and we will also 
have this yet. asia 

Some may not be aware of the possibilities for 
help that lie in membership in your State orgami- 
zation and, being ignorant of them, fail to claim 
them. Alfred O. Bald. secretary of the New York 
State Retail Jewelers’ Association, in a personal 
letter has given me some interesting facts that 
have come under his observation, where the asso- 
ciation has been appealed to and results obtained 


association. 
is young in comparison 
in the west. 
s so far 
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that could be obtained in no other manner. 

Just recently this case was brought to his at- 
tention: A bracelet was sent to the factory for 
repairs. The factory claimed to have repaired 
and returned it to the dealer, notifying him of 
the return. Neither bracelet nor notification was 
received by the dealer and no satisfaction was 
received or could be obtained by him. Mr. Bald 
took this matter up in behalf of the association 
and was successful in procuring a new bracelet 
for this member. In one New York town, some 
time ago a silver manufacturer sold a chest of 
silver direct to a jeweler’s customer. Naturally 
the jeweler protested to the manufacturer and 
after several months of correspondence the factory 
told him they wished the matter dropped. The 
jeweler then appealed to the president of the as- 
sociation with the result that after writing a 
couple of letters to the head of the silver concern 
the jeweler received a check for $33.40, to which 
he was rightfully entitled, but which he would 
have failed to receive but for the co-operation 
civen by the State Association. 

A judicial ultimatum was handed out by Justice 
Noonan of Buffalo, N. Y., covering one of the 
greatest trade afflictions of our trade, namely, the 
auction fakers. This ultimatum was a victory for 
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the LDuffalo Jewelers’ Association, through whose 
efforts the faker was brought into court. Justice 
Noonan said: “I want to make it known to all 
jewelry auctioneers right here that this court 
will not tolerate any violation of any section of 
the anti-jewelry auction ordinance of this city, and 
any case appearing before me in the future will 
receive the maximum punishment.”’ 

In our ewn town there is absolutely no regula- 
tien as regards prices for repair work, and for 
that matter none for jewelry. Through their as- 
sociation many States have obtained uniform prices 
for repairing; co-operation briugs about results 
that nothing else will. There is no reason why 
our Meine convention should not be as interesting 
as any. We have material enough and of the right 
kind, but for some reason the jewelers of Maine 
cannot be made to see what the association can 
and ought to mean to them. It is not necessary to 
have a membership of many hundred to be a live 
organization, but what we have seem to lack en- 
thusiasm. 

How many of you jewelers have a satisfactory 
system of bookkeeping? How many know at the 
close of the yvear where you actually stand? We 
all have some system of bookkeepirg, but is any 
svstem at present in existence that meets the needs 
of this particular branch of business? Many 
jewelers have come to the conclusion that there is 
no such system, and the proposition is to evolve 
one by a studv of the needs. 

Probably all of us are familiar with the work 
that has been done at Harvard College through its 
Bureau of Business Research. Mr. Ellis Gifford, 
in a letter written Feb. 20, expressed the hope 
that we at our convention might be the first to 
raise funds toward helping on this investigation, 
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but in a letter dated March 14 he informs me 
that money has already been raised toward the 
fund. But $100 per year for three years is the- 
cost of a sustaining membership for individuals, 
or a membership can be divided among a group. 
of dealers in small towns. Manufacturers have 
given $200 to $500 per year. Now this is an 
established fact that we are to have this investi- 
gation and we shall all want to come in on the 
benefits, we surely do not want to be among those 
who “reap without sowing,’’ so let us talk this 
thing up among the jewelers of the State and 
see if we can get a bunch of memberships that 
will swell this fund. Each jeweler in Portland, 
sangor and Augusta should take out an individual 
sustaining membership, and in small towns, like 
my own, the jewelers shoud] be able to stand one, 
and possibly two. 

The Harvard College Graduate School of Busi- 
ness Administration through its Bureau of Busi- 
ness Research is trying to find out what it costs 
the modern merchants in all lines to do business. 
They are doing this work just as a medical school 
makes a thorough study of diseases before it tries 
to teach doctors to practice. A medical school has 
a hospital for a clinic. The business school has 
the modern business world. As a start this school,. 
on its own initiative, studied conditions as they 
existed in the shoe business. They took this as a 
typical example whose headquarters were near 
Boston, and as a commodity that has marketed 
through many channels, specialty stores, depart- 
ment stores, factory direct agencies, and mail order 
houses. It was simple, as there was just one com- 
modity. This gave them a vast fund of informa- 
tion for a starter. Next they took up the study 
of the grocery business—one of the most compli- 
cated and the one on which the public mostly 
depends. These two they have finished on their 
own respensibility. Through lack of funds they 
cannot at present do any more voluntary investi- 
gating in a big way, although they may undertake- 
any other trade.as funds are available. But the 
Jewelry business being a luxury and comparatively: 
unimportant, they would not consider an investiga- 
tion of it at present unless we pay the bill. But 
the price they set is so ridiculously small that I do. 
not see how the jewelry trade can neglect the op- 
portunity of having the investigation put through 
at once. They will charge us only $5,000 per 
year for three years and will make a perpetual’ 
investigation of our trade which will give us all’ 
the figures we want. Then their faculty will de- 
vise a system of bookkeeping to meet our condi- 
tions. They will not hash over any other system 
for our use but will give us the best system for- 
the retail jeweler as disclosed by the investigation.. 

These investigators will] go only into those stores 
who ask them. But it has been found in the other 
investigations that the stores gain so much from 
the information they get from the investigators 
that every one wants them to come to his store. 
If a merchant has no books, or poor books, so 
that the figures wanted are not available, the in- 
vestigators will dig them out for themselves. 
They may stay in a store for days, but they will 
get the figures. These figures will be kept abso- 
lutely confidential. The investigator has no in- 
terest in the jewelry business and never will have. 
Trade secrets will be of no use to him. The repu- 
tation of Harvard College means that no informa- 
tion will be disclosed to your competitors. When 
the investigator finishes a store he puts the figures 
on a numbered sheet and sends it into Cambridge 
to the director, who alone afterwards will be able 
to tell to whose store that sheet belongs, and he 
only on looking up a code book in his own pos- 
session. The only reason he would have for look- 
ing this up would be to verify some figures which 
might be somewhat out of the ordinary. Merchants 
need have no fear of telling the investigators their 
troubles. A man who has visited and Studied as 
many jewelers as these men will have will be 
valuable men to talk to. They will have valuable- 
ideas to help out many a jeweler. 

After the investigation is complete the results 
will be tabulated and arranged as to stores doing 
certain amounts of business and in like locations 
as to population, etc. They will give a table of 
standards of all costs of doing business itemized 
and turnovers itemized into departments, so that 
you could see whether or not you were turning 
over each line as well as the average store in a 
like location. 

These figures will naturally vary between the 
several ways of marketing jewelry. The small’ 
town jeweler will be able to do business on one 
margin and the large city man on another. I am 
so sure that the specialty jeweler will market his. 
wares less than thev can be marketed in any other’ 
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way that I believe the investigation will be the 
best advertisement for people to trade at home 
that the jewelry business ever had. Harvard Col- 
lege and the Federal Trade Commission, who, by 
the way, will work with them, will give the results 


wide publicity. If these results turn out as I 
expect (and I am not basing my confidence on 
myths). the jewelers can show their customers 
that they can sell jewelry cheaper than any de- 
partment or mail order house. The _ publicity 
alone will be worth a tremendous amount to the 
rade. ‘The small town merchant can do business 
on a lower margin than the big city department 
store, and the quicker this fact is brought to the 
attention of the public and 


ad : 5 od } | Sd > . 
better for the average jeweler. 


The figures from this investigation will be fur- 
nished without charge to any one connected with 
the jewelry trade. The bookkeeping system drafted 
from the investigation will be furnished any jeweler 


7 


without charge, and the forms at a nominal ex- 
pense, if he wishes to use the standard forms, 
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DRILL FOR DEFENSE 


New York Jewelers Begin Active Work as 
Members of the Home Defense 
League 
That the New York jewelers of Maiden 
Lane and vicinity are in earnest in their 
so-called preparedness work was maniiest 
last week when the various companies of 
the Jewelers’ Branch of the Home Defense 
League recently formed, started drilling at 
the police station house on Greenwich St., 
south of Cortlandt St., under the direction 
of competent police officers. About 150 
jewelers had enrolled up to this week bu 
the number will probably be more than 
doubled, or at least considerably aug- 
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property are exposed either in Showcases 
or in the wallets or grips of salesmen 


The jewelers will be rudimentarily armed 
with nightsticks and police badges and will 
be drilled in rudimentary police work 
that should occasion arise, they can be 
— mobilized to take the place of Pt 
regular police force, and will be able 
quickly throw a cordon around the pie 
district and act as a guard for the mer- 
chants therein. 


A feature of the work already Started by 
this organization lies in the fact that it was 
not only participated in by the younger 
members of the trade but by the middle 
aged and older members, some of the most 
prominent importers and jobbers particj- 





A COMPANY OF NEW YORK JEWELERS WHO JOINED THE DEFENSE LEAGUE DRILLING AT THE GREENWICH ST. POLICE STATION, 


Every jeweler using the system will report each 
year what he did the vear previous to Cambridge 
and they will compile new figures yearly. This 
will give us a constant Bureau of Standards, 
which we hope will improve as time goes on. The 
school will, of course, answer a limited amount 
of questions for the trade, giving us the benefit 
of their trained faculty for our individual problems. 

Jewelry manufacturers today have no knowledge 
whatever of what it costs the retailer to do busi- 
ness. They go to some of their largest customers, 
to whom thev doubtless give a special discount, and 
ask them what retail price they wish put on the 
goods. Then they put on a restricted price at 
retail of this amount, which is absolutely unjust to 
the small merchant. We must show these manu- 
facturers actual figures. This investigation is the 
only thing that I have heard of that will allow 
us jewelers to reap the benefits we should when 
the Stephens Bill is enacted into law. We can 
force the manufacturer to give us a profit. 

The figures published by this investigation will 
do much to stop price cutting. Most price cutters 
cut because they know no better. They will be the 
first to stop it when they see in black and white 
that it is coming out of their own pockets. 


The convention then discussed a number 


of matters and the meeting adjourned. 


The evening was devoted to a banquet 
which was greatly enjoyed, during the 
course of which matters of interest to the 
jewelers were discussed from _ various 
angles. 

On Friday the jewelers held an execu- 
tive session. ; 

The association published a program this 
year containing 23 pages. 


mented according to what the police and 
executive committee feel the trade -needs 
in the way of volunteers. 

As noted in a recent issue of THE 
JeEweELers’ CrrcuLtar the work of the 
Jewelers’ Branch of the Home Defense 
League was taken over by the members of 
the Jewelers’ Branch of the Business Men’s 
National Service League that had been 
previously formed. The Home Defense 
League was organized by the police some 
time ago among the residents of the vari- 
ous districts, who are drilled to take the 
place of the police in protective work should 
the police force be concentrated in any one 
section of the city during riot, insurrec- 
tion, earthquake, or other calamity. There 
being no residents in the jewelry district 
(although this district, it is believed, will 
immediately attract the attention of the 
looting element of the population should 
the police be called away), it was decided 
to call upon the business men in the dis- 
trict to form the branch of the Defense 
League, this can be done as the time when 
protection may be most needed will be be- 
tween 9 A. M. and 5 p. mM. when the great 
stocks of jewelry are under the least pro- 
tection, when the jewels are out of the 
safes and safe deposit vaults, the safes are 
open and millions of dollars’ worth of 


pating in the drills. Among those who 
attended the first drill, Friday last, was 
A. K. Sloan, president of the organization, 
who climbed to the top of the building to 
be with the boys when they made their first 
showing. About 125 were called out to 
drill on Friday and hereafter they will 
probably be called according to companies 
or squads. About 72 composed of com- 
panies A. and B. drilled Monday morning 
at 11 A. M. and about a similar number 
Monday afternoon. 

On Monday Captain Quinn of Inspec- 
for Dwyer’s staff was present at the drills, 
which were supervised by adjutant, George 
F. Gilmore of the jewelers. 

Captain Wells, of the International Silver 
Co., was selected to head Co. A., while 
Charles F. Brinck was appointed as captain 
of Co. B. 

At the Monday morning drill Captain 
Wells announced that Harry Dickenson 
and Emanuel Untermeyer, had been select- 
ed as lieutenants of Co. A. 

Captain Brinck made the following ap- 
pointments on Monday, lieutenants, Ed- 
ward H. Dean and J. C. Conklin; first ser- 
geant, Percy Savory; second sergeant, 
Frank T. Sloan; third sergeant, Mr. Voegeli 
and fourth sergeant, John D. Kolb. 

Among the jewelers who were the first 
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nteer for this service were: J. H. 
Alexander, William C. 
Schwenk, William V. Thomas, William = 
Wagner, M. Raoul Pellissier, Alfred H. 
Bamman, Charles E. Prout, im Harry J. 
Calnan, William H. Combs, Frank : Sloan, 
Edward J. Batchelder, Louis Cutler, Edwin 


to volu 
Boling, James E. 


Freudenheim, Irving Broder, Harry .. 
George F. Gilmore, Louis Nuss- 


Larter, 


baum, Benjamin F. Rees, Joseph F. Carey, 


‘on E. Savvis, Charles A. Kalldin, F. A. 
+ Jr., Owen F, Murray, Otto Kranz, 
Clarence Schwartz, Ralph I. Green, Carrill 
Kellman, John F. Sheridan, Frank LeBron, 
Christopher D. Glackin, James V. Norman, 
Fred Brunning, R. C. Smith, Ernest M. 
Lunt, Jr. Walter Langton, Wesley Steele 
Block, Jr., Joseph L. Maged, Joseph Fahys 
2nd, Earl L. Trautman, William W. Knoll, 
John Hall, George L. Grunthaler, Andrew 
Dillon, Garrett H. Van Winkle, Henry 
Labousun, Frank E, Bennett, Francis J. 
Meade, Edward M. Hulbert, William H. 
Hoagland, Clayson B. Howell, William 
Voegeli, James C. Conklin, Edwin H. Dean, 
Charles F. Brinck, Percy H. Savory, 
Anthony Peters, Joseph D. Little, C. A. 
Higham, Robert A. Bonaventure, Harold 
D. Johnson, Everett L. Bliss, William P. 
Lahr, David Almon, Roderick Miller, 
Arthur W. Korwan, Richard J. Boos, Le 
Roy F. Smith, John Steinlen, Herbert I. 
Bush, Joseph P. Holland, George A. Miller, 
Albert L. Alexander, Pierre Bonnett Wil- 
marth, James H. Walker, Andrew J. Led- 
wirth, Julius R. Riedel, Harry A. Flinn, 
William Henry Alger, Edgar H. Weeks, 
Paul A. Gowell, C. V. Schuyler, Frank G. 
Moyer, Joseph Heitel, Z. H. Oppenheimer, 
Arthur L. Dean, H. Russell Williams, Fred- 
erick Better, Horace D. Lapham, W. H. 
Galloupe, Charles Goepfert, Robert G. Bail, 
William L. Hooper, Edward Quinn, John 
O. Wells, Otto Futzinger, William J. Royal, 
Charles J. Legler, Frank E. Goode, Edward 
P. Axenroth, J. F. Schierloh, Walter Unter- 
meyer, Emanuel Untermeyer, Jacob Lamb, 
James F. Kelley, Charles Llewellyn Jones, 
George J. DuPrey, Robert T. Dieges, 
George M. Landon, Herman Esaac, Edward 
L. Mahnken, Robert E. Sherwood, Charles 
V. Clare, John C. Lush, James J .O’Rourke, 
J. Stuart Wilson, Albert Leopold Fiorillo, 
Gordon L. Ryno, August O. Pacher, Ar- 
mand L. Spier, Robert Stoll, Frank Schal- 
ler, J. R. Greason, Jr., George Schofield, 
Jr., Philip Phoel, Coenraad Phoel, Arthur 
D. Brower, Charles H. Barnum, John E. 
Lane, John J. Harrison, George F. Gilmore, 
Eugene Valle, Henry C. Barthman, John 
Schumacher, Thomas A. Wellis, William I. 
Rosenfeld, Milton B. Rosenbaum, Floyd S. 
Neely, E. F. George Hiesinger, Milton B. 
Rosenback, George R. Brown, George H. 
Moritz, Carl F. Kees, Henry W. Wilson. 

















Jewelers’ Gold Bars Withdrawn and 

Exchanged at New York 

Week Ended March 31, 1917. 

The U. S. Assay Office reports: 

Gold bars exchanged for gold coin... .$578,856.20 
Gold bars paid depositors............. 56,019.17 
ES pee wert eee ee $634,875.37 
i a a a $165,390.34 
I See ce eta 76,972.78 
NS Sar et an Ra 88,224.41 
SEI NN IAN eR ier =i eral 146,907.03 
SRR RNR INSEE 101,361.64 
i a a oe ap een 
Ee a ae eee ae $578,856.20 
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Window Smashers Visit Store of Henry 
Nockin and Escape with Rings and 
Other Articles 
A police officer discovered last Wednes- 
day morning that a window in the store 
of Henry Nockin, 2321 Broadway, New 
York, had been smashed. The work had evi- 
dently been done by using a heavy iron bar, 
12 inches in length, which was found a few 
feet away from the broken window. A\l- 
though the hole in the window was small 
the window-smashers had time to clear 
out the entire contents of the main show 

window. 

When the detectives were summoned they 
made a tour of the neighborhood and ques- 
tioned S. Brown, a grocer, 2318 Broadway, 
who said that early that morning as he 
was waiting for his automobile to take 
him down-town to a market he saw two 
men standing in front of the Nockin store. 
He went a half block away to meet his 
automobile and when he passed the store on 
the way back the two men had gone, but 
he did not notice the condition of the 
window. 

He described the two men. One was 
about 25 years of age, five feet seven 
inches in height, weighing about 140 pounds, 
of slender build and smooth shaven. He 
wore a light suit but no overcoat. He 
describes the second man as about 30 years 
of age, five feet five or six inches in height, 
weighing about 160 pounds, of heavy build 
and smooth shaven. This man wore a 
dark overcoat, both men wore caps. The 
robbery was perpetrated at an opportune 
time, as the night watchman who patrols 
that block had gone to his home about one 
hour before that time. 

Mr. Nockin reports that the jewelry miss- 
ing is valued at about $400. This includes 
46 rings, set with stones of various values, 
about one dozen cuff links, two breast pins 
and two watches. 

Detectives of the Fourth Branch Detec- 
tive Bureau are working on the case. 








Cincinnati Watch Concern Offers Wireless 
Station to the U. S. Government 


CINCINNATI, March 31.—The Gruen 
Watch Co. has had installed in its new 
home on Time Hill, Cincinnati, a powerful 
wireless station. Wednesday, March 27, 
Mr. Fred Gruen, president of the company, 
sent a telegram to the President offering the 
use of the wireless station to the govern- 
ment without compensation. The telegram 
was as follows: 

“We offer our newly installed wireless 
station for governmental service without 
compensation, located on ‘Time Hill’ over- 
looking Cincinnati, about 400 feet high.” 

Immediately after the telegram was dis- 
patched, a letter was sent by the firm, ex- 
plaining the action and confirming the wire. 

The letter read: 


“We have installed a very complete wireless 
receiving and sending outfit here for the main 
purpose of receiving time each day from Arlington 
Observatory. If you desire, we shall be very glad 
to offer this station for the defense of our country 
without any cost whatever to the government. 

“You could station some of your officers here 
to operate this, if you so desire. We, however, 
hope that there will be no war, but, should it 
come, we will gladly do all we can to benefit our 
country.” 


AN UNUSUAL SUIT 


Low - Taussig-Karpeles Co. Bring Equity 
Action Against Spanish Corporation 
to Stop Alleged Misrepre- 
sentations 


An equity action filed in the United States 
District Court of New York on Monday, 
March 26, by the Low, Taussig, Karpeles 
Co., Providence, R. I., names Industria 
Espanola DePerlas Imitacion, a Spanish 
corporation, with an office in Manhattan, 
as defendant. The action arises under the 
trade mark laws of the United States and 
seeks damages of $3,000. 

The bill of complaint claims, that for 
more than five years the complainant con- 
cern has dealt in imitation and other pearls 
which are being sold under the trade mark 
of “La Tausca” pearls. This name, it is 
claimed, was registered at the Patent Office 
at Washington, D. C., on July 23, 1912, and 
is covered by registration No. 87547. It 
is further maintained that the good will 
and the business of the firm is valued at 
about $200,000. 

The defendant, who deals in imitation 
pearls, it is alleged, made certain representa- 
tions to customers of the complainant to 
the effect that the imitation and other 
pearls sold by the latter under the trade 
mark “La Tausca” pearls were purchased 
from the defendant. Other charges are 
also made against the defendant. The 
defendant, it is claimed, has failed and re- 
fused to retract certain statements and as 
a result suit was started. 

For the alleged injury inflicted upon 
the good will, trade-mark and business in 
general of the complainant Low, Taussig, 
Karpeles Co., the latter asks for $3,000 
damages. The bill of complaint continues 
by saying: “The grounds upon which the 
court’s jurisdiction depends are: that the 
matter in controversy exceeds, exclusive of 
interests and costs, the sum of or value 
of $3,000 and is between a citizen of a 
State and a subject of a foreign State, and 
that this is a suit arising under the trade- 
mark laws.” 

A decree is demanded enjoining the de- 
fendant corporation from further continu- 
ing the alleged fraudulent and wrongful 
misrepresentations. 








COMMITS SUICIDE 


Harry Springman, Former Philadelphia Job- 
ber, Shoots Himself While a Sufferer 
From Nervous Prostration 


PHILADELPHIA, March 30.—IIll for several 
months, Harry Springman, formerly pro- 
prietor of a wholesale jewelry store at 722 
Chestnut St., committed suicide this morn- 
ing by shooting himself at his home, 1724 
N. 19th St. 

It was shortly after breakfast that Mrs. 
Springman heard three shots and found 
her husband lying on the floor of his room. 
The fatal bullet had entered his head. 
Springman died while being taken to the 
hospital. 

About a year ago Springman was stricken 
with nervous prostration and was forced to 
give up business. The deceased is survived 
by a son and a daughter beside his 
widow. 
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TRADE CONDITIONS. 


The conclusion of the first three months of the 
year finds the manufacturing jewelry industry 
quietly pursuing the even tenor of its way, with 
enough to do to keep the factories operating on 
a normal schedule without any rush or boom. 
Most of the manufacturers report that they have 
orders ahead, although few are booked to any 
considerable amount. The present unsettled situ- 
ation is reflecting its deterrent influence upon the 
trade and the encouraging prospects announced at 
the commencement of the year do not appear to 
be so bright at the present time. However, sev- 
eral of the manufacturers report good returns 
from the initial showings of their new lines, 
especially on girdles and beltings. All articles of 
jewelry of a military design or suggestion are 
meeting with increasing demand and makers of 
enamel flags are unable to keep pace with the call. 

J. M. Weinbaum has opened a retail store 
at 40-42 Empire St. 

Mr. and Mrs. Charles H. Field left last 
Thursday for a stay at New York and 
Atlantic City. 

Herbert S. Tanner, the Westminster St. 
retailer, was a business visitor in Boston 
the past week. 

James C. Doran & Sons have just pur- 
chased from Daniel L. Donovan a lot of 
land with buildings thereon on Elbow St. 

Clark Kusterer has joined the sales forces 
of the FE. L. Logee Co. He was for several 
years in a similar position with the Irons 
& Russell Co. 

E. M. D. Kiely has filed a certificate with 
the city clerk of Pawtucket that he is the 
owner of the Kiely Decorative Glass Co., 97 
Arch St., that city. 

Charles Shartenberg has been elected a 





‘member of the executive committee of the 


Pawtucket and Central Falls branch of the 
American Red Cross. 

The London Jewelry Co. was awarded 
second prize in Class C for window displays 
during the Merchants’ Carnival Week at 
Pawtucket last week. 

Henius & Co. have removed their offices 
from the Wilcox building, 184 Washington 
St.,.to the fifth floor of the Union Trust 
building, 170 Westminster St. 

Instructions have been received by credi- 
tors here of Bliss Bros. Co. of Attleboro 
to present their respective claims to the 
trustees on or before April 14. 

J. Ernstof, 572 Public St., has filed in- 
formation with the City Clerk’s office 
that he is proprietor of the Waltham 
Jewelry Store, 38 Aborn a. 

Dr. Edward F. Carroll, appointed post- 
master of Providence by President Wilson 
last week, assumed his new duties Saturday 
afternoon, succeeding Walter A. Kilton. 

C. J. Roehr, manager of the Chicago 
office of the Bassett Jewelry Co., is spend- 
ing a few days at the factory in this city, 
preparing the firm’s new line for the trade. 

The Simpson-Brainerd Co., manufactur- 
ing jewelers, who recently removed from 


9 Calender St., are now practically settled 


in considerably larger quarters at 80 Clif- 
ford St. 

Wiliam P. Chapin, Jr., secretary of the 
Chapin & Hollister Co., was in New York 


and vicinity the past week on business 


and pleasure. He was accompanied by 


Mrs. Chapin. 


Woodward Booth, manager of the New 
England Manufacturing Jewelers’ and 
Silversmiths’ Association, was in New 
York the past week on business for the 
association. 

Howard Flynn has accepted a position 
with the sale forces of the Capron Co., 70 
Ship St., and will make his headquarters 
at Chicago. He was formerly with the 
E. L. Logee Co. 

Among the members of the ways and 
means committee appointed by Brown Uni- 
versity to secure a new athletic field is 
Donald LeStage, of the LeStage Mfg. Co., 
of N. Attleboro Falls. 

Col. H. Anthony Dyer and Henry 
Fletcher were among the principal speak- 
ers at the annual banquet of the In- 
dependent British-American Association 
last Thursday evening. 

The Nicholson File Co. has declared a 
dividend on the capital stock, the amount 
of which was not publicly stated, pay- 
able on and after March 31 to stock- 
holders of record of March 24. 

The quarterly examination of candidates 
for registration in optometry will be held 
in this city by the State Board of Optom- 
etry the fourth Monday in April. There 
are already five candidates in the class. 


The regular monthly meeting of the 
directors of the Manufacturing Jewelers’ 
Board of Trade will be held at the rooms 
cr the association in the Turks Head 
building on Friday afternoon, April 20. 

The regular monthly meeting of the 
New England directors of the National 
Jewelers Board of Trade was held at the 
Turks Head Club, this city, last Monday 
afternoon, when considerable business 
was transacted. 

Thomas Primavera, formerly with the 
A. & Z. Chain Co., and his brother, Victor 
Primavera, formerly with the Ruby Jewelry 
Co., have started as Primavera Bros. in the 
shop of J. McMasters, 185 Eddy St., manu- 
facturing a line of gold goods. 

B. A. Ballou & Co. was among the 
first concerns to return to the Providence 
Chamber of Commerce the loyalty cir- 
culars recently sent out. They contained 
310 names. The Boston Store (Callen- 
der, McAuslan & Troup Co.) returned 
178 names. 

The die cutting department of the Gor- 
ham Mfg. Co. unfurled a large American 
flag in its main room Saturday at noon. 
Foreman E. V. Barwell pulled the rope 
that released the banner and it hung 
from the rafters. As the flag dropped three 
rousing cheers were given by the men. 

Employes of the Brown & Sharpe Mfg. 
Co. grinding department held a patriotic 
rally and flag raising Friday noon. A big 
American flag bought by the emploves of 
the department was unfurled and draped 
on one of the walls as the “Star Spangled 
Banner” was sung by over 100 voices. 

Col. Harry Cutler, of the Cutler Jewelry 
Co., chairman of the Rhode Island State 
branch of the Jewish Relief Association, 
has been in New York the past week at- 
tending the American-Jewish congress, 
which is endeavoring to secure equal rights 
for Jewish peoples in belligerent countries. 

Rubbish in a barrel caused a fire in the 
Calender building, 9 Calender St., early 
Saturday morning. Some damage was 
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done the Rhode Island Mirror & Glass Co?’ 
shop on the sixth floor, where the +e 
started, while water did considerable Poy 
age in several jewelry shops on the floors 
below. 


Clarence N. Quinn has purchased of Ma 

Geemite Seite ion “eo aX 
rranitz his interests in the firm of Granit 
& Quinn and will continue the business yn- 
der the same corporate name. The firm 
operates two stores, corner of Weybosset 
and Clenence Sts. and corner of Weybosset 
and Union Sts. Max Granitz announced his 
withdrawal from the firm last week, Stating 
that he was no longer connected with the 
business. 

The team representing the Engraving de- 
partment is pushing the Polishers hard for 
the honors in the bowling tournament of the 
Gorham Mfg. Co. League, composed of 10 
teams from that plant. The leading Polish- 
ing aggregation has won 51 games and lost 
24, while the Engraving has 50 won and 25 
lost to its credit. Outside of these two 
teams, the others haven’t a chance for the 
pennant. 

The Kohinoor Novelty Co., which was 
recently incorporated under the laws of 
Rhode Island, is located at 115 Wickenden 
St., where it will manufacture a general 
line of jewelry. The company has organ- 
ized with William A. Harris, who was for- 
merly with D. Wilcox & Co., as president 
and treasurer, and Harry A. Gourdier, of 
Warwick, who was formerly with George 
3erkander, is secretary. 

Among the jewelry buyers reported in 
this city during the past week were the 
following: Messrs. Jacobs, of D. Jacobs, 
Sons & Co., Cincinnati, Ohio; H. D. 
Kantrovitz, of the Memphis Jewelry Co., 
Clarksdale, Miss.; Mr. Stiffelman, of the 
Stiffelman Jewelry Co., Kansas City, 
Mo.; C. Gutmann, of L. Gutmann & Sons, 
Cincinnati, Ohio; Phil Barish, of New York 
city, and Mr. McFarden, of Kresges, De- 
troit, Mich. 

Plans for a large new building on 
Olneyville square have been completed 
and the occupants of the property from 
1920 to 1930 Westminster St., inclusive, 
have received notice to vacate by May 1. 
The property has been leased to the F. 
M. Woolworth Co. for a long term of 
years and work on the new structure 
will be commenced at once. A portion 
of the building will be occupied by the 
Woolworth company. 

Employes of the American Emery 
Wheel Works held a flag raising at the 
company’s plant, 325 Waterman St. 
Tuesday noon, the demonstration being 
accompanied by the singing of patriotic 
airs and music by the employes’ band. 
The ceremony was witnessed by several 
hundred persons, including all the em- 
ployes. The affair was arranged for the 
dedication of. the new flag pole which 
has been erected recently by the com- 
pany. 

A mass meeting of jewelers, called by 
John Schwartz, general organizer for the 
International Jewelry Workers’ Union, 
was held at the Gaiety Theatre last Sun- 
day afternoon as a preliminary to an ef- 
fort that is being made to organize the 
industry in this city. Addresses of a 
ceneral character as to the advantages of 
organization were made, and it is under- 
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stood that during the past week much 
individual campaigning has been done 
in the interest of the proposed union. | 
Fred B. Thurber, secretary of the Til- 
den-Thurber Corp., and widely known in 
yachting circles along the entire Atlantic 
coast, and who achieved considerable 
fame in a long distance ocean voyage a 
few years ago, reported at Newport last 
Friday for duty in the United States 
Naval Coast Defense line. While he 
could not be ordered into service unless 
war was declared, Mr. Thurber requested 
that his services be utilized, and this was 
oranted, and he was given the rank of 
lieutenant (junior grade). His duties at 
present will be mainly along the line of 
instruction. 
Hiram J. Grover, sales manager of 
the small tool department of the Brown 
& Sharpe Mfg. Co., ended his life by 
shooting at his home, 151 Irving Ave., 
Wednesday morning, just as he was 
about to leave the house for the factory. 
Members of the family are at a loss as 
to the cause of the deed, as he was ap- 
parently in the best of health and had 
ne financial worries of any kind, so far 
as known. He was 42 years old and 
came to this city from St. Louis in 1904 
and had been sales manager of the small 
tool department for the past 10 years. 


He leaves a son. 

Tames F. Pullan of Woonsocket has 
acquired an interest in the recently incor- 
porated Dover-McDevitt Co. of this city, 
makers of high grade tools and ma- 
chinery for jewelers’ purposes, and has 
taken up the duties of superintendent. 
Mr. Pullan is one of the best known spe- 
cialists in the country in the manufacture 
of such tools and machinery, having, 
during the past few years, been employed 
as master mechanic with the Taft-Pierce 
Mfg. Co. of Woonsocket, the Underwood 
Computing Machine Co. of Brooklyn, 
N. Y., and the Wales Adding Machine 
Co. of Great Barrington, Mass. 








Rochester, N. Y. 


The new firm of Handy, Dalton & Mott, 
25 Clinton Ave., commenced business 
April 1. 

The Metal Arts Co. has closed a new 
contract with the Federal Government for 
military ornaments. 

C. B. Allison, formerly located in the 
Reynolds’ Arcade, has moved to the first 
floor, 19 Main St. E. 

The girls of Bastian Bros. factory have 
perfected an industrial club. They met in 
the clubrooms of the Y. W. C. A. recently 
and elected the following officers: Presi- 
dent, Miss M. Hart; vice-president, Miss 
C. Tracy; secretary, Miss P. Loebs; treas- 
urer, Miss J. Murphy; guards, Miss D. 
Eberwein and Miss G. Cunningham; mes- 
senger, Miss H. Wilson. The club’s motto 
is: “Keeping everlastingly at it brings suc- 
cess.” 

A meeting of the Rochester Retail Jewel- 
ers’ Association will be held in the Elks 
clubrooms, Clinton Ave. N., Thursday 
evening, April 12. S. D. Burritt has been 
appointed chairman of the transportation 
committee for the New York State Retail 
Jewelers’ Association Convention, which is 
dated for May 28, 29 and 30, at Hotel Astor 
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in New York city. Mr. Burritt is planning 
to send a special invitation to every jeweler 
in this vicinity to attend. 











The Saart Bros. Co. Relief Association 
held a ‘whist and dance last Friday evening. 

James E. Blake of the James E. Blake 
Co. was in New York last week in the 
interest of his firm. } 

A public meeting in support of the eight- 
hour working day for women was held here 
last Thursday evening. 

Harold E. Sweet of the R. F. Simmons 
Co., spoke at flag raisings in Attleboro 
Falls and Attleboro last week. 

Col. S. O. Bigney has been appointed a 
member of the publicity committee in con- 
nection with the coming constitutional con- 
vention. 

George H. Sykes, E. D. Gilmore, C. J. 
McClatchy, E. V. Sweet and L. C. Baer 
are jewelers who have been placed on the 
committee of home safety. 

N. G. Larson, who has been foreman of 
the F. G. Mossberg plant for 20 years, was 
last week surprised and presented with a 
handsome gift by the employes of the con- 
cern. 

Manufacturing jewelers who use sour 
beer in their coloring rooms were relieved 
this week to ascertain that this liquid 
will not come under the ban of the bone 
dry edict. The sour beer will be permitted 
to come over from Rhode Island by the 
regular express companies. 
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The T. I. Smith Co. is operating its 
plant on a 13 hours a day schedule. 

Harvey Clap, the well-known Attleboro 
jeweler, is confined to his home at Attle- 
boro Falls by illness. 

Harry Peirce, formerly salesman for the 
T. I. Smith Co., spent last week in town 
with friends. 

Donald Lestage of the Lestage Mfg. Co. 
has been appointed a member of the ways 
and means committee to secure a new ath- 
letic field for Brown University. 

Carl Hempel, president of the Sunday 
School Athletic League, presided over its 
second annual banquet Tuesday evening, 
March 27, at the Methodist Church. 

J. Frank Mason of the Mason Box Co. 
is chairman of the committee in charge of 
John L. Thompson’s campaign for election 
as a candidate to the constitutional con- 
vention. 

The C. B. Ware Tool Co. has been con- 
solidated with Roberts & Carpenter, die 
cutters. Mr. Ware retires from the firm 
and Roberts & Carpenter will take over 
the business. 

Albert Totten, past exalted ruler of the 
North Attleboro lodge of Elks and a re- 
tired manufacturing jeweler, will install 
the officers of the Attleboro lodge next 
Monday evening. 

The selectmen last Wednesday evening 
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appointed a committee of 15 on _ public 
safety in case war should be declared. 
Chas. T. Paye of the Paye & Baker Mfg. 
Co. was selected as chairman of the com- 
mittee, 

A flag raising was held last Friday after- 
noon at the plant of the Mason Box Co.. 
Attleboro Falls. The employees of the 
firm and a large number of school children 
united in singing patriotic songs in connec- 
tion with the event. 

Alexander Eklund, who has been con- 
nected with the J. F. Sturdy Son’s Co., as 
foreman of the toolmaking department for 
the past 20 years, has resigned his position 
and on Tuesday, March 27 he was presented 
with a gold watch by his fellow employes. 








Canada Notes. 





The Scottish Watch Club, jewelers, has 
registered at Toronto. 

H. Mansfield, jeweler, and the Royal 
Jewelry Store, are registered at Montreal. 

O. E. Pommier, Buckingham, Que., is re- 
moving to Montreal. 

Out of town buyers calling on the To- 
ronto trade last week included [. R. 
Bentley, Port Perry, Ont.; A. H. Felt, 
Barrie, Ont.; and W. A. Mutrie, Wolseley, 


_ Sask. 


The jewelry trade is well represented 
among the subscribers to the Canadian 
war loan. A. E. Cooper, diamond mer- 
chant of London, Ont., purchased war 
bonds to the amount of $50,000. 

A. E. Burgess, a manufacturing jeweler 
of Toronto, who has enlisted and has gone 
overseas as lieutenant of the 256th Con- 
struction Battalion, was on March 22 pre- 
sented by the members of the Toronto City 
Council with a revolver. 

Fire broke out on the third floor of a 
manufacturing building at 35 Lombard ‘St., 
Toronto, on March 27, owing to defective 
electric wiring. In addition to the fire 
loss, 10 firms occupying portions of the 
building sustained damage from smoke. 

American jewelry manufacturers who 
recently allowed Canadian jobbers 60 days’ 
credit with a 214 per cent. discount, have 
reduced the term to 30 days. This move 
was not anticipated by the jobbers, and is 
likely to affect the smaller firms in their 
dealings with retailers. 

The Hadley Mfg. Co., Ltd., of Toronto, 
has been incorporated with an authorized 
capital of $40,000 to manufacture and deal 
in.jewelry, clocks and watches, and jewel- 
ers’ and watch-makers’ supplies. Arthur 
Hadley, Bernard Goldstein and Walter K. 
C. Campbell are provisional directors. 

John O’Meara, Ottawa, has secured a 
judgment for $50 against a jeweler of that 
city, on the ground that the jeweler had 
misiaid a chain sent for repair, which was 
a family heirloom. The article was of 
small intrinsic value, but its sentimental 
associations were taken into account in 
fixing the damages. 

On the evening of Wednesday, March 
28, the employes of the Goldsmith’s Stock 
Co., Toronto, entertained at supper one of 
their number, Private Gordon Clarke, who 
returned to Canada on furlough after be- 
ing wounded in action on the Somme. A 
presentation was made to Private Clarke, 
who will shortly return to the front. 
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—a distinctively Colonial and _ typically 
American pattern in Sterling Silver, Table 
and Dinner Ware, Tea and Coffee Services. 
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The world always returns to the 


SPOON simple things eventually. 


ACTUAL 


st The Clermont design draws its inspi- 
ration from the Colonial days, “when 


simple faith was more than Norman 
blood.” 
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But the: Gorham designers have intro- 
duced into the Clermont a creative 
note of distinction which softens the 
austerity without sacrificing the spirit 
of the purely Colonial. 








Complete furnishings in Dining Room 
Silver are obtainable in this pattern. 





Gorham Silverware is offered for 


sale through jewelers exclusively 


THE GORHAM CO. 


Silversmiths and Goldsmiths 
Fifth Avenue and 36th Street, New York 


Branches: 
NEW YORK: SAN FRANCISCO: 
15, 17, 19 Maiden Lane 140 Geary Street 


CHICAGO: LONDON: 
10 South Wabash Avenue Ely Place 
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Works: Providence, New York, Birmingham 
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STATEMENT OF THE OWNERSHIP, MAN- 
AGEMENT, CIRCULATION, ETC., RE- 
QUIRED BY THE ACT OF CONGRESS 
OF AUGUST 24, 1912, 


Of Tue JEWELERS’ CIRCULAR, with which are con- 
solidated The Horological Review, The Jewelers’ 
Weekly and Jewelers’ Review, published weekly 
at New York, N. Y., for April 1, 1917. 

STATE OF New York 

County or New York § 5* 

Before me, a Notary Public, in and for the 
State and county aforesaid, personally appeared 
V. S. Mulford, who, having been duly sworn ac- 
cording to law, deposes and says that he is the 
Vice-President of The Jewelers’ Circular Publishing 
Co., publishers of THE JEWELERS’ CIRCULAR, with 
which are consolidated The Horological Review, 
The Jewelers Weekly and Jewelers’ Review, and 
that the following is, to the best of his knowledge 
and belief, a true statement of the ownership, 
management (and if a daily paper, the circulation), 
etc., of the aforesaid publication for the date 
shown in the above caption, required by the Act 
of August 24, 1912, embodied in section 443, Pos- 
tal Laws and Regulations, printed on the reverse 
of this form, to wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business man- 
agers are: 

Publisher, The Jewelers’ Circular Publishing Co., 
11 John St., New York. 

Editor, T. Edgar Willson, 11 John St., New York. 

Managing Editor, None. 

Business Manager, H. A. Robertson, 11 John St., 
New York. 

2. That the owners are: (Give names and ad- 
dresses of individual owners, or, if a corporation, 
give its name and the names and addresses of 
Stockholders owning or holding 1 per cent. or 
more of the total amount of stock.) 

The Jewelers’ Circular Publishing Co., 11 John 
St., Neu York. 

V. S. Mulford, 11 John St., New York. 

L, J. Mulford, 11 John St., New York. 

M. D. Mulford, Montclair, N. J. 

Charles A, Brodek, 44 Cedar St., New York. 

J. L. Parsons, 95 William St., New York. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding one 
per cent. or more of total amount of bonds, mort- 


(Continued on page 100.) 
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Increased Cost in sie the many jewel- 
Repairing De- ers of the coun- 
partments try who are still 
asleep as far as any 
realization of the increase in the cost of 
doing business in their repair department 
is concerned, we recommend the reading 
and rereading of one of the resolutions 
passed by the Massachusetts jewelers at the 
convention held in Worcester last week. 
This is on the subject of the necessity of 
analyzing jewelry repair departments and 
putting them on a basis whereby they can 
be continued at a profit instead of a loss, 
and permitting the payment to employes of 
wages that are adequate to meet the in- 
creased cost of living. The resolution of 
the Massachusetts jewelers reads: 


“RESOLVED :—Realizing the increased cost of 
tools, materials and supplies connected 
with our repairing department and the 
higher cost of living to our employes, 
we urge our members to study their 
repairing departments and_ establish 
such methods as will enable them to 
conduct this branch of their business 
at a gain rather than a loss and per- 
mit the payment of such wages to our 
employes as will tend to make the em- 
ployment interesting and_ attractive. 
We feel that some such step must be 
taken in order to attract to our work- 
benches the rising generation, whose 
interest and service are being accorded 
other vocations which are productive 
of better returns and shorter hours.” 

It is strange that after two years of con- 
tinuous increase in the cost of materials, 
tools, chemicals and other items that enter 
into the conduct of repair departments, 
many jewelers still have an idea business 
can be carried on by such a department 
either under old conditions and old prices 
or with a nominal increase in prices in 
one or two lines where the increase in 
the cost of material has been most apparent. 
Many dealers who, by force of circum- 
stances, have had to increase their prices 
on the stock that they carry, have been 
reluctant or indifferent about readjusting 
their repair charges and this has happened 
in many instances where the repair depart- 
ment is the mainstay of the business. 

As is well pointed out by the resolution 
of the Massachusetts jewelers, a merchant 
in adjusting the prices charged in his re- 
pairing department must consider not only 
the increase in the cost of tools and mate- 
rials, but must take into consideration the 
fact that he is paying more for labor and 
that he must pay even more in the future. 
The high cost of living combined with the 
high wages paid in mechanical lines 
throughout all other industries will drive 
from the jewelry trade the jeweler and 
watchmaker unless adequate compensation 
can be given to him. As the Massachusetts 
jewelers have realized, it is up to the trade 
to take steps to attract young men to the 
mechanical side of our business instead of 
driving them from it, as conditions of re- 
cent years have tended to do. We must 
realize fully that the shorter hours and 
higher pay offered to the young men going 
in other mechanical lines must be met by 
similar conditions in the jewelry and watch 
making fields and that we must prepare 
for this and teach the public that new 
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conditions have produced new costs that 
have to be met by advance in all prices 
relating to repairs. 

Retail jewelers, unfortunately, in the past 
have too often forgotten to consider their 
own time a factor in valuing the work 
done for customers and as a result the pub- 
lic in the past was taught to pay too little 
for watch and jewelry work. ‘The increases 
in cost of everything have made it abso- 
lutely compulsory for the jeweler to read- 
just his charges and he should take this 
opportunity to put them on a basis that 
will be fair and proper and give him a 
chance to meet not only conditions of the 
present, but those that he is apt to face 
in the immediate future. 





N an editorial pub- 

lished in the issue 
ote tieeh of March 15, atten- 

tion was called to the 

necessity of having uniform legislation 
throughout the various States on the sub- 
ject of jewelers’ liens, now that the various 
associations are working for a special lien 
law in all States. Attention was also called 
to the fact that the laws already in effect in 
various States did not coincide in wording, 
and the text of the New York law covering 
jewelry repairing passed in 1914 and the 
Maryland law on the same subject passed 
two years previously were published for the 
benefit of those jewelers who were working 
on similar laws for their own States. At 
the present time there is another law under 
consideration recommended by the New 
Hampshire Jewelers’ Association and en- 
dorsed by the Massachusetts and Rhode 
Island jewelers last week at the convention 
held in Worcester. This act reads: 

Section 1. Every jeweler, watchmaker or 
silversmith who shall alter, repair or do any work 
on any article of personal property at the request 
of the owner or legal possessor of such preperty, 
shall have a lien upon and may retain the pos- 
session of any such article until the charges for 
such alteration, repairing or other work has been 
paid. If such debt remains unpaid for six 
months or more any such jeweler, watchmaker or 
silversmith may sell such article at private or pub- 
lic sale, and the proceeds, after first paying the 
expense of sale, shall be applied in payment of 
the debt, the balance, if any, to be paid over to 
the county treasurer of the county where the sale 
is held in trust for the debtor. Before any such 
sale is held notice in writing must be given the 
debtor of the amount due and the time and place 
of sale. If the debtor’s residence is known such 
notice must be mailed to his last known street 
address. If the debtor’s address is unknown such 
notice must be given by the posting thereof in 
the county court house or the city, village or 
town hall, where the jeweler, watchmaker or silver- 
smith resides. 

Section 2. This act shall take effect upon its 
passage and publication. 


The essential difference between this and 
the Maryland and New York laws lies in 
the fact that the jeweler has a chance to 
sell the article after six months under this 
proposed law, whereas the New York law 
provides for one year’s time and the Mary- 
land law for two years’ time. The pro- 
posed law also provides that the balance 
realized from the sale of an article on 
which work has been done, after deducting 
the repair charges, shall be turned over to 
the county treasurer for the benefit of the 
owner, whereas the Maryland and New 
York laws simply provide that the balance 
shall be paid over to the owner, practically 
making the jeweler trustee for the fund. 

The New York lien law, which passed 
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A Little Light on Our 


LOOSE DIAMONDS 


will reflect the reasons why we have a large 
following of satisfied customers. 


OUR CUTTING immediately pleases the 


most exacting eye. 


OUR COLOR meets the demand of the clos- 


est scrutiny. 


OUR BRILLIANCY fills the heart with ad- 


miration. 


OUR PRICE is “ONE JUST PRICE.”’ 
OUR FINAL WORD: Give us atrial and 


the opportunity to convince you. 











Cross & Beguelin 


ESTABLISHED 1863 
Entire Third Floor 


21-23 Maiden Lane New York City 
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the critical eyes of the committees of th 
Assembly and Senate of that State ‘ 
been criticized by the members of some . 
the codes committees of other States a 
being crudely drawn. We fee} that the 
same criticism will be made against the 
proposed new statute, though it has the 
merit (which may not appeal to the legis. 
lator, though it does to the layman), of 
being clear and simple in its language. We 
would, therefore, again suggest that before 
this or any other statute is introduced in 
the State legislatures an effort be made to 
have it carefully scrutinized by competent 
legislative experts and that it be drawn in 
a form that can be introduced in all States 
needing such legislation. Uniformity is a 
factor greatly to be desired, as it not only 
helps in obtaining the legislation, but helps 
later when the courts of any one State 
attempt to interpret the law. 











An Abuse HIS journal is in 
That Calls for receipt of a 
Servention complaint from a 
prominent Michigan 
jeweler that we feel should be laid before 
the whole trade for the benefit of the in- 
dustry at large. Similar complaints have 
been made from people outside the trade, 
from time to time, but little attention has 
been paid to them because of the lack of 
evidence with which they were supported, 
coupled with the general lack of knowl- 
edge on the part of the public, and the 
feeling against watch repairers which so 
many people manifest. However, this par- 
ticular complaint comes from a jeweler, 
is specific in its details and is not only 
worthy of an investigation, but should lead 
to steps being taken to reform the abuse 
to which he calls attention. He says: 

“TI would like to see an article by a _ good 
writer published prominently in your journal 
advising some of the (so-called) jewelers not to 
say to every man that brings in a watch that is 
stopped that “the watch needs cleaning.” I know 
this is done. I have the facts and the names of 
two New York stores that do it, or, at least, that 
did it; and I am afraid there are others. We 
recently cleaned a watch very thoroughly for a 
customer who made a small bet with us that he 
could take this watch into two different stores, 
tell them that it had stopped, ask the reason and 
be told that the watch “needed cleaning.” He 
did this and proved what he said—two stores tell- 
ing him just what he said they would. 

“Ts it any wonder that Mark Twain gave the 
watchmakers the reputation that he did in his 
famous story of the watch? We look upon this, 
of course, as a joke, but there may be more truth 
in it than we give him credit for. It is a con- 
temptible practice for a jeweler to tell a customer 
that his watch is ‘dirty’ when it is not. It 
should be stopped. Will you, through THE JEwEL- 
ERS’ CircuLar, help to stop it?” 


The jewelers of this country as a class 
are honest and honorable and are above 
the petty tricks and meannesses that some- 
times characterize the business world. It 
is only because they are honest and honor- 
able that they can succeed in the com- 
munity. When a trickster or a faker gets 
into the jewelry trade he is conspicuous 
and his practices hurt the industry and 
every man in it. It is because reputation 
plays such an important part in the success 
of the jeweler that our trade as a whole 
is constantly taking steps to eliminate 
fraud and abuses of all kinds. It is for its 


(Continued on page 100.) 
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George Cahn, 49 Maiden Lane, will move 
on May 1 to 15 John St., the new Cockroft 
building, where he will have more commodi- 
ous quarters. _ 

Henry Rosenberg, jeweler and optician 
at 1784 Amsterdam Ave., has moved to 
new and larger quarters at 1826 Amster- 
dam Ave. 

Among the recent visitors in New York 
was George Branbander, of Montreal, Can- 
ada. Mr. Branbander left last week to re- 
turn to his home. 

J. M. Kipp, representing the Liebs Co., 
40 John St., returned from a trip through 
the middlewest recently, and left last Mon- 
day on a Spring trip, visiting the trade in 
New York State. 

Israel-Efrus, a manufacturer of platinum 
jewelry and diamond mountings, will move 
on May 1 from 49 Maiden Lane to 206 
Broadway, corner of Fulton St., where he 
will have larger quarters. 

Samuel J. Heiman, who has been New 
York representative for R. L. Moorhead & 
Co., Providence, R. I., has been admitted 
to the George L. Brown Co., Attleboro. He 
will represent the house in New York city 
and State, and will visit the trade in Pitts- 
burgh, Philadelphia, Baltimore and Boston. 
Mr. Heiman becomes vice-president of the 
concern, . 

At the Frederick Moore sale of old Man- 
chu jewelry and Chinese carved stones 
at the Anderson galleries last Thursday af- 
ternoon, Mrs. R. Hickson paid $43 for a 
white jade snuff bottle with green jade 
stopper, and R. B. Hatch, $55, for a tur- 
quoise matrix chain, and $60 for a censer 
in cloudy amber. The returns for the day 
were about $1,740. The sale was concluded 
the next day. The receipts for the entire 
sale totaled more than $3,000. 

Charles Weinshenk, formerly of Mayer & 
Weinshenk, jewelers, 717 Market St., San 
Francisco, Cal., has been in New York, and 
has been making his headquarters at 68 Nas- 
sau St. Mr. Weinshenk withdrew from the 
firm of Mayer & Weinshenk, and will start 
in business for himself April 1 as Charles 
Weinshenk & Son. He is here purchasing 
a stock for his new concern. The business 
of Mayer & Weinshenk, it is understood, 
will be continued in the same place under 
the old firm name. 

Members of the Employees Mutual Fund 
of Aisenstein & Woronock, 22 Eldridge St., 
held their third annual ball on Saturday 
evening, March 24, in the Academy, 79th 
St. and Central Park West. Among the 
guests present were Mr. Loeb, of the 
Dueber Hampden Watch Co.; Mr. Ostby, 
of the Illinois Watch Case Co.; Leo Drey- 
fuss, of Adolphe Schwob; Mr. Alger, of 
the North American Watch Case Co.; Mr. 
Manning and L. E. Greulich, of the Inter- 








national Silver Co.; Mr. Flynn, of the 
North American Watch Co.; Mr. Delmar, 
of the Seth Thomas Clock Co.; Jack Syl- 
via, Mr. Steady and Mr. Gates, of the New 
Haven Clock Co., and others. The affair 
waS a great success. 

The Metropolitan Museum of Art has for 
the past three years been giving courses of 
lectures especially designated for the in- 
terests of the sales people, buyers and de- 
signers of the department stores. It has 
been decided this year to give the course 
on a somewhat different plan and the 
services of Professor Grace Cornell, of 
Teachers College, have been secured. She 
will conduct a session on each of the four 
Saturday evenings in April at 8 o’clock in 
class room “B” of the Museum. The pur- 
pose of the course is to show how to 
recognize good color, good line and the 
other qualities that give value in art, and 
this course lectures should prove of real 
value to people working in shop, and be 
of benefit to jewelry designers. 


The Board of United States General 
Appraisers overruled in a decision hand- 
ed down during the past week protests 
filed by John P. Allen, H. Nordlinger’s 
Sons and Louis Stern & Co. of Provi- 
dence, R. I., claiming a lower rate of 
duty than that assessed by the customs 
collector on German silver foxtail chain, 
rope chain and metal chain suitable for 
use in the manufacture of jewelry; also 
brass foxtail. This merchandise was 
classified as materials of metal suitable 
for use in the manufacture of the chains 
enumerated in Par. 356, Tariff Act of 
1913, and duty was collected at the rate 
of 50 per cent. ad valorem under the 
last part of said paragraph. The im- 
porters claimed before the customs board 
that duty should have been assessed at 
the rate of 20 per cent. ad valorem under 
Par. 167 Tariff Act of 1913, as manufac- 
tures of base metal unplated with gold 
or silver, or at 15 per cent. ad valorem 
under Par. 114, Tariff Act of 1913, as 


articles manufactured wholly or chief 
value of wire. 
While it is charged that he was at- 


‘ 


tempting to “switch” rings in the jewelry 
store of Frank Goldblum, 2144 Third Ave., 
a man who described himself a plasterer, 
was arrested last week by Detective Cas- 
sidv, of the 116th St. Detective Bureau. 
When arraigned in the Harlem Police 
Court, he was held for a trial by Magis- 
trate Koenig, in $300 bail. The youth was 
charged with the theft of a gold signet 
ring, worth $5 from the Third Ave. 
jewelry store. Goldblum said the lad en- 
tered the store about 4 o’clock one after- 
noon last week and asked to be shown 
some rings. While Mr. Goldblum’s back 





was turned he was informed by his errand 
boy that the prisoner had taken a ring 
from the tray and had substituted a bogus 
one in its place. The boy denied the ac- 
cusation, but was grabbed by Goldblum 
who called up the police. Detective Cas- 
sidy reached the store a few minutes later 
and placed the youth under arrest. The 
sleuth said that the genuine ring was found 
in the boy’s pocket. The date of trial was 
not set, but it is believed that the young 
man will be arraigned within a week or 
two. 

A. L. Brown, “Commissioner of Public 
Works,” has submitted the first report of 
conditions in his “department” to Harry 
C. Larter, “Mayor of Maiden Lane.” The 
report follows: To His Honor Harry C. 
Larter, Mayor of Maiden Lane—In ac- 
cordance with the ancient and time-worn 
custom which is hereby inaugurated I beg 
to submit the regular quarterly report of 
the “Department of Public Works,” as fol- 
lows: The past three months has been a 
busy period for the “Commissioner,” for 
believe me it is some job to see that the 
public works. I have kept flags flying 
from the seventh floor windows of 23 
Maiden Lane. I have had new casements 
put in the offices of Commissioner Steb- 
bins, corner Broadway and Maiden Lane— 
he has a pull with this department. The 
revolving doors at each end of the Arcade 
in the Silversmiths’ building. have been 
kept in order by constant use, most of the 
people preferring to dodge through that 
way instead of walking around the block. 
Many improvements have been made and 
others contemplated in the outlying John 
St. district. Free lunch counters have 
been enlarged in this section, which has 
met the approval of many of our most ac- 
tive and ardent citizens. The different 
tablets installed within our jurisdiction by 
the Maiden Lane Historical Society have 
been regularly examined and declared se- 
cure and safe. Graft in our department 
has been entirely eliminated, except in in- 
stances where it can be levied without risk 
to ourselves. I desire to call your Honor’s 
attention to the lax condition of affairs in 
the “Department of Gas.” The “Commis- 
sioner of Gas” is giving altogether too 
much time to outside matters. He should 
be given to understand that he must de- 
vote all his time and attention to the work 
for which he is paid, or resign. Respect- 
fully submitted this thirtieth day of March 
in the year 1917. A. L. Brown, Commis- 
sioner of Public Works. 

At 1 o’clock Sunday morning, March 25, 
a fire damaged the jewelry store and shop 
of Hugo Falkenstein, 348 E. 138th St. The 
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The Leading Jewelry Auctioneers 
of the United States 


COMRIE & BROKAW 


14 Maiden Lane, New York 


A. J. COMRIE W. H. BROKAW 
= Our Methods Are a Guarantee Against Loss 


RELIABILITY — EXPERIENCE — SALESMANSHIP 


We have the evidence to prove that we have conducted the largest sales ever held in this country for leading Mer- 
chants, Banks, Receivers and Trustees. 
When you want the best, and a guarantee of assured success, write or wire us. 


14 MAIDEN LANE - - - - - NEW YORK 
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cause of the fire is unknown, but the fire 
had become unmanageable before the fire 
department arrived. Mr. Falkenstein has 
4 collection of stones which he valued 
highly, and these were destroyed. Mr. Fal- 
kenstein was unwilling to say to a JEWEL- 
ers’ CIRCULAR reporter just what the loss 
was, but placed it at between $500 and 
$1,000. The entire shop in which he em- 
ployed about three watchmakers and him- 
‘ self, was destroyed, and much of the repair 
work was destroyed. 

During the illness of S. Glenn Walmsley, 
ierbert A. Baum, of Herman Baum, Inc., 
%) William St., will cover his territory. 

Charles LeB. Snedecker, well known in 
the diamond trade in this city, has been 
confined to his home in Brooklyn, as a re- 
sult of an injury to his leg. Mr. Snedecker 
recently had a fall from a bootblack stand 
which resulted in severely cutting his foot 
and confining him to his home. 

A judgment for $2,011 has been filed in 
the City Court in a suit of L. Stern & Co. 
(New York), diamond importers, against 
Frank & Sass. The complaint by Samuel 
Blumberg is based on a series of promis- 
sory notes, the first of which was made 
to Charles J. Fromberg on Dec. 13, 1913. 
Three other notes for $500 each were made 
to L. Stern & Co. on Jan. 15, 1914, and all 
were for a total of $1,849. The case was 
not defended. 

The Washington Heights jewelers have 
decided to close their stores one evening 
during the week and this was tried for the 
first time last Friday. Some of those who 
placed signs in the windows of their stores 
bearing the legend, “This store closes on 
Fridays at 7 Pp. M. sharp” were, M. Abram- 
son, 180th St. and St. Nicholas Ave.; S. 
Teilowitz, 18lst St. and St. Nicholas Ave.; 
I. Boorer, 180th St. and Broadway; A. 
Shandling 177th St. and St. Nicholas Ave.; 
A. Auteroler, 177th St. and St. Nicholas 
Ave., and others. The jewelers are trying 
to unite and get every jeweler on the 
Heights to join them in this movement. 

Dreicer & Co., jewelers, 560 Fifth Ave., 
this city, were granted a charter of incor- 
poration at Albany, N. Y., last week. The 
capital of $6,500,000 named in the charter 
is probably one of the largest amounts for 
which any jewelery concern was ever in- 
corporated in this city. The articles of 
incorporation authorize Dreicer & Co. to 
conduct a jewelry business. The incorpo- 
rators named are: Michael Dreicer, 1046 
Fifth Ave., and Edwin J. Case, St. George 
Hotel, both of this city, and Augusta A. 
Follmer, 3728 Bronx boulevard, Bronx. 
According to Mr. Dreicer, the incorporating 
of the business will not cause any change 
in the policy or the personnel of the mem- 
bers. 

Another equity suit charging infringe- 
ment on the “Hold-on-clutch” was started 
last week in the United States District 
Court of New York by Ida H. Fischer 
as executrix of the estate of Maximilian 
H. Fischer and Charles P. Goldsmith, the 
latter doing business under the style of C. 
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P. Goldsmith & Co., 87 John St., this city. 
The suit names Catherine C. Keller and 
Louis Becker doing business under the 
style of Keller, Becker & Co. and Becker 
& Heine Mfg. Co. as the defendants and 
makes practically the same allegations as 
the actions brought several weeks ago 
against two other New York jewelers, and 
which were thoroughly described in these 
columns on March 21. In closing the 
plaintiffs in their last suit state that the 
Becker & Heine Mfg. Co. sold and are 
still selling the infringing devices, but on 
“information and belief’ these sales have 
been made for the benefit of Catherine 
C. Keller and Louis Becker. It is further 
charged that the last named defendants 
upon “information and belief” are using, 
for the purpose of evading personal claims, 
the name of the corporate defendant the 
secker & Heine Mfg. Co. All of these de- 
fendants, it is claimed, occupy the same 
offices. The plaintiffs ask for perpetual 
and preliminary injunction pending this 
suit, restraining the defendants from in- 
fringing the letters patent involved; it also 
asks for costs and an accounting of profits 
and damages, and claims that any damages 
assessed mav be tripled, under the law. 

Answers to the two suits started several 
weeks ago by Hyman W. Sluyter against 
the H. Sluyter Co., Inc., and Edward Aisen- 
stein and Louis Bergman, were filed by the 
defendants last week in the Supreme Court 
this city. Messrs. Aisenstein and Bergman 
make a general denial of all of the allega- 
tions brought out in the bill of complaint, 
except that they admit that Sluyter had 
certain contracts with them. Then they set 
up a separate and complete defense, in each 
case, in which they allege that the agree- 
ment was to pay the plaintiff 25 per cent. 
of the net profits of the H. W. Sluyter Co., 
provided he performed certain duties, cov- 
ered in an agreement, which were: to act 
as superintendent and diamond cutter of 
the business for three years. During the 
life of his contract the plaintiff, it is 
claimed, under the agreement was to devote 
his exclusive service, time and energy to 
the interests of the corporation in consid- 
eration of which he was to receive $50 per 
week. Further, it is maintained on April 
12, 1916, the plaintiff entered into an agree- 
ment whereby the defendants agreed to pay 
him each year 25 per cent. of the net profits 
of the business providing that the complain- 
ant performed his terms of the agreement 
faithfully. Shortly after these agreements 
were entered into it is charged the com- 
plainant refused to act in accordance with 
the terms agreed upon. The breach of con- 
tract charge is based upon the claim that 
Sluyter, instead of devoting his entire time 
and service to the corporation, engaged in 
a business venture on his own account. 
This, according to the answer, was done 
without the knowledge or consent of the 
corporation and the defendants. When 
these facts became known to the defendants 
on or about Jan. 20 last, the complainant 
was discharged. In closing, the defend- 
ants claim that they have at all times per- 
formed their terms of the agreements with 
the plaintiff. They demand a judgment and 
ask that the case be dismissed with costs. 
The answer in the suit naming the Hyman 
W. Sluyter Co. as defendant is practically 
the same as the one already cited. 
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IDENTIFIES JEWELRY 





Watervliet, N. Y., Jeweler Claims Articles 
Recovered by Police 


WatTERVLIET, N. Y., March 28.—Henry 
Eckert, senior member of the jewelry firm 
which was robbed of $700 of jewelry last 
week, visited the police station last Satur- 
day and identified the jewelry found, it 
is alleged, on Hugh Dougherty, who was 
arrested in Cohoes Friday night for being 
implicated in robbing the store. Dougherty 
still maintains his innocence and insists 
the jewelry which the police found in his 
pockets when he attempted to dispose of 
a gold ring in Cohoes was given him by a 
stranger to dispose of. 

Dougherty, when arraigned before City 
Judge Forsyth, on Saturday, admitted 
that he smashed the plate glass window in 
the Eckert store and stole the jewelry. 











TRADE CONDITIONS. 


There is no doubt that the war excitement pre- 
vailing during the past two weeks has militated 
against the general jewelry trade and as a con- 
sequence business has been more or less on the 
quiet order. The state of uncertainty, it is 
claimed, is really worse than actual hostilities, so 
far as trade is concerned. While there is a sen- 
timent prevailing deploring the necessity for an 
armed conflict, still there is a decided display of 
loyalty to Old Glory and support of the govern- 
ment. The United States flag is displayed in al- 
most ‘every commercial house, from the tops of 
buildings and the fronts of hundreds of private 
residences. Thousands of people attended the 
Flag Day celebration in the Atheneum Saturday 
night. The pre-Easter trade has opened well and 
a good business is expected, provided the war 
excitement is not too great. There have been 
generally more calls for finer articles this Lenten 
season than usual and trade will compare more 
than favorably with last year at the same time. 





W. T. White, 624 Canal St., head of the 
firm of White Bros. Co., has returned from 
a pleasure trip to Cuba where he spent sev- 
eral weeks. He is greatly improved in 
health. 

J. B. Huddleston, formerly of the Pal- 
ace Jewelry Store, Hattiesburg, Miss., has 
opened a new store in Hattiesburg, oppo- 
site the old stand: He has placed several 
orders here and was a recent visitor to 
the city. 

Thomas Chesterman, who was formerly 
engaged in the jewelry business in Boga- 
lusa, will open a modern store in some live 
town, to be selected in northern Texas 
shortly. Mr. Chesterman bought, during 
the week, a handsome electric sign and com- 
plete outfit. 


A close and exciting game of baseball 
was played Sunday between the married 
men and the single men of the employes of 
T. Hausmann & Sons, 135 Baronne St. 
The married men won by the score of 10 
to 9. A series of games will be played dur- 
ing the Summer between the same teams. 

William Frantz & Co., 142 Carondelet 
St., have received orders to supply special 
class rings for the graduating classes in the 
Esplanade Girls’ High School and the 
Sophie B. Wright Girls’ High School. The 
order embraces several dozen handsome 
signet rings embellished with the colors of 
the classes. 

A. J. Krower, junior member of the firm 
of Leonard Krower & Son, wholesale 
jewelers, left here Thursday, March 29, on 
a business trip to Chicago and New York 
city. Mr. Krower stated before his de- 
parture he expected to be away some days 
and would give close attention to trade 
conditions in the north and east. 

The opening of the Southern League 
baseball season within the next two weeks 
is expected to stimulate the retail trade 
here considerably, and several of the jewel- 
ers are taking part in the crusade to “kop 
the kup,” offered by the president of the 
league for the city having the largest at- 
tendance on the opening day. The fans 
are working for an initial attendance of at 
least 17,000. 

Fitzgerald Bros., 153 Baronne St., have 
been officially designated by Archbishop 
James H. Blenk of this diocese, embrasing 
a number of States, as the jeweler repairers 
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for the Catholic church. It is considered a 
great honor to be selected for this work, 
aside from the big volume of business it 
involves. Each church has from time to 
time quite a number of plates, chalices and 
other articles requiring the attention of 
experts. 

The stock of goods and fixtures of the 
late D. A. Walter, 224 Baronne St., were 
sold at public auction Friday and brought 
a fairly good price. The fixtures were 
bought by Thomas Chesterman, and sev- 
eral other jewelers were bidders, but a 
large portion of the stock was sold piece 
by piece to the general public. It is thought 
the receipts from the sale will meet the 
claims. Mr. Walter willed his life insur- 
ance and general estate to his widow and 
directed that the stock of goods be sold to 
pay creditors. 

Several of the retail and wholesale jewel- 
ers here are expressing regret there is de- 
lay in the operation of the Farm Loan Bank 
and the probability there will be no loans 
extended to Louisiana farmers, unless the 
legislature amends a certain act. Accord- 
ing to a law in this State the claims of a 
widow and children are superior liens, 
while the rules of the Farm Loan Bank 
stipulate that loan-claim must rank first. 
The legislature does not meet in regular 
session until May, 1918, and there is con- 
siderable opposition to an extra session as 
well as repealing the State law referred to. 
The bank will make loans to farmers in 
Mississippi and Alabama, for the reason the 
laws of those States do not prohibit the 
lien of the bank from ranking first. 








Connecticut Notes. 





The committee on incorporations in the 
Senate Connecticut Legislature has re- 
ported favorably upon the petition of the 
New Haven Clock Co. to increase its capi- 
tal stock from $1,000,000 to $1,750,000. 

A beautiful store, in many respects su- 
perior to the one which was damaged by 
fire three months ago, has been opened by 
the F. L. Wilson Co. in the Masonic block, 
Danbury, Conn. 

At the annual meeting of the board of 
governors of the Wallingford Country Club 
on March 26, Charles D. Morris, of the 
International Silver Co., was elected vice- 
president and a member of the golf com- 
mittee. 

The International Silver Co., Meriden, 
has announced that it will continue the 
policy adopted at the time of the Mexican 
border trouble of holding open the posi- 
tions of employes called to the national 
service in any capacity and continuing 
them on the payroll at half pay. 

A number of changes have been made in 
the organization of the William L Gilbert 
Clock Co., and a bulletin which has been 
sent out announces that Charles H. Hyde 
has been appointed production § superin- 
tendent of departments 7, 8, 9, 10, 10-A, 
10-B, 10-D, 10-E, 10-F, 14, 15, 16, 16-A, 
17, 18, 20, 24, 25 and 26; Albert W. 
Humpage has been appointed assistant 
production superintendent to Mr. Hyde: 
Henry C. Wilcox has been appointed 
production superintendent of departments 
3, 4, 6, 30, 31, 32, 33, 34, 36, 37, 39, 41, 43 
and 45; William F. Taylor has been ap- 
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pointed equipment superintendent and 
also will have charge of department 5: 


Albert P. Hodge has been re-appointed in- 
spection superintendent and will also have 
charge of departments 11 and 21; Orson 
Heath has been appointed foreman of de- 
partment 18 and G. H. Anthony has re- 
signed as equipment superintendent. Busi- 
ness is reported very satisfactory by the 
company. 
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SL 
gages, or other securities are: (If there are none 
so state.) None. 

4. That the two paragraphs next above, giving 
the names of the owners, stockholders, and security 
holders, if any, contain not only the list of stock. 
holders and security holders as they appear upon 
the books of the company but also, in cases where 
the stockholder or security holder appears upon 
the books of the company as trustee or in any 
other fiduciary relation, the name of the person 
or corporation for whom such trustee is acting, 
is given; also that the said two paragraphs con- 
tain statements embracing affiant’s full knowledge 


‘and belief as to the circumstances and conditions 


under which stockholders and security holders 
who do not appear upon the books of the com- 
pany as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner: 
and this afhant has no reason to believe that any 
other person, association, or corporation has any 
interest direct or indirect in the said stock, bonds, 
or other securitics than as so stated by him. 

5. That the average number of copies of each 
issue of this publication sold or distributed, through 
the mails or otherwise, to paid subscribers during 
the six months preceding the date shown above 
is (This information is required from 
daily publications only.) 

(Signature of editor, publisher, business man- 
ager or owner): 

The Jewelers’ Circular Publishing Co., 
V. S. Mulford, Vice-President. 

Sworn to and subscribed before me this 28th 
day of March, 1917. 

[seEaAL] J. McDermott, 
Notary Public New York County, No. 34. 
My Commission expires March 30, 1918. 
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own protection that the “house cleaning” 
is always started from within the industry 
itself and that the trade is always willing 
to hear complaints and eliminate abuses. 

It is to be hoped that our Michigan sub- 
scriber is wrong in the belief that there 
are many watchmakers who will take ad- 
vantage of a customer’s ignorance in the 
way he suspects, but right or wrong, the 
complaint is one that cannot be ignored 
and should result in the retail jewelers 
themselves exposing anyone guilty of such 
practices and holding them up to the con- 
tempt of the trade and public alike. There 
may be a question as to the degree of 
cleanliness required of a watch, but the 
man who tells a customer that a thoroughly 
clean watch “needs cleaning” both lies and 
swindles and by his action brings an honor- 
able trade into disrepute. The sooner he 
is forced into another business the better 
it will be for the jewelry trade. 








The C. & O. offices have just turned out 
certificates to employes for the second 
quarterly watch inspection of the year. The 
inspection to take place between April ] 
and 15, will be made by C. N. Netzner, 4 
jeweler at Peru, Ind. 
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Irving V. Eckstein, representing Fisler 
& Co. 14 Oliver St., has started on a trip 
for the concern. 

Charles A. Levy, é 
Fautz & Co., 93 Lafayette 5St., 
on a trip. 

George Kristen, several years ago a semi- 
professional pitcher in this section, will 
manage the baseball nine which will repre- 
sent Tiffany & Co. in the Manufacturers 
Baseball League during the coming season. 

Incorporation papers have been filed for 
the Newark Cutlery Mfg. Co., manufac- 
turers of cutlery. The registered office is 
7) Broad St. The authorized capital stock 
is $25,000. The incorporators are J. H. 
Colton, G. A. Swaze and D. Schneider. 


Frank J. Thorworth, retail jeweler at 
515 Elizabeth Ave., Elizabeth, has made 
several alterations to his store recently, and 
plans to put in a new store front within 
a couple of months. He has entirely recov- 
ered from his recent attack of the grippe. 

F. M. Van Houten has started on a trip 
through the middle west in the interest of 
Koch & Co., manufacturing jewelers. 
Henry B. Rogers has left for a trip through 
the west, and James J. Doll for a trip 
through the south for the same concern. 

Emanuel De Roy of 557 Clinton Ave., 
was recently called to Pittsburgh on ac- 
count of the death of his brother, Levine 
De Roy. On account of the death the cele- 
bration of the 53d anniversary of Mr. and 
Mrs. De Roy’s wedding, which had been 
planned, has been indefinitely postponed. 

H. Warteberg, formerly salesman for 
Fried, Mills & Co., has been secured by 
Crane & Theurer to represent them on the 
road. E. F. C. Theurer of the firm has just 
returned from a trip which included visits 
to the trade in Boston. Arthur L. Theurer 
has returned from a_ seven-weeks’ trip 
through the middle west and south. 

H. A. Kretsch has just started out on a 
trip which will include visits to the trade 
through the eastern territory in the inter- 
est of Sinnock & Sherrill, manufacturing 
jewelers at 126 South St. H. W. Sherrill 
is on a trip to the Pacific Coast for his 
concern. The concern’s New York office, 
which for the past 25 years has been in 
the Hays building, 21-23 Maiden Lane, has 
been removed to the Silversmith building, 
15-17-19 Maiden Lane. 

By chiseling through a brick wall burg- 
lars were enabled to rob the jewelry store 
of Abraham Sabel on Springfield Ave. of 
goods valued at $78. They first cut two 
panels from the rear door of a cobbler shop 
next door and then cut through the wall. 
On account of the smallness of the hole, it 
ly thought the robbery must have been com- 
mitted by a boy. No clue has yet been 
found to identify the perpetrators. 

Harry W. Champenois has joined the 
South Orange Home Guards. These guards 
drill several times a week and are rapidly 
getting into shape so that they will be 
able to relieve the police in case they should 
be called for riot or other special work. 
J..G. Rindell has just left on a trip to 
Philadelphia, Baltimore and Washington in 
the interest of Champenois & Co., Walnut 


representing G. W. 
has started 
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St. Frank R. Kruger has left for a west- 
ern trip and Charles F. Sweasey for a 
trip throughout New England. 

Benedict Maier, a diamond cutter, 65 
years old, of 1142 Springfield Ave., Irving- 
ton, was stricken with heart failure on the 
street last week and died in an ambulance 
while on the way to a physician’s office in 
Maplewood. The body was taken to the 
police station in Maplewood, where it was 
identified by his wife and son. It later was 
removed to Kunz’s Morgue in Orange. Mr. 
Maier had been visiting his son in Boyden 
Ave., Hilton, and had left there to make 
another call when he was stricken. Mr. 
Maier was a native of Newark and moved 
to Irvington a year ago. He is survived 
by his widow, his son, Benedict Maier, Jr., 
and four daughters. 











Among the visitors to the city during the 
week was M. E. LaVake, Princeton, N. J. 

A. Reed McIntire has been affiliated with 
the Belgian Children Relief movement in 
this city. 

Charles Kepner of Chester has opened 


an engraving department in connection 
with his store. 

A. Vautier, 4712 Woodland Ave., is to 
be operated on for stomach trouble at the 
Hahnemann Hospital. 

J. E. Caldwell & Co. were closed all 
day Saturday because of the Preparedness 
Celebration in Independence Square. 

Gold dust and gold leaf valued at $600 
and $50 in cash were stolen last week from 
the Pharmaco Dental Co., 907 Walnut St. 

Charles Smith, with Harry Smith, 717 
Sansom St., above 7th, died Tuesday, 
March 27, at his home. Mr. Smith had 
been ill for several months. 

George W. Devinny & Co., manufacturers 
of Masonic marks, badges and medals, has 
re-established at the northeast corner of 
llth and Walnut Sts. 

Dave Gutekinst, with J. B. Bechtel & 
Co., has returned from a trip throughout 
the south. John C. Oberholtzer of the same 
firm is confined to his home with the grippe. 

E. J. Berlet of Maxwell & Berlet has been 
nominated, unopposed, for the presidency 
of the Walnut St. Business Association. 
Mr. Berlet has held this office for the last 
10 years. 

A. W. F. Kiefer, formerly of 1428 Cum- 
berland St., has moved to his new building 
at 1504 Cumberland St. Mr. Kiefer has 
been in the locality for upwards of 17 years. 

E. J. Rankin has succeeded to the busi- 
ness of Meehan, Rankin & Co., 1206 Chest- 
nut St. Major Meehan has been called 
to serve in the National Guard in the 
expected conflict with Germany. 

The company recruited from the em- 
ployes of Bailey, Banks & Biddle Co. are 
drilling on the roof of the store building, 
preparing for a conflict. The company has 
been equipped by Charles W. Bailey, the 
head of the firm, and is part of the general 
movement for preparedness which was be- 
gun several months ago. 

Governor Brumbaugh has signed the 
optometry bill which defines optometry 
and relates to the right to practice 
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ic in the State. It is intended to eliminate 
the “eye quack” and the incompetent or un- 
scrupulous persons who traffic in cheap or 
useless eyeglasses, or otherwise endanger 
the eyes of the ignorant or unsuspecting. 
The bill creates a State board of opto- 
metrical examiners. 

R. H. Woodrow, for the past six years 
assistant general manager of the Eastwood- 
Park Co., Newark, N. J., and prior to that 
time buyer for eight years or more for 
Cross & Beguelin, New York, has accepted 
a position with M. Sickles & Sons, 726 
Chestnut St., and will begin his new duties 
about April 5. 

The nominations for officers of the Jewel- 
ers’ Club of Philadelphia were announced 
March 31. They are: For president, 
Newton B. Eltinge; vice-president, J. E. 
Pryor, New York; for treasurer, W. H. 
Long; for secretary, Robert L. Coates; for 
directors (five to be elected), L. P. White, 
J. G. McGrath, L. F. Miller, A. J. Le 
Jambre, George W. Reed, Fred Lapham 
and E. Paul Staunton. The election will 
be held in the clubhouse April 10. Ar- 
rangements are being made for the annual 
shad dinner of the Jewelers’ Club, to be 
held at Essington on Tuesday, May 8. 


Albany, N. Y. 











The following Albany jewelers received 
honorable mention by the judges in the 
contest for the best window display during 
“Dress-Up” Week: Van Heusen-Charles 
Co., J. Fuhrman, F. P. D. Jennings, Berner 
Bros., Marston & Seaman, James Mix, E. 
P. Miller, William Kennedy and Miller 
Bros. The announcement of the prizes 
was made at a luncheon of the firms parx- 
ticipating in “Dress-Up” Week by former 
Governor Glynn, and it was decided to per- 
fect a permanent organization and make it 
an annual event. The reports of all lines 
of business indicated that the plan was a 
success. | 

The appeal of L. Minor Sheran, an Os- 
sining retail jeweler, from a judgment of 
the Appellate Division, Second Department, 
affirming a judgment of the Westchester 
county court of $290.11 in favor of the 
Johnson County Savings Bank of Iowa 
City, was argued last Thursday in the 
Court of Appeals. The action was brought 
to recover on drafts signed by Sheran in 
payment of jewelry bought of Lyon-Taylor 
Co., a jewelry manufacturer of Iowa City, 
which the bank claimed to be the holder 
in due course for value. The goods were 
ordered from a salesman of the company, 
who said they would be photo jewelry and 
first class in quality. Sheran signed the 
Grafts before the goods were received. He 
alleged they were not photo stock as war- 
rdnted and of inferior quality and he re- 
turned them. He also alleged that the bank 
was not the real party in interest and that 
it had knowledge that the goods had been 
returned and was not a holder of the drafts 
in good faith, The bank contended that 
the contract did not provide for a return 
of goods until they had been advertised 
and displayed for 14 months and also that 
the purchaser was not to make any claim 
of failure of consideration or that the 
goods were not up to standard unless he 
had first exhausted his warranty or the 
exchange plan. 
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Do you realize that, as the result of a Special Investigation made along Industrial 


Lines, BALTIMORE is pronounced to be one of the Best Cities in America for manufactur- 


ing purposes ? 





Ready for Easter ¢ 


The Easter business ranks next to 


that of Christmas, and grows larger 
each year. To get the cream of it your stock must 
appeal to the discriminating taste of your customer. 


OUR Spring line for 1917 embodies just these es- 


sentials. 


If you have seen it—you know—if you haven't, be 
sure to wait for it—or send in your order. 


MTWELPY 62 JEWLLER, 
Baltimore 





Announcing 


“ESKA” No. 3 


The newest addition to the ESKA Family 
Runs and Alarms for eight days 


N O Thirty Hour —-~ a ee $1 50 
b etails for e 

No. 4 Intermittent Back Bell Alarm $2.00 

No. 3. Eight Day $3.00 


Retails for 
Samples and quotations on request 


Eska Mfe. Company 
BALTIMORE .... . 


Retails for 





SEND THAT DIFFICULT REPAIR JOB TO, 


MICHAEL CAPLAN 


Manufacturing Jeweler 
5 S. HOPKINS PLACE 


We do General Repairing and Fine Gold and Platinum Work 
Write for Price List or Estimate 


LEADING SUPPLY HOUSE 


OF BALTIMORE 


LARGEST STOCK IN THE CITY 


YOUR EVERY WANT SUPPLIED 








Wholesale Dealer in Watch Materials, Tools, Jewelers’ and 
ngravers’ Supplies 


JOHN A. TSCHANTRE 


28 E. BALTIMORE ST. 











Third Edition 





First Edition 1896 


Second Edition IQO4 


Trade Marks of the Jewelry and Kindred Trades 


soLD TO JEWELERS’ CIRCULAR svuBSCRIBERS ONLY 
The work showing actual facsimile reproductions of Trade Marks 


Third Edition 1915 











' One year’s subscription to the JEWELERS’ 
Price $5, Express Paid CIRCULAR $2.00 for fifty-two issues. 


Combination Price $6 for both 














Order Now—Render Quick Service to Your Customers by Knowing the Marks 


THE JEWELERS’ CIRCULAR PUBLISHING CO., 11 John St., New York 
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Alfred Watson, Monongahela, Pa., has 
completed his auction sale there and is re- 


iri siness. 
tiring from bu 
Benjamin Brown, Monessen, Pa., has 


heen spending the no we weeks in Minne- 
cota on business and pleasure. ; 
ert B. ors and family, Connellsville, Pa, 
who have been in Florida, for sometime 
expect to return to the coke town about the 
early part of April. , 

B. Harton, McKee Rocks, is making some 
alterations to his establishment, which will 
be much larger than his present quarters, 
when plans are completed. 

Samuel Weinhaus, of the Samuel Wein- 
haus Co., who spent six weeks in California, 
is delighted with his visit and says he found 
business conditions exceedingly good. 

S. Galliner, 929 Liberty Ave., whose 
place of business was damaged by fire two 
weeks ago, is rapidly getting his place in 
order. The most of the damage was caused 
by water. ; 

“The Spies jewelry house, Steubenville, 
O., is being moved from its present location 
to a new store. The present Spies estab- 
lishment will be occupied by Jesse Cohen 
as a pawnbroking shop. 

Jewelers report a demand for jeweled 
girdles, which are destined to become pop- 
ular. The department stores are display- 
ing them and the fad promises to become 
very popular as special efforts are being 
made in that direction. 

There is a tremendous demand in Pitts- 
burgh for gold-plated flags and some deal- 
ers are scouring the country in the hope 
of landing a supply. The warlike spirit 
that prevails is said to be responsible for 
the extraordinary demand that is being 
made. 

Out-of-town merchants in Pittsburgh last 
week buying goods included Thomas Orr, 
Ambridge; J. Dailey, Butler; Frederick 
Kropft, Tarentum; Clement Kropff, Scott- 
dale; Frank Bloser, New Kensington; D. 
Krasik, Monessen, and Joseph Amster, 
Clairton. 

P. C. Gillespie of Gillespie Bros. has 
returned from a buying trip to New York. 
Carl Gillespie of the same house was to 
have gone to Cuba on a business and 
pleasure trip, but now that war is threat- 
ened, he will not take any chances in 
leaving American shores. 

Roy O. Stewart, who has been associated 
with the house of Heeren Bros. & Co., for 
a number of years, has bought out the busi- 
ness of Mrs. M. E. Noble, of East Liver- 
pool, O., whom it was announced has de- 
sired to retire. Mr. Stewart has had much 
experience as a city and traveling salesman 
and it is predicted that he will make a suc- 
cess of the business. 

The trade extension committee of the 
Chamber of Commerce, Sam F. Sipe an- 
nounces, has closed the special train that 
will tour West Virginia May 15 to 18 to 
further participants, because there is no 
room available. A waiting list has been 
established but there is small chance of 
many on this list being able to get accom- 
modation. The number booked totals 122 
or 10 more than carried last year and the 
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largest number that can be accommodated. 

Pittsburgh jeweler opticians and every- 
one interested in optometry last Saturday 
gave three cheers and a tiger when it was 
learned that Governor Martin G. Brum- 
baugh had signed the Dunn Optometry Bill 
and that it is now a law. Earnest work 
has been put forward for this bill for the 
last six or eight years and the trade feels 
much gratified that the State is to recog- 
nize their profession. Governor Brum- 
baugh in signing the bill said that he was 
confident that the bill would remove the 
fakers and scoundrels who prey upon the 
public, and hoped for more legislation along 
that line at the next session of the legisla- 
ture. The bill creates a State Board of 
Optometrical Examination and Licensure of 
seven men to be named by July next. The 
law becomes operative Jan. 1 next, after 
which time it will be unlawful for anyone 
in the State without a State license to 
engage in the practice of optometry or at- 
tempt to determine by an examination of 
the eye the kind of glasses needed by any 
persons. 








Lancaster, Pa. 





TRADE CONDITIONS. 


Good weather last week brought about better 
general business conditions than the week previous, 
and the jewelry trade shared with other kinds of 
business in an increase of trade. Around the first 
of April is annual settlement time for Lancaster 
City and county, when balances in trade are struck 
and debts cleaned up if the cash is in hand. As 
every factory in the city is operating, and there 
are no idle persons, money was plentiful this set- 
tlement time, and the road is now open for con- 
tinued good business. 





Jeweler Wilhelm Plack, of Harrisburg, is 
on the sick list. 

George Yoselowitz, Steelton, visited Lan- 
caster last week. 

Bernard Coyne left last week to take a 
position in Pittsburgh. 

Jeweler Wilson, Winfield, Kans., visited 
Lancaster last week, and while here visited 
the Hamilton watch factory and the Ezra 
F. Bowman Technical School. 

Bertram C. Kepner, for a number of 
years with the Hamilton Watch Co., has 
gone to Columbus, O., to take a position as 
head watchmaker with a jewelry establish- 
ment, 

An exhibit of $500,000 worth of diamond 
jewelry at Louis Weber & Son’s store on 
March 31 attracted great attention, crowds 
of people calling to see the display, which 
presented the latest creations in jewelry. 

Charles E. Bowman, of Ezra F. Bow- 
man’s Sons, and W. W. and Percy L. Appel, 
of W. W. Appel & Son, have become char- 
ter members of the newly-organized Kir- 
vanis Club, an organization similar to the 
Rotary Club. 

Jeweler Benjamin Lichtenstein, having 
occupied his new store, 126 N. Queen St., 
the removal auction sale at the old store, 
conducted by Auctioneer Harry Robinson, 
of Atlantic City, was ended the evening of 
March 31. It was a successful one, as it 
drew big crowds. 

G. William Reisner has received a con- 
tract for 500 emblems for use on the cars 
of the Lancaster Automobile Club. Mr. 
Reisner also has the contract for six sets 
of gold and silver medals for the amateur 
wrestling tournament at Philadelphia on 
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April 12 under the auspices of the Middle 
Atlantic Association, A. A. U. 
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S. S. Kaufman, of Fredericksburg, Va., 
visited the trade here last week. 

Mrs. Albert T. Lemkuhl, wife of the 
Gay St. jeweler, fell and broke her ankle 
recently, but has now recovered. | 

Phil Katz, with S. & N. Katz, has left 
tor Palm Beach, Fla., where he will 
spend a month, and from there will go 
to Atlanta. 

Jacob Engle and Jay G. Engle, of J. 
Engle & Co., have been to New York, 
where they purchased new stock for the 
new silverware department to be _ in- 
stalled at their establishment. 

Leon Levi, 307-309 W. Lexington St., 
spent last week at Atlantic City, and on 
Thursday Mrs. Levi surprised her hus- 
band by motoring there to join him and 
bring him home in the car. 

The Eska Mfg. Co. has taken the whole 
of the third floor in the Emerson Tower 
building and will also occupy the major 
portion of the second floor. The concern 
has shown a steady and healthy growth 
since 1912 when a small office in the Emer- 
son Tower building was used as a head- 
quarters. 

An unusual case was decided against 
a pawnbroker recently when the plaintiff 
was awarded a verdict much over the 
value of the ring pawned. The case is 
that of the replevin suit of Mrs. Ger- 
trude L. Body, a professional nurse, 
against Mrs. Belle Levi, executrix of the 
will of the late Jacob Levi, trading as the 
New York Loan Office, in which Mrs. 
Body obtained a verdict of $350, the 
value of the ring that had been pawned, 
and in addition $50 damages and costs 
in the case. Judge Amber tried the case 
without a jury in Part 2 of the Court of 
Common Pleas. The testimony showed 
that in 1911 Mrs. Body’s husband got 
possession of her diamond engagement 
ring and pawned it with the pawnbrokers 
for $105 without her knowledge. Sub- 
sequently Mrs. Body and her husband 
separated. Mrs, Body’s husband died in 
1914 and when a representative of hers 
offered to redeem the ring and was re- 
fused she brought suit. To further com- 
plicate the situations before the suit was 
tried Mr. Levi died. It was shown that 
the ring had been sold by the pawn- 


brokers for $153 to cover the advances 


and charges. 








New Enterprises. 





E. G. Privat will engage in business at 
Wheaton, Minn. 

FE. W. Dick has established a jewelry 
store at Albert Lea, Minn. 

J. M. Weinbaum has opened a retail store 
at 40 Empire St., Providence, R. I. 

A jewelry store has been opened at 
Tecumseh, Nebr., by K. A. Braman. 

Lester Meyerding has opened a new 
jewelry and optical store at Baxter Springs, 
Kans, 
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Why Should You Follow the 
Line of Least Resistance 


in Selling Watches? 


Have you ever noted its direction? 
Down, isn't it? 
_ Here’s the way a Texas jeweler sees it: 


‘Did you ever in your boyhood days roll a ball 
down an incline where the surface was slightly 
uneven, and watch the zig-zag course of the ball? 
If you did, perhaps you wondered why it did not 
run in a straight line, and could not, at the time, 
find an answer to this question. In later years you 
learned the reason. The ball was following the 
line of least resistance.”’ 


The same applies to many jewelers. 

For years they have been following the line of 
least resistance—handing out watches people asked 
about simply because they were advertised—and now 
they wonder why the watch business is not as satisfac- 
tory for them as it used to be. 

The reason is plain. By following the line of least 
resistance they drifted and, as a natural result, they 
undermined their energies, their standing as watch 
authorities and their salesmanship. 

Now contrast their condition with that of watch 
merchants who see the drift of things and you'll see 
one reason why we found 750 more names on our 
sales books for 1916 than we did the year before. 


Illinois Watch Company 
Springfield 
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Chicago Notes. 





Samuel S. Piser, a retail jeweler of this 
city, has gone out of business. | 

N. C. Tall, Kalamazoo, Mich., was in 
the city buying goods last week. 

H. J. Crawford, a retail jeweler of Mar- 
seilles, Ill, was a visitor in the city last 
week. 

Louis A. Sachs, jeweler at 3070 Lincoln 
Ave., has transferred his business to Anna 
L. Sachs, his wife. 

Antonio Giglio, who has been in the 
jewelry line at 720 S. Racine Ave., has dis- 
continued business. 

Oscar Lessing, representative of the 
S. & B. Lederer Co., returned from an 
eastern trip this week. 

Josephson & Gunther, a firm which has 
been in the retail jewelry business for some 
time past, has discontinued. 

Mary B. Thoendel has succeeded to the 
business of Edward J. Thoendel, it was 
announced this week. Mr. Thoendel was a 
retail jeweler. 

B. Boaz and C. E. Oeth, who formerly 
conducted the Keystone Jewelry Mfg. Co., 
36 S. State St., which has gone out of busi- 
ness, have opened a jewelry store at 5861 
Stony Island Ave. 

W. W. Beckwith, who is with the Chi- 
cago branch of Joseph Fahys & Co., has 
been calling on the city and suburban trade 
during the past week, but will probably 
leave on a road trip in the near future. 

The Acme Novelty Co., manufacturers 
of mirror plateaux at 334 S. Clinton St., 
has recently increased floor space. A. 


Schulman, of the company, reports a very ° 


active demand for goods, considering the 
season of the year. 

A first meeting of the creditors of S. 
Zavodny, retail jeweler, who filed a volun- 
tary petition in bankruptcy a few weeks 
ago, was held late this week in the offices 
of Referee Sidney Eastman. Frank McKee 
was appointed trustee. 

The general offices of Rettig, Hess & 
Madsen, wholesale jewelers at 7 W. Madi- 
son St., are being remodeled, with a view 
to gaining a more convenient arrangement 
of space and also more privacy for the offi- 
cers of the company. 

The annual convention and display of 
the Toy Manufacturers’ Association, to be 
held in the New Morrison Hotel and the 
Palmer House April 2 to April 21, is ex- 
pected to attract a great many buyers of 
novelty jewelry to the city. 

Henry W. Sherrill, manager of Sinnock 
& Sherrill’s office in this city, is making a 
Coast trip, calling on the wholesale dealers 
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Until new arrangements for 

representation in Chicago 

can be completed, the trade is 

requested to send all commu- 

nications to our main office, 

11 John St., New York. 

The Jewelers’ Circular 

Publishing Co. 




















in Los Angeles, San Francisco, Portland, 
Seattle, Spokane and other points. He is 
carrying a complete line. 

The Chicago branch of the National 
Jewelers Board of Trade has sent out the 
following notice to members: “We an- 
nounce with regret the death, on March 23, 
of Herman Stern, the representative of the 
JEWELERS’ CIRCULAR-WEEKLy in this terri- 
tory.” 

J. Howard Fry of the H. C. Fry Glass 
Co., Rochester, N. Y., was in the city last 
week and visiting the Chicago Cut Glass 
Co., the local cutting plant of which Harry 
Buckley is manager. The latter firm may 
shortly open a display room in the loop 
district, it is announced. 

Sol Hess, of Rettig, Hess & Madsen, has 
already started work on the entertainment 
program for the next meeting of the Chi- 
cago Jewelers’ Association, which is to be 
an evening session. As usual, Mr. Hess 
is keeping his ideas secret, but that he will 
spring something rich is fully expected. 

J. H. Stouffer, of the J. H. Stouffer Co., 
decorators of fine china at 3231 Calumet 
Ave., has just returned from a trip’ 
through the east, where he was on the look- 
out for white china for decorating purposes. 
Mr. Stouffer was very successful, and pur- 
chased several large consignments, which 
will be of material help to the company in 
filling orders. 

The next monthly meeting of the Chicago 
Manufacturing Jewelers’ Association will 
be devoted to a discussion of problems aris- 
ing from the working of gold. The officers 
of the organization, which has held several 
excellent meetings of late, promise to have 
some interesting speakers on hand, and 
there will also be the usual general discus- 
sion, with questions and answers. 

In a bowling contest between two picked 
teams at the Hamilton Club last week 
Frank B. Tinker, Heyworth building, cov- 
ered himself with glory by making four 
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in succession at the end of the 
game. They were needed to bring victory 
to his side. Mr. Tinker now has on dis- 
play in his wareroom the entire line of the 
Central Cut Glass Co., of Chicago. 

The railroads entering Chicago are again 
making an effort to have their passenger 
rates increased, and the chances are that 
jewelry travelers may be paying 2.4 cents 
a mile to ride in this State instead of 2 
cents a mile, the present rate. The rail- 
roads a few months ago made an effort to 
get an increase from the courts, but this 
attempt failed, and they are now seeking to 
get their increase through the State ‘legis- 
lature. 

C. H. Knights, of the C. H. Knights- 
Thearle Co., who has been spending the 
Winter in Pasadena, Cal., will return home 
some time this week. S. E. Croft and A. 
D. Reynolds, travelers’ for the company, 
arrived in the city at the end of last week 
to spend a few days at headquarters in the 
Columbus Memorial building, after which 
they will leave for their respective ter- 
ritories. 

A meeting of the Illinois Retail Jewelers’ 
Association is soon to be held in Bushnell, 
for the purpose of arousing enthusiasm 
for the approaching convention. Members 
in that section of the State expect to at- 
tend. Charles F. Manahan of Chicago will 
probably go down to help things along. 
There will also be a representative of the 
Chicago Jewelers’ Association, according to 
a decision taken at the meeting of that 
body in the Palmer House last week. 

The “diamond clubs” of the city, against 
which a campaign of extermination is being 
conducted by certain interests, are deter- 
mined to prove that their status is legal, if 
they are forced to go to the highest courts 
in the land. This, at least, is the message 
conveyed in a circular letter, sent out last 
week, copies of which fell into the hands 
of retail jewelers. The firm of attorneys 
recently engaged by the clubs has men at 
work digging out the law on the matter, 
and the next case which comes up in court 
will be a signal for the presentation of a 
large mass of legal facts in support of 
the legality of the clubs. 


strikes 








The assets of the Brilliant Jewelry Co., 
San Francisco, Cal., have been assigned 
to M. L. Mayers for the benefit of cred- 
itors. The assets in stock and fixtures 
amount to $10,000 and the installment 
accounts, amounting to about $30,000, 
have all been pledged. The liabilities are 
about $50,000, with about $20,000 secured 
in accounts receivable. 
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IN KANSAS CITY 


















The Heart of the U.S. A. 


The following houses will 
supply your wants 









W. H. JOERS E. 0. BAUMGARTEN 


Hoefer Jewelry Company 
WHOLESALE 
WATCHES, DIAMONDS, JEWELRY 
No. 1009-11 Walnut Street Merry Building KANSAS CITY 





There Are No Mummies Here 


You know what a mummy is. Dead Stuff. Unsalable Goods—the kind you couldn’t give away. 


We are dealers in live, up to snap, gingery jewelry, that sells. Selling “sellable” merchandise is 
our business. And with the goods we sell you comes a service that makes you feel that you are the 
chief consideration. 


“Some Satisfactory Service” 


C. B. NORTON JEWELRY CO. 1016-18 Walnut Street, Kansas City, Mo. 








Edwards-Ludwig-Fuller Jewelry Co. 


(Formerly EDWARDS & SLOANE JEWELRY CO.) 


WHOLESALERS OF 
JEWELRY, WATCHES, DIAMONDS, CLOCKS, SILVERWARE, CUT GLASS 
Catalog on Request TOOLS, MATERIALS, Etc. 










Enamel Ring Mountings, All Platinum Mountings, Platinum 
Inlaid Mountings, Platinum and Gold Mountings 


Original and artistic designs that will appeal to your customers. People want something out of the 
ordinary. 
We are specializing in this line and are prepared to send convincing designs on request. 
Don’t overlook this opportunity for profitable business, 


MEYER JEWELRY CO. Boley Building, Kansas City 


MANUFACTURING -JEWELERS, EXPERT REPAIRERS AND SKILLFUL ENGRAVERS. 


Send your work to a factory where the proprietors are experts. 
















Mr. H. W. Porter, Engraver Mr. E. B. Wiser, Jeweler 
These men are well known for their efficiency in handling work mentioned above, 
each has had many years of experience and all work leaving the factory is 

personally inspected by them. ESTABLISHED 30 YEARS. 






DOPTER & WISER. CO, 

















MANUFACTURING JEWELERS 


("Pid KANSAS CITY, MO: 
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Herman Mauch has been elected a di- 


rector of the St. Louis Zoological So- 


ra Arnold of the Gutfreund-Arnold 


Jewelry Co. is on a week’s trip through 
Missouri. ; 

St. Louis jewelers are showing their 
patriotism by displaying flags at their 
places of business. 

Harry Fleischmann of the Harris- 
Kober Diamond Importing Co. is on a 
two weeks’ trip through southern 
Missouri. 

P. L. Isherwood, formerly connected 
with Ormond & Klueber, Sedalia, Mo., 
has bought the jewelry business of Mr. 
Hirsch at Chillicothe, Mo. 

A. R. Brooks, vice-president of the A. 
R. Brooks Mercantile Co., whose home 
is at Wright City, Mo., is serving on the 
Federal Grand Jury in the United States 
District Court. 

Louis Bauman, a brother of S. H. Bau- 
man, president of the Bauman-Massa 
Jewelry Co., and who was formerly con- 
nected with that company, died Tuesday 
and was buried Thursday. 

L. G. Sartor of the Elliott Jewelry Co. 
has recovered from an illness which con- 
fined him to his home for a week. Hugo 
Bauer of the concern has returned from 
a vacation trip to Chicago, IIl. 

J. L. Arnold, Texarkana, Ark., member 
of the Arnold-De Grazier Jewelry Co., 
stopped in St. Louis on his way to and 
from Chicago and visited his brother, S. 
J. Arnold of the Gutfreund-Arnold Jew- 
elry Co. 

The following out-of-town jewelers 
were in St. Louis during the past week: 
Miss Lena Alpiser, Edwardsville, IIL; 
L. E. Wittenfeld, Collinsville, Ill.; Mrs. 
M. Rosenberg, Duquoin, IIl.; W. E. New- 
land of the Bolton Jewelry Co., Fulton, 
Mo.; J. A. Hutchinson, Steelville, Mo. 

William Tell, watchmaker for the 
trade, with quarters in the building of 
the St. Louis Clock & Silverware Co., 
has been called to the colors with the 
First Regiment Missouri National Guard, 
of which he is a member. He returned 
only two months ago from service on 
the Mexican border with the regiment. 

Lawrence Oberting, of the St. Louis 
Clock & Silverware Co., who had started 
on a trip through Missouri, was called 
in from Rich Hill, Mo., on account of 
the death of his mother at Smithton, 
Ill. George Oberting, another son, also 
connected with the company, was not 
on the road. Their father died only 
about a month ago. 

An indictment has been returned 
against William Townley, charging him 
with the murder of Abraham Gallant, 
former jeweler. The killing, about a 
month ago, followed a quarrel, accord- 
ing to Townley’s confession, ‘about 
money matters. Townley was employed 
by Gallant and asked for some money. 
Gallant’s refusal to give it to: him en- 
raged him and he killed Gallant with a 
piece of scantling. | 
Superintendent Schwartzman of the 
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manufacturing department of the Bau- 
man-Massa Jewelry Co., opened on April 
1 a trade school for jewelers, watch- 
makers, diamond setters and engravers 
for the instruction of young men and 
young women about to enter the com- 
mercial world in arts and crafts: It will 
be known as the Schwartzman Trades 
School and will be conducted in rooms 
521 and 522 Commercial building. 

A window display that is attracting a 
great deal of attention at the store of 
the F. W. Drosten Jewelry Co. shows 
the mean time of the world by the use 
of a large map of the world, with parallel 
vertical lines marked by red tape, show- 
ing the difference of time in the various 
latitudes. Accuracy is obtained by the 
use of a concealed clock, which shifts 
the tapes hourly. The display is the in- 
vention of C. Paulson, the firm’s window 
dresser. ; 

J. J. Burke, president of the Brooks 
Jewelry & Optical Co., has received a 
letter from Jere Murphy, who is now at 
Los Angeles, Cal., in which he states 
that he has entirely recovered from the 
illness which compelled him to give up 
his position with the company last Fall 
and go to Arizona. He expects to ob- 
tain a position in Los Angeles and re- 
main there because the climate agrees 
better with him. He had been with the 
Brooks company for upwards of 12 
years, and during the time he has been 
an invalid he has been carried on the pay- 
roll. 

The St. Louis Association of Jewelry 
Jobbers had a meeting Thursday at the 
Mercantile Club, at which plans for the 
national jewelers’ convention, to be held 
in St. Louis, were discussed. All of the 
members were constituted a committee 
to enlist the interest of the manufac- 
turers and report at another meeting to 
be held at the same place the second 
Tuesday in April. Edwin Massa of the 
Bauman-Massa Jewelry Co. and Otto J. 
Pfeffer of the St. Louis Clock & Silver- 
ware Co. were appointed to represent the 
association at the Cincinnati convention 
of jobbers. Morris Eisenstadt will also 
attend the Cincinnati meeting in the in- 
terest of the general publicity plan. 








A rather unique law suit has been oc- 
cupying the attention of Bayonne, N. J., 
business men during the past week. Isaac 
Wiegdor has brought suit against Samuel S. 
Cohen. The two are jewelers doing busi- 
ness within a few doors of one another on 
Broadway. Mr. Wigdor has been in the 
same neighborhood for 27 years and Mr. 
Cohen has been located at 452 Broadway 
for six years. Some time ago Mr. Wigdor 
adopted a slogan for his store, reading as 
follows: ‘“Bayonne’s Leading Jeweler.” 
Shortly after this Mr. Cohen came out with 
a sign displaying exactly the same slogan. 
Mr. Wigdor registered the slogan as a 
trade mark with the authorities at Wash- 
ington and also filed the title with the 
Secretary of State at Trenton. When his 
brother jeweler took the phrase for his 
own use, Jeweler Wigdor brought suit to 
restrain him from using the phrase. The 
case was heard by District Court Judge 
Charles L: Garrick and decision reserved. 
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. B. Norton, of the Norton. Jewelry Co., 
was recently in Oklahoma. 


H. H. Kiger, of the C. A. Kiger Co., 
recently visited Iowa and Nebraska. 


C. L. Larson, of the Porter & Wiser 
Jewelry Co., was among those called to duty 
with the Third Regiment. 

H. J. Krueger, bookkeeper at the Harris- 
Goar Co., and star bowler, was recently in 
the hospital for a minor operation. 

G. W. Hail and B. E. Vaughan, of the 
Woodstock-Hoefer Watch & Jewelry Co., 
recently motored to Manhattan, Kans. 

C. E. Allen, who has been with the H. A. 
Hershfield Jewelry Co., Kansas City, has 
opened a jewelry store in Paola, Kans. 

When the Third Regiment of Kansas 
City was mobilized recently, Oppenstein 
Bros. contributed the captain, H. E. Lewis, 
manager of the repairing department, and 
Fred Wilhelm, first lieutenant, an engraver. 

Recent visitors in Kansas City included 
J. W. Bishop, Claremore, Okla.; C. W. 
Penn, Centralia, Mo.; M. A. Coff- 
man, Braymer, Mo.; Jeff James, Marshfield, 
Mo.; Thompson, Hunter Drug Co., Fair- 
fax, Mo.; J. B. Dickey, Newton, Kans.; 
L. A. Durr, Troy, Kans. 

Flag Day, March 24, was a good day for 
jewelers in Kansas City. Patriotic jewelry 
of all kinds sold like the proverbial hot- 
cakes. Oppenstein Bros. sold 1,500 little 
gold-filled enameled flags, the Craven’s 
Diamond Shop Co. sold an equal number 
of gold shields and is still attempting to 
keep up with the rush of orders. The 
jewelry department at the Jones Store Co. 
had a record sale of enameled flags, hat- 
pins, rings, pins and particularly the ster- 
ling silver flag with the Stars and Stripes 
in sets. The jewelry department of Emery, 
Bird, Thayer Dry Goods Co. was not be- 
hind either in selling the patriotic line. 
Here, however, the more expensive articles 
found a rapid sale. 

The Wuerth Jewelry Co., doing a retail 
business at 9th St. and Grand Ave., is able 
to secure the enforcement of the new traffic 
regulations, to the benefit of the store, by 
co-operation with the police. The estab- 
lishment is near the corner, and comes 
within the space prohibited for parking 
automobiles. But the mere notice from the 
jeweler to motorists, not to park there, is 
not always effective. Around the corner, is 
a church, and 9th St., in that block, is also 


interdicted for any parking. Mr. Wuerth 


has provided a place in his store where 
copies of the traffic ordinances may be 
found, and where the officers may leave the 
blank summons which they use in making 
arrests. The result is that the police are 
convenient to call at any time, and fre- 
quently come into the store for their sup- 
plies. The officers, also, send people into 
the store to get copies of the traffic ordi- 
nance—which has proved to be no unim- 
portant source of new customers. 








The concern formerly known as the Mil- 
ler Jewelry Co., Kirksville, Mo., will here- 
after do business under the style of the 
Myron Miller Jewelry Co. 
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TRADE CONDITIONS. 


Unless all early-season signs fail, Easter busi- 
ness in the Milwaukee retail jewelry trade will 
be brisk. The opinion of well-informed jewelers 
is that the volume will exceed that of any pre- 
vious year. and that the deterrent influences of 
the high cost of necessities and luxuries is largely 
discounted by the generally prosperous condition 
of the public purse. Jewelry prices have not ad- 
vanced to the same degree as all of the actual 
necessities of life and this fact alone is expected 
to be a prime factor in making business during 
the coming two or three weeks of very satisfac- 
tory volume. There is evident a touch of con- 
servatism, due to the constantly increasing po- 
litical difficulties of the nation as regards inter- 
national affairs, but this has not yet made itself 
distinctly felt. 





E. M. Potter, retail jeweler, Muscoda, 
Wis., recently passed the State Board of 
Optometry examinations. 

Harry Aicher, representing R. Black- 
inton & Co., North Attleboro, Mass., 
called on the Milwaukee trade last week. 

Alf W. Fuchs, 1403 Green Bay Ave., 
Milwaukee, has established a talking ma- 
chine department and will feature the 
Brunswick line. 

Albert Tegge, formerly associated with 
jewelry stores at Two Rivers and other 
Wisconsin cities, is reported to have pur- 
chased a store at Iron River, Mich., and 
took possession March 15. 

H. C. Rood, Waupun, Wis., is back at 
his jewelry store after an absence of 
several weeks, due to illness. John 
Brandt of Neshkoro, Wis., assisted at 
the store while Mr. Rood was in the 
hospital. 

The crack Schulenberg bowling quintet, 
representing Schulenberg Bros., 217 W. 
Water St., defeated the team represent- 
ing the Badger State Jewelry Mfg. Co., 
311 3d St., on Monday night by a net 
score of 237 pins. 

Estberg & Sons, jewelers, Waukesha, 
Wis., have an attractive window display, 
consisting of the architects’ plans and 
drawings of the proposed new Waukesha 
High School and graded school group, to 
be erected at a cost of more than $235,000. 

J. Harold DeJough, who became asso- 
ciated with the E. J. Ballard retail jewel- 
fy store at’ Evansville, Wis., last Fall, 
has resigned, effective April 14, to enter 
an establishment at Rockford, Ill. Mr. 
DeJough came to Evansville from Mon- 
roe, Wis. . 

E. F. Rohn, 274 W. Water St., one of 
the best known downtown retailers of 
the city, on May 1 will move to new 
quarters at 253 3d St., adjacent to the Re- 
publican House, headquarters of all Wis- 
consin jewelers’ conventions in recent 
years. Mr. Rohn established his present 
store in 1892. 

Hiram J. Smith, Racine, Wis., presi- 
dent of the Wisconsin Retail Jewelers’ 
Association, has been selected as chair- 
man of the executive committee of Ra- 
Cine citizens who are arranging a mass 
meeting for Monday evening, April 2, to 
rouse the patriotic spirit of the city in 
the impending crisis. 

The E. J. Youngquist jewelry store, 
Osceloa, Wis., has taken possession of 
its new quarters in the old post office 
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building, where about twice the floor 
space of the former store is available. 
The new store is fitted with new furni- 
ture and fixtures and the stock is not 
only new, but several times larger than 
formerly. 


Sigmund Hoffman, Jefferson; E. H. 
Rathke of Rathke & Meiners, Mayville; 
M. M. Schneider of Schneider Bros., Bur- 
lington; John L. Henninger, Markesan; 
J. B. Kimball, Waukesha, and Mrs. F. 
H. Coburn, East Troy, were among the 
Wisconsin retailers who registered at the 
various manufacturing and _  jobbing 
houses in Milwaukee during the past 
week. 

The Gamm Jewelry Co., 3 W. Main 
St., Madison, Wis., expects to take occu- 
pancy of its beautiful new store at 9 W. 
Main St. during the next two or three 
weeks. At this time the company is 
conducting a clearance sale, so that when 
it opens in the new quarters the stock 
will be practically brand new. The store 
has been located in the present quarters 
for a quarter of a century. 

Mrs. Edward G. Squier, retail jeweler, 
Rhinelander, Wis., is the subject of an 
interesting item in the weekly New North 
of that city. The editor says: “One of 
the rare articles of ‘jewelry’ in the dis- 
play window of the Squier store is a 
potato necklace. This necklace is said 
to be almost priceless and will no doubt 
eventually find its way to the jewel col- 
lection of some Oriental potentate.” 


Oluf Sherman, 217 S. Barstow St., Eau 
Claire, Wis., has the distinction of being 
one of the few jewelers of the country to 
go to and from work on skis. Mr. Sher- 
mian is a suburbanite, and after the re- 
cent blizzard, which buried northern 
Wisconsin under many feet of snow, was 
obliged to resort to the Scandinavian 
“vehicle,” the ski, to make his way from 
his residence to the street car line. 

E. J. Marcouiller, Oconto Falls, Wis.. 
who disposed of his jewelry business to 
A. W. Smith several months ago, has 
closed up his business affairs preparatory 
to starting on a four to six months’ 
pleasure and recreation trip through the 
south and west. Mr. Marcouiller is 
president of the village of Oconto Falls 
and will not relinquish this position, as he 
intends to continue his residence in that 
place indefinitely. 

Edward H. Warnke, president and 
treasurer of E. H. Warnke & Co., 509 
Enterprise building, is among the first 
members of the jobbers’ division of the 
Merchants’ & Manufacturers’ Association 
to make a reservation for the seventeenth 
annual trade extension excursion, to be 
held June 11 to 16, inclusive. Mr. 
Warnke has not missed a trip since the 
event was instituted. This year’s tour 
will be made in a special train provided 


by the “Soo” railroad, and will cover © 


1.200 miles and reach 36 of the leading 
cities and towns in central and northern 
Wisconsin. 

The date of the regular monthly meet- 
ing of the Milwaukee Jewelers’ Club, 
Wednesday, April 11, will have addi- 
tional significance because it also is the 
date of the regular quarterly meeting of 
the board of directors of the Wisconsin 
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Ketail Jewelers’ Association and th 
Jewelers’ Mutual Limited Fire Inswtiibnes 
Co. of Wisconsin. The officers and di. 
rectors of the State association and mu- 
tual fire will meet in the afternoon at the 
office of Henry F. Stecher, treasurer 
276 3rd St., and in the evening they will 
be the guests of the Milwaukee Clyh at 
its regular dinner and meeting in the 
Hotel Blatz. President Edwin L. Feilin 
of the Milwaukee club is arranging '@ 
bowling party to follow the evening 
meeting. This will be held at Kurtz 
Bros., 11th and Prairie Sts. Members 
ef the Milwaukee District Club have been 
invited to participate, and it is expected 
that between 85 and 100 jewelers will be 
present and enjoy the “big doings.” 


The Bunde & Upmeyer Co., E. Water 
and Wisconsin Sts., has been obliged to 
make a change in its plans for the re- 
moval of its business from the Mack 
block to the Plankinton Arcade, W. 
Water St. and Grand Ave., because it 
has been found impossible to prepare 
the new quarters by May 1, as originally 
planned. According to the new plans 
the transfer of the business has been 
scheduled for Oct. 1. The crowded con- 
dition of furniture and fixture factories 
and manufacturers of other equipment, 
and even jewelers’ stocks, is the prin- 
cipal reason for the delay. The Bunde 
& Upmeyer Co. intends to spend nearly 
$50,000 in furnishing its new store in the 
new $2,500,000 Plankinton Arcade build- 
ing, and everything will be in keeping 
with the location and luxury of the new 
building. The retail department will oc- 
cupy about 6,500 square feet on the main 
ficor, and about 10,000 square feet on the 
second floor will be used for the manu- 
facturing, stationery, specialty and nov- 
elty departments. 


The electric clock business developed 
curing the last 10 years by the Warner 
Instrument Co., Beloit, Wis., now the 
Warner works of the Stewart-Warner 
Speedometer Co., Chicago, has been sold 
to the Waverly Novelty Co., Pittsburgh, 
Pa., which intends to undertake an ex- 
tensive development and marketing plan 
The electric clock was invented by E. M. 
Thompson, an engineer of the Warner 
company, 11 years ago. Its manufacture 
never was actually developed because of 
the great demand for the other products 
of the Stewart-Warner industries. How- 
ever, a considerable business has been ac- 
commodated. Upon the determination of 
the Stewart-Warner company to discon- 
tinue the manufacture of the electric 
clock, Mr. Thompson interested Edward 
H. Binns, head of the Waverly com- 
pany, and the business has been trans- 
ferred to the Pittsburgh concern. Mr. 
Thompson has resigned his position with 


the Stewart-Warner company to take 
charge of the clock business. For the 
present it will be conducted in _ the 


Warner works, but after existing con- 
tracts are filled the Waverly company 
intends to erect a factory of its own in 
Beloit and enlarge the business to include 
electric clocks for household and general 
use. Up to this time the invention has 
been made for the special purpose of 
automobile use only. The Waverly plant 
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- from 20 to 25 skilled clock- 
eS” he beginning, and the daily 
seo ut will be from 40 to 50 instruments. 
whe the new, factory is established the 
daily output will exceed 200. 








E. M. Pratt, jeweler of Delta, O., was a 

visitor this week. 

Siierd Phillips, jeweler of Milan, Mich., 
was a Toledo visitor this week. 

F. E. Touse, proprietor of a jewelry shop 
at Pioneer, O., visited Toledo wholesalers 

is week. 
aa fen Jewelry Co. has been author- 
ized to increase its capital stock from $5,000 
to $10,000. 

C. L. DeShetler, general manager of the 
Toledo Jewelry Mfg. Co., was in Detroit 
for several days last week. 

Miss Margaret Nolan, head of the ac- 

counting department of the Merrill-Broer 
Co.. is in Washington, D. C., for a 10-day 
rjsit. 
Commencing this week, the sales force 
of the Hoffstadt-Berson & Co., wholesale 
jewelers of this city, will again use auto- 
mobiles in calling on the trade. The ma- 
chines were laid up for the Winter. 

Edward Bowles has opened an optical 
department in the establishment of H. 
Bruce Stone, jeweler, in the Wedgewood 
building. He was formerly in business for 
himself in the “west end” district of the 
city. 

Herbert J. Rosenbaum has been appointed 
manager of Toledo office of the Hoffstadt- 
Berson & Co. This concern recently en- 
larged its quarters here and is now getting 
ready to decorate and install new wall and 
floor cases. 

The formal opening of the new home of 
the Rex Jewelry Co. at 207 Summit St., 
took place recently. An enameled Ameri- 
can flag was given to everyone who came 
in. and according to Manager Weinstock, 
there was a crowd. 

The bowling team of George W. Schar- 
bach, in the Jewelers’ League, is leading 
at present and from all indications will win 
the silver loving cup offered as a prize to 
the winner. At the last meeting of the 
league the “Scharbachs” won three games 
from the “Broer-Kapp” team, and the “B. 
H. Broers” won three from the “W. S. 
McCaw” team. 

C. K. Merrill, president of the C. K. 
Merrill Co., with offices in the Smith & 
Baker building, decided on March 31 as the 

end of the firm’s business year. The em- 
ployes of the concern are busy taking in- 
ventory and, although the company has 
been in business only eight months, Mr. 
Merrill expressed himself as being well 
satisfied with the showing made. 








. Judge Hand of the United States Dis- 
trict Court at New York held, in the cases 
of Butterick Co. vs. United States and Fed- 
eral Publishing Co. vs. The Same, that 
those Concerns being holding corporations 
receiving and distributing income derived 
from dividends paid by subsidiary operat- 
ing companies engaged in publishing mag- 
azines, were not subject to the income tax. 
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T. L. Combs has been drawn on the jury. 

C. L. Shook was in Lincoln, Nebr., last 
week on business. 

Sol Bergman is displaying a beautiful 
American flag in front of his store. 

C. B. Brown, who has been ill with the 
grippe has gone to Colfax Springs, Ia., 
for a short rest. 

E. L. Gustafson, who has _ purchased 
stock in Fritz Sandwall Jewelry Co., has 
been connected with the city treasurer’s 
office for the past 17 years and became the 
financial man for the new company, begin- 
ning April 1. 

The A. F. Smith Co. claims there is a 
big shortage in high grade watches, and 
the demand is greater than ever for good 
timepieces. Many of the new récruits are 
buying. wrist watches and having their 
names and addresses engraved on them. 

Among the out-of-town jewelers in 
Omaha last week stocking up were: C. 
W. Sawyer, Silver City, Ia.; H. G. Ander- 
son, Fremont, Nebr.; Fuller and Norseun, 
Tekamah, Nebr.; H. Farnham, Blair, 
Nebr.; C. E. Porter, Malvern, Ia.; Mr. 
and Mrs. Tinsley, Harlan, Ia.; H. Heitz- 
man, West Point, Nebr.; E. M. Cleaver, 
Griswold, Ia. 

The T. J. Brunner Co., doing a whole- 
sale jewelry business, has been forced to 
take more floor space on the eighth floor 
of the Brandeis building to take care of 
the growing trade. Three years ago the 
house started business in quarters believed 
to be ample for many years. The business 
has grown beyond expectations until now 
it is necessary to add a large space to the 
present quarters. This, it is said, will give 
this Omaha company the largest display 
rooms of any exclusive wholesale jewelry 
house in the middle west. 








Evansville, Ind. 





TRADE CONDITIONS, 


Weather conditions in this section are becoming 
more settled and the local wholesale’ and retail 
jewelry merchants report a brisk trade with indi- 
cations that business will remain good .all Spring 
and Summer. The prospect of a flood along the 
lower Ohio River has now passed. The stage of 
the river in this city went seven feet above the 
danger line and a rise of several more feet would 
have made conditions as bad as the disastrous 
flood in March, 1913. There is a good feeling per- 
vading the business world and the talk of war 
between the United States and Germany has not 
affected business in this section in the least. 
The various large manufacturing plants in this 
city are being operated on full time and men are 
more generally employed than at any time during 
the past 10 years. Collections are reported good. 
Merchants say the situation is one of encourage- 
ment and they are looking for 1917 to bring in a 
larger volume of trade than last year. 





The merchants at Muncie, Ind., observed 
Friday, March 23, as “dress-up” day, and 
the jewelry merchants of that place had 
fine and attractive window displays. A 
band concert was one of the features of 
the day. 

Local jewelry merchants are interested 
in the prospects of getting the national 
music teachers’ convention for Evansville 
next year. The place of meeting will be 


decided by the executive committee of the 
national association and it is said Evans- 
ville has a fine chance tu land the meeting. 
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The trial of Gus Zeidler, formerly a 
well-known caterer of this city, who is said 
to have been a “fence” for Adam Prochow- 
ski, alleged diamond and jewelry rob- 
ber, will commence in Chicago, on April 
10. Zeidler is now out on bond. Zeidler 
was arrested here with Prochowski several 
months ago and the two were taken to 
Chicago. Prochowski received a term of 
from five to 20 years in the State prison 
on each of four counts, making an aggre- 
gate sentence of from 20 to 80 years in all. 
There were 37 counts against Prochowski. 
Shortly after the arrest of the two men 
here, the police raided the Summer home 
of Zeidler, where they say a great deal of 
stolen jewelry and furs were recovered. 








Des Moines, Ia. 





William Hersbergen, of Mitchellville, ha 
bought a new store building for his jewel- 
ry stock. 

The jewelry stock of the late K. K. Keith 
of Eagle Grove, has been bought by C. E, 
Middleton, who has also purchased the 
store building. 

C. W. Connoran, the jovial Indianola 
jeweler and golf enthusiast, visited in Des 
Moines Thursday and played several holes 
at Waveland with S. H. McLaughlin, local 
wholesale jeweler. 

Iowa jewelers who have visited Des 
Moines recently are P. T. Ryen, Slater; 
J. L. Schwab, Casey; R. E. Morrill, Wau- 
kee; U. S. Bond, Osceola; George Forsythe, 
Redfield; J. De Ford, Carlisle; Jesse 
Strawn, Brooklyn. Oscar Lundgren of 
Salem, S. D., was also in the city. 

Settlement has been effected between the 
Chicago Great Western Railroad and the 
heirs of K. K. Keith and Miss Katherine 
Ballard of Eagle Grove whereby Mr. 
Keith’s estate will receive $1,500 and Miss 
Ballard’s heirs $3,500. The two were killed 
a few weeks prior to the date set for their 
marriage when a Great Western train hit 
the automobile in which they were riding 
several months ago. Mr. Keith was a for- 
mer president of the Iowa Retail Jewelers’ 
Association and one of the best known 
members of the trade in Iowa. 

President C. H. Haney of the Iowa Re 
tail Jewelers’ Association and John B. Cur- 
rie, Shelby, vice-president, met with George 
Hamilton, secretary of the convention bu- 
reau of the Des Moines Chamber of Com- 
merce Sunday and made preliminary ar- 
rangements for the 1lth annual conven- 
tion of the association to be held in Des 
Moines June 12 and 13. The old plan of 
meeting in conjunction with the Iowa Op- 
tometrists will be again carried out. The 
optometrists will meet June 11 and 12. As 
a large number of jewelers are also optom- 
etrists it is thought the plan will mean 
greatly increased attendance at both con- 
ventions. Frank Horras, of Marengo, who 
was elected secretary-treasurer last year, 
has quit the jewelry business and Presi- 


_dent Haney is also acting secretary-treas- 


urer. 





The Tama Silver Co., El Paso, Tex., 
has been incorporated with a capital stock 
of $100,000. The incorporators are Julius 
Caesar Carrera and Charles S. Simpson, 
both of El Paso, and William H. Beard, 
Mobile, Ala. 





110 


Minneapolis and St. Paul. 





A. T. Powell is a new watchmaker at the 
establishment of A. E. Paegel, Minneapolis. 

Morse Rush of the Morse Rush Jewelry 
Co., Minneapolis, spent a few days in Chi- 
‘cago last week on business. 

John Rentz of Rentz Bros., Minneapolis 
manufacturing jewelers, is recovering from 
an illness which kept him at home for a 
week. 

M. L. Cohen of Cohen Bros., Minneapolis 
jewelers, has been a sufferer during the past 
fortnight from rheumatism, but is now back 
at work, 

A. P. Johnson, a jeweler at 2513 River- 
side Ave., Minneapolis, has sold out his 
business to J. Ubl, who will continue at the 
same stand. 


F. W. Harper, Delano, Minn., was a 
Minneapolis visitor last week when he 
stopped over a few hours on his return 
from the Mt. Clemens mud baths. 

H. A. Greenblat has accepted a position 
as traveler for A. D. Goodman & Bro., 
St. Paul wholesale jewelers. A. J. Barnett 
of the firm has just returned from a trip 
as far west as the Pacific Coast. 


Trygle Madsen will represent the mate- 
rial department of the J. M. Bennett Co., 
covering northwestern territory. R. Say- 
gol, of the same firm, has just returned 
from a six weeks’ trip in the west. 

H. W. Harm, formerly engaged in the 
jewelry business in St. Paul, is in the city 
this week, visiting friends after having 
spent a honeymoon in Cuba. Mr. Harm 
intends locating in Canada in the near fu- 
ture. 

A. Mael, formerly carrying on a trade 
watch repair business at 404 Ryan building, 
St. Paul, has closed shop and accepted a 
position as watchmaker for H. Fegelson, 
410 Cedar St. Mr. Mael had the misfor- 
tune last week to fall on an icy sidewalk 
and sustain a fracture of the right ankle. 

Sischo & Beard, St. Paul wholesale 
jewelers, are to have a baseball team dur- 
ing the coming Summer. A meeting was 
held a few nights ago, when the manager of 
the jewelry department was elected man- 
ager, and Al Meyers of the optical shop 
force captain. Efforts are being made to 
organize an intercity baseball league of 
employes of wholesale jewelers, optomet- 
trists and manufacturing jewelers. 

On Wednesday night, March 28, sneak 
thieves robbed the sidewalk showcase be- 
longing to Chas. M. Erichsen & Co., 303 
Cedar Ave., Minneapolis, of about $25 
worth of articles, consisting of a silver set, 
‘a baby bracelet, a comb and some smaller 
articles. There is no clue to the thieves. 
Mr. Erichsen said the case had been in its 
present position for 10 years and had never 
‘before been molested. Some cut glass and 
other heavier articles were not touched. 

The jewelry and pawn shop of H. Fegel- 
‘son, 410 Cedar St., St. Paul, was entered 
on Monday night, March 26, by burglars, 
who took property valued at more than 
$1,000 away in an automobile. The jewelry 
taken consisted of lockets, chains, a few 
‘solid gold wedding rings, men’s chains, 
la Vallieres, brooches and sticpins. The 
loss in the jewelry department approxi- 
‘mates $200. The balance of the loot con- 
‘sisted of tailoring goods taken from the 
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tailor shop next door, also owned by Fegel- 
son. 

Two men of peculiar appearance entered 
the jewelry store of Olav Coll, 1504 E. 
Franklin Ave., Minneapolis, on Friday, 
March 23, and asked to look at some watch 
chains in one of the cases. They then 
stated that the prices were too high and 
asked to see some diamond rings. While 
Mr. Coll had his back turned they evi- 
dently got away with one of the rings val- 
ued at $40, for one was missing after they 
ieft the store rather hurriedly. The two 
men were said to look like Hindus. The 
police department was notified and notice 
sent to all the jewelers telling them to 
watch out for the pair. The men evidently 
talked poor English. A meager descrip- 
tion only was obtained by the police. 
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J. D. and E. B. Jacobs of the D. Jacobs’ 
Sons Co. are in the east, to visit factories 
in Providence and Attleboro. 

Julius Hahn of Hahn, Jacobsen & Co. is 
in the Jewish Hospital doing fairly well 
after an operation for appendicitis. 

Messrs. Aaron Plaut and G. M. Braham 
of A. & J. Plaut, will be in New York 
city this week to begin their Fall buying. 

A. J. Plaut returned last week from 
Florida where he spent the Winter. He 
will leave April 4 for New York accom- 
panied by G. M. Braham. 

Miss Jeannette Carolyn Braham, the 
voungest daughter of G. M. Braham of the 
firm of A. & J. Plaut, was married at the 
Hotel Gibson on Thursday night, March 
29, to Stanley C. Jacques, also of this city. 
The young couple are spending their 
honeymoon in New York city. 

At the annual bowling roll-off of the 
Gruen Watch Mfg. Co. the handicap sil- 
ver trophy was won by Harold R. Haerr, 
by a very safe margin. His scores for 
the three games were 174, 139 and 195. 
The event took place at North Cincin- 
nati Turner Hall and the presentation 
was made by the secretary of the com- 
pany, Geo. J. Gruen. Jacob A. Kramer 
was runner up. The handicaps were es- 
tablished by figuring the average of each 
individual at the close of the regular 
season. 

John Crowe, 27, of Scott St., Covingion, 
Ky., was held to the Grand Jury Tuesday. 
March 27, by Police Judge Edmonds, on a 
$2,000 bond. He was charged by Edwin 
Pieper, son of F. Pieper, and one of the 
brothers who conduct the business of “F. 
Pieper” in Covington, with robbing and ter- 
rorizing the Pieper family at the homestead 
on the night of March 7. Young Pieper 
and his sister were in court and positively 
identified Crowe as one of the burglars 
and as the one who took the diamond ear- 
rings from Miss Flora Pieper’s ears. He 
was also said to be the one who made Ed- 
win stay on the floor while he searched him 
and took a diamond pin and $39 in money 
away from him. Crowe attempted to estab- 
lish an alibi.. He was also positively identi- 
fied as the burglar who robbed the residence 
of Robert Manley, in Newport, on the night 
of March 8 In default of bond, Crowe was 
put in jail. 
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Oklahoma City. 


J. C. Halton, Shawnee, was i 
City last week on business. um Oktaboom 

Frank C. Boasen of Boasen Bros. : 
dent of the Oklahoma Retail Jemsler’ AL 
sociation, made a business trip through the 
western part of the State last week. He 
returned Saturday. 

A State charter has been issued to the 
Chester R. Hammond Jewelry (Co at 
Okmulgee. The incorporators are Chester 
R. Hammond, H. Vernon Crit and Rose 
D. Hammond, all of Okmulgee. The 
capital stock is $20,000. 

Jewelry manufacturing is one of the 
latest industries to find representation in 
Oklahoma City. Robert P. Garcia has eS- 
tablished a jewelry manufacturing plant in 
the Weaver building, W. Main St Mr 
Garcia, who has had long experience ip hie 
line, has been in Oklahoma City for the 
past 10 years and most of this time was em- 
ployed at one of the leading jewelry stores. 
During that time he saw the Opportunity 
for a manufacturing business here. Two 
other men are with Mr. Garcia. 

The second bulletin of the Oklahoma Re- 
tail Jewelers’ Association has been issued 
by Frank H. Robertson, of Blackwell, who 
is secretary-treasurer. On the front page 
is a cut of the sign showing membership in 
the association, which all members are ex. 
pected to display in their stores. President 
Boasen, of the State association, promises 
the best program for the annual conven- 
tion on May 7 and 8 that has ever 
been attempted. The entire time will 
be devoted to the interest of Oklahoma 
jewelers and the present plan is to have the 
sessions devoted to the discussion of con- 
ditions and the best method of handling the 
situation which confronts the trade at 
present. 














Edward Lehman, who is accompanied 
on his tour of California and the north- 
west by Mrs. Lehman, is in San Fran- 
cisco this week. They will leave within 
a few days for a visit with their daughter, 
Mrs. Hector McNaught, at Carrville. 


Among the jewelers from _ outside 
towns visiting Denver last week were 
the following: J. S. Bentley, Boulder, 
Colo.; Robert Swanson, Littleton; C. C. 
Stone and V. E. Blake, of Fort Collins; 
J. W. Quine, Telluride; Henry Curtis, 
Littleton; G. W. Muffley, Golden; Mr. 
and Mrs. W. C. Alexander, of Salida. 

A letter received from C. P. Norman, 
former watchmaker for C. C. Patton, 
Canon City, states that, although he was 
recently mustered out, he will probably 
again join his company, the First Colo- 
rado Infantry, of which he was second 
lieutenant. Mr. Norman has been with 
the Colorado Guard on the border since 
last June until a few days ago. 








The store now occupied by the Lewis M. 
Lea, Sandusky, O., has been leased for a 
period of five years to a concern at Erie, 


Pa. 
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The Cost of Doing Business 





Address De 


livered by Benjamin F. Coffin, Before the Connecticut Retail 
Jewelers’ Association at New Haven on March 29 











emt 
vour honorable presi- 

—- dag ong Doing Business,” 
dent to speak _ he felt he could allow me 
iprtaet it f your valuable and limited time. 
about op age Z — re ieeeen Sew tanh. SRN 
I told yor ed on this subject, to talk all day, 
getting gig ht, and most of the following day; 
walt tape Se ‘Il, with best intentions, confine my- 
yg “allotted time, and if I overstep my 
self to ney ect you to call me to order. 
privilege, = no 10 years I have had the oppor- 

During Oe d investigating more jewelry 
tunity of organizing an er f i 

has been the privilege of any J . 
— — by cities, the middle west, south 
Operating in nearby ©1 ’ . z 

: Texas, and to the Pacific Coast, showing 
1 sage nm "how to increase business, reduce 
- apes control investments in stock, and 
ethos me the question, What is the cost of 
doing business? I have come to this conclusion: 
shat the correct costs of doing business will =~ 
be known generally until merchants are reps 
organized. We are putting the cart before the 
horse when we Start out to find the costs of doing 
business before we are certain that our a 
tion plan is correct. Correct —— = 
methods of operating have much to do with the 
costs of doing business, therefore when organization 
‘s not right, costs of doing business are sure to 
oe, dort question the jeweler must ask himself 
is: What are my possibilities? He must have a 
clear understanding of the equation one selling 
department bears to the others, and the business as 
a whole. If I should tell you that within the next 
12 months the consumers of your kinds of goods 
living in your community will spend five times as 
much money for diamonds as they will spend for 
watches, I am conveyong to you an understanding 
of the selling equation watches bear to diamonds. 

If I tell you that your sales in your silverware 
department should be 12 times as great as your 
sales in clocks, I am conveying to you the thought 
that the consumer has 12 times as much money 
to spend for silver as clocks. It is conceded that 
the gross profit on the sale of a clock will be 
greater than the gross profit to be realized from 
the sale of an article in silver, but overhead ex- 
penses go on just the same, and since clock sales 
will not give you the volume of business, you can- 
not expect a volume of gross profit to meet this 
overhead, we come to this conclusion: that the 
merchant concentrating his selling on watches and 
clocks is operating at a greater expense of over- 
head than the merchant who is developing a dia- 
mond and silverware business. The latter has a 
possibility of developing a business seven times 
as great as the specialist in watches and clocks. 
The merchant developing his diamond and silver- 
ware department may spend more money operating 
his business, but surely not seven times as much, 
therefore his percentage of overhead expenses, on 
account of his increased volume of business, 1S 
less. : 

There is a large amount of overhead expenses, 
which we term “fixed,” as rental, some salaries, 
and some general expenses. They cannot be 
changed, and therefore become fixed because they 
are the component parts which go to make up a 
complete operating institution. This fixed expense 
becomes less active if a merchant concentrates on 
inactive lines. Concentration on inactive stock 
increases per cent. of overhead expenses. A de- 
velopment of sales through active lines of mer- 
chandise increases volume of business and reduces 
per cent. of overhead expenses. These are the 
important reasons for each merchant knowing his 
possibilities, and with this knowledge he will in- 
crease his volume of business, thereby reducing 
per cent. of overhead expenses. 

The four important departments in every jewelry 
Store are diamonds, silverware, jewelry and 
watches; all other departments are subsidiary and 
Should be considered so. The most important of 
the four departments, diamonds; it is the selling 
of this class of merchandise which gives the vol- 
ume of business. Since this’ fact confronts us, 


it is essential that we concentrate our efforts on 
the development of this department. More than 
one-third of the volume of business should come 
through selling diamonds. In one of your smaller 
cities, a few days ago, a woman was overheard 


asking her friend why she did not make her new 
purchase of a diamond at a local jeweler’s. She 
replied that she bought it from a diamond mer- 
chant in the larger city. Some jewelers are known 
as diamond merchants; others, and I might say, 
many, have not acquired this enviable reputation; 
their following look upon them as a good place 
to have a watch repaired, or occasionally buy a 
simple gift, but to buy diamonds, never. You 
get what you go after in the world of commerce, 
and if it is diamonds, you get it, if the selling 
of watches, clocks or glassware you are after, then 
this is what you get. The question is, What are 
you after? Do you wish to be the diamond mer- 
chant of your city, or are you just satisfied to be 
the little fellow around the corner, who just repairs 
watches and jewelry, and once in a while sells 
the simple inexpensive gift? 

Next in importance to your diamond depart- 
ment is the silver department. Many merchants 
consider it unprofitable to sell silverware, and for 
this reason have been unwilling to develop their 
business through this department. I quite agree 
that the profit on silverware is smaller than can 
be realized on cther lines, and it requires more 
expense to deliver this class of merchandise than 
any other. But if we are willing to set aside these 
thoughts for a minute and take another point of 
view. we see a busy and active department twelve 
months in the year, giving a volume and gross 
profit, essential to the overcoming of this fixed 
expense, we find coming to the store a class 
of people who can use silverware on _ their 
table, and give it as the wedding gift, and 
their frequent visits make them our close friends 
and confidants. They have the money to buy 
diamonds; it is this trade we are after, and 
this is one of the surest and safest ways for us 
to get it. Develop a silverware department and 
you are creating a diamond business, both working 
to produce the volume of business. When these 
two departments have been developed to a normal 
condition the way is paved to the minimum costs 
of doing business. 

You visit a nearby grill room and are served 
with a very tempting lunch at a small charge. 
You are surprised to see how much you are get- 
ting for so little money. The proprietor informs 
you of the loss he is put to in serving this lunch, 
but further says that it brings him the business 
for liquid refreshments, and that’s how he makes 
his business a success. We may believe that the 
silver business does not pay, but it brings other 
business which we know pays. I am not Saying 
that a silver department cannot be made to pay, 
I am trying to impress you with the thought that 
its indirect value to your business makes it the 
second important department in every jewelry in- 
stitution. Study the conditions throughout the 
country, and we find that the largest distributors 
of diamonds are operating the largest silverware 
departments. 

In my buying experience, when a salesman ap- 
proached me with the argument that his merchan- 
dise was a very acceptable side line to my business, 
I asked myself the question, How will it fit into 
my silverware department?—as I had always 
looked upon this department as my side line. We 
hear jewelers continuously asking, What will I 
introduce as a side line to increase my business 
and bring more patronage to my store? If you 
must consider side lines, do not overlook the fact 
that it must be of such a character that if it will 
not bring you diamond business it must not drive 
your diamond trade from your store. 

Briefly I have referred to a volume of business 
coming to the merchant through a development of 
the two most important departments. As they 
develop so will all other departments co-ordinate, 
for he will not fail to recognize their respective 
value and give to them the proportionate amount 
of attention which they require. 

The next important factor in the development 
of the business is the question of gross profits, 
for this has much to do with the question of over- 
head expenses. I have stated that volume of busi- 
ness is essential, and one of the ways to acquire 
volume is by mark up. If the cost of merchandise 
sold in a year is $100,000 and the mark up is 
50 per cent., the sales will be $150,000, but if the 
mark up is 65 per cent. the total sales will equal 
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$165,000, and here we see an increase of $15,000 
in business, Every merchant during the past year 
has availed himself of the increased profit and 
business through the advances in the price of 
silver. A successful western jeweler, member of 
a corporation, stated that by carefully watching 
gross profits and increasing them 1 per cent., he 
had added to his personal bank account $2,500 as 
his share of the increased dividend. You can get 
volume of business and you can get gross profits 
your goods at a profit you are entitled to, the 
if you go after them. Do not be afraid to mark 
consumer does not know values, and you are rob- 
bing yourself when you fall below a margin of 
profit your business demands to make it a success. 

With a normal volume of business, every depart- 
ment working in equation with all other depart- 
ments and the business as a whole, and acquiring 
the legitimate gross profit we are entitled to, it 
becomes a simple matter to know and control over- 
head expenses. It is only when business has 
developed to this condition will we be able to know 
correct overhead. Bradstreet and Dun, credit re- 
porting agencies, tell us that 95 per cent... of the 
concerns entering business are failures, or not to 
be considered in the class of successful merchants 
in the true sense of the word. If this is a fact, 
and I should take it upon myself to address 100 
jewelers, requesting particulars regarding expenses 
of doing business, basing my conclusions on their 
statistics, I would not arrive at the true results 
if, as our rating agencies tell us, that but 5 per 
cent. can be included in the successful class. 
Therefore it becomes necessary to look to the 
5 per cent, to find the ideal business before estab- 
lishing the basis. This is what I have been doing. 

I have before me a comparison of two jewelry 
concerns; they illustrate the results which I found 
through my good fortune in serving these two com- 
panies. The cost of goods sold is illustrated in 
eack case at $100,000. One concern realized a 
gross profit of 50 per cent. mark up, selling 
$150,0CO0 and operating on a 22 per cent. over- 
head expense. The other concern sold $165,000, 
which showed a 65 per cent. mark up, and operat- 
ing expenses 27 per cent. The net income of the 
concern selling at a 22 per cent. overhead was 
$17,000; the one at 27 per cent. realized a net 
income of $22,450, an increase of $5,450; a greater 
profit developed through an increase in per cent. 
of overhead expenses. 

The question is, Why are we spending so much 
time asking and trying to locate the cost of doing 
business, and sc little time trying to organize to 
the ideal institution? I cannot tell you what it 
Should cost you to do business until you answer 
a question for me. If you say your gross mark up 
is 40 per cent., I say get your overhead expense 
under 20 per cent. If you answer that your gross 
profit is close to 70 per cent. mark up, I say 
operate on a 30 per cent. overhead expense. You 
will make more money. . 

When I came here as a stranger to many of 
you gentlemen, to tell you the jeweler’s cost of 
doing business, I had but one jewelry store in 
mind—the ideal institution—and from my ideal 
institution it will be necessary to draw your own 
conclusions and comparisons. 

The future success of every institution is meas- 
ured by the merchant’s ability to foresee the fu- 
ture. This ability may be termed imaginative 
power, which can be enhanced by a careful study 
of past details. 

The ideal institution foresees a future, and bases 
its standards on these conclusions. It first charts 
its future on the basis of 100 per cent. volume of 
business, and establishes the percentage of business 
to be developed in each department. We find the 
table reads as follows: Diamonds, 35 per cent.; 
silverware, 25 per cent.; jewelry, 20 per cent.; 
watches, 7 per cent.; clocks, 2 per cent.; miscel- 
laneous, 11 per cent. Total, 100 per cent. 

On the basis of past results the investment is 
established, for we cannot expect to get results 
if the stock is not up to the standard of our possi- 
bilities. I illustrate my ideal institution on a gross 
volume of $100,000, using this figure for conveni- 
ence, for you understand that this ideal institution 
can sell much below as well as above this amount. 
In fact the sales can be any amount, but we must 
not alter a principle. And so my investment is 
established as follows: Diamonds, $25,000; silver- 
ware, $17,000; jewelry, $10,000; watches, $4,300; 
clocks, $1,350; miscellaneous, $5,000; total, $62,700. 

The next important question is gross profits, for 
it has much to do with net income. We must es- 
tablish gross profits, for if they are not foreseen 
they will not be realized. We find that our result 





(Continued on page 146.) 
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Mr. E. A. Asher, Manager, Windsor Jewelry 
Co., of Lima, Ohio, writes as follows: 


“We received in today’s mail your booklet called the Purple Ribbon in which you refer to 
the ad that will appear in the Saturday Evening Post the week of March 5th. 

“Will you be so kind as to have your advertising department send us the electros suitable 
for an ad of the same kind that we wish to runin conjunction with the ad you will run in the 
Saturday Evening Post. 

“We would also request that you send us the 19-jewel window card, also the electros on South 
Bend Watches which we want to use on our letterheads. 

“Our sales on South Bend Watches have been phenomenal, and the only complaint we 
have to make at the present time is that we are not getting the watches from your factory as fast 
as we sell them. 

“We sincerely hope that the order that we have in with your concern is now on its way to 
us as we are in need of the grades ordered. 


“We hope you will give the above your immediate attention and thank you for past favors.’ 
= x * 
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Letters such as the above come to us practically every day, showing that jewelers every- 
where who feature South Bend Watches are meeting with wonderful success and gaining a 
distinct advantage from our extensive national advertising. 


SOUTH BEND WATCH COMPANY 
17 Studebaker Street South Bend, Indiana 


South Bend Watche 


If you want all the news of the South Bend line, together with interesting and helpful sales 
and advertising suggestions, ask us to send you, regularly, our Purple Ribbon magazine. Free 
to any jeweler, watchmaker or clerk who requests it. 














—known by 
this band of 
Purple Ribbon 
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That this department shall prove mutually bene- 
ficial to our readers, it is desirable that the mem- 
bers of the trade generally communicate with Tue 
JEWELERS’ CircuLaR regarding any advantageous 
device or plan which they are utilizing in connec- 
tion with their business. 






















Mobilizing for the Battle of Business 





Written Expressly for The Jewelers’ Circular by Robert Francis Nattan 














\ eps is a time of dynamic merchandis- 

ing and it is up to the so-called inde- 
pendent dealer to mobilize his business 
forces with all his mental and physical en- 
ergy. Thinking parts are all right but the 
man who spends all his days thinking makes 
his exit without ever accomplishing any- 
thing. Do is the word of the hour. 





G*! better profits by sensible buying and 
scientific selling methods, bring cus- 
tomers into the store by selling what 1s 
wanted. Hold them by giving continuous 
satisfaction. Many retailers have gotten 
into the habit of having the demand created 
for their merchandise and do not use 
enough initiative themselves to increase 
sales. Too many dealers have told the 
writer that their sales at Easter are no 
larger than at any other ordinary time. 
Over a dozen years ago methods were 
suggested in this department for the profit- 
able stimulation of Easter business. De- 
partment stores have been carrying out 
these very suggestions which were ignored 
by many of the so-called specialty dealers. 





Pp? you ever notice how the department 

store is always making “selling oc- 
casions” for itself? How it links up its 
merchandising with every holiday or event 
which is conspicuous before the public? 
That is why the department store sells so 
much jewelry. One department store I 
know of does a jewelry business of nearly 
three-quarters of a million dollars a year. 
It is nothing unusual to sell from $600 to 
$800 worth of cheap jewelry in one day 
when a special line is featured in the news- 
Paper advertising. Creative advertising 
does the work. People have actually been 
forced into the habit of patronizing depart- 
ment stores largely by continuous advertis- 
ing. Good merchandising, too, has had a 
great deal to do with it, and the small 


Po 
dealer’s advantages are greater than he 
realizes. 





ig iS gratifying to note that jewelers, in 
at least some territories, have begun to 
do extensive newspaper advertising during 





the Easter season. The advertisement illus- 
trated, as will be seen, is of the co-operative 
kind, but this does not by any means pre- 
vent the several jewelers whose names are 
appended to the ad from doing independent 
advertising on their own account. The'co- 
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An Easter Cif Worthy of the Name . 


E ACH year.on Easter Sunday the Christian world emerges 
from i i ial ion and self. 


its forty-day period -of soci 
denial arrayed in all the atyle and beauty of the coming season. 


4 And as a general expression of the joy and good-will of the 
‘erhaps, by reason of 


membrances this morning; withered and drooping by night, 
and to-morrow a forgotten incident in a busy life. 


q ft would seem the spirit of Easter is too profound to be dealt 

ith sq lightly. How different the gifts of jewelry? Gifts 

‘ guch as the Wise the East considered fitting tributes 

for the King of Peace. Then, surely, a perfect symbol of that 

Kfe which still comes down through the centuries to soften the 
hearts of men. 


| Asan Easter gift, jewelryis unsurpassed. None of the won- 
drow: creations of fashion can dim its beauty. And like the 

ich Bester gift comm te, it lives an. catch- 
ing new inspiration from 2ch succeeding Easter ti The 
; 7 r not have faded a year hence— 
instead it will have become enriched by the pet oh mm freend- 
ship and association. : ° 
{ Make your Easter tokens this year of more weight than a 


itting ‘enjoyment. oe to one of the jewelry stores given 
below. - You will find rings, pins, brooches, bracelets, knives, 


And you will find them at prices entirely pleasing 


_ Aprit Birthstone—The Diamond. 


H. J. HOWE, J. H. LATTERNER, 
201 South Selina Street 734 North Salina Street 
ARTAUR B. FROST, WILLIAM J. BLAICH, 
Onondaga Hotel Bidg., 600 North Salina $ 
356 South Warren Strest ERNEST W. FROST, 
STETSON ¢ & CROUSE, ei Eest F 
ut ‘HARRY N. CLARK 
JOHN STOECKER’S SONS, ~ 
203 Nerth Salina Strest’ 432 South Salina Street 
M. LEMP, _ C.M. COYKENDALL, 
113 North Salina Street 466 South Salina Street 


























CO-OPERATIVE EASTER ADVERTISING 


operative advertising helps the individual 
advertising. The chief purpose of the 
former, of course, is to keep the sale of 
jewelry in the channels of the retail jewelry 
trade. 





ECENT investigations made show 


clearly that the retail jeweler must do 
much more advertising and better mer-.- 
chandising than he has done in the past if 


he is going to keep his trade. Department 
stores have learned that they have been 
criticized sharply by retail jewelers because 
they carried commonplace stock or stock 
which was not high class. Many of them 
are adopting new tactics and are carrying 
very high grade jewelry as well as the 
cheaper kind. It does not pay to “knotk” a 
department store which is doing an honest 
business simply because it is a department 
store. Unjustified censure of this kind will 
reflect upon the one who censures. The 
thing to do is to individualize—to differen- 
tiate—one’s own business. Carry special 
designs which cannot be bought at depart- 
ment stores and give a service that is 
worthy of a retail jeweler who is supposed 
to be an artist and an artisan. It may not 
be generally known that some big depart- 
ment stores never carry any jewelry de- 
signs longer than two years. At the end 
of that time the stock is offered at a re- 
duced price and continually reduced until 
itis sold. The old must move out to make 
room for the new. If it does not sell it is 
“scrapped” and made up into new designs. 
It is well to know these things in order 
to be able to talk intelligently to consumers 
who patronize department stores. 





ought to remember that a depart- 


| ment store devotes only a compara- 


tively small portion of its large newspaper 
announcement to the advertising of 
jewelry. Retail jewelers can specialize in 
their advertising and can focus the read- 
er’s mind exclusively. on jewelry. -There’™ 
are no other side lines such as hardware, 
linens, dress goods, shoes, cloaks, etc., ex- 
ploited in the ad to distract the reader’s 
attention from the jewelry. 





AS there has been considerable conjecture 

regarding the charges made by depart- 
ment stores for engraving, an investigation 
was recently conducted in an endeavor to 
find the real true state of affairs. The re- 
sults given on page 17 were obtained from 
half a dozen large department stores in New 
York and may be considered as accurate. 


(Continued on page 117.) 
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ANY OF THESE TRADE MARKS 
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EMPIRE 
25 YEARS 


BEARING THESE GUARANTEED 


ousseeo | TRADE MARKS |(RAMONA) 
20 YEARS — 20 YEARS 


GOOD WATCH CASES 















ILLINOIS 











WATCH CASE CO \ 
ELGIN. <MONITOR> 
NAPOLEON GUARANTEED 





GUARANTEED 10 YEARS 5&6 YEARS 


Illinois Watch Case Co. 


Factory at ELGIN, ILLINOIS 


15 Maiden Lane 704 Market St. 904 Heyworth Bidg. 
New York City San Francisco, Cal. . Chicago, Ill. 
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SEEN AND HEARD 
ON THE ROAD 








Being the Observations of a Keen Observer 


Written expressly for The Jewelers’ Circular. 

















T’S a most remarkable thing, but ap- 
| parently true, that if there are two or 
three jewelers in a town or city, they are 
usually all upon the same road, commer- 
cially speaking—making progress of 
stalled. 

One jeweler sets the pace—the others 
enter the race—all strive for the prizes— 
all win, for there are lots of consolation 
prizes in business. . 

I remember in Cr——, well there is no 
reason why you should not know the name 
of the city—that’s why I’ll not divulge it. 
Two years ago there were four jewelers 
there doing each his little business, regard- 
less of each other. That’s not just exact, 
either, for each feared the other was going 
to undersell, steal, appropriate, or something 
or other, the other’s trade. 


It looked as if the jewelry business was 
just a little over-done in Cr , there I go 
again. A bombshell burst in the midst of 
the hostile camp—a new jeweler was com- 
ing to town. What a pity! They would 
all starve. He came; he saw and he con- 
quered. He built up a good business the 
first year, the other jewelers standing pat, 
carefully comparing their business each 
month with the corresponding» month of 
the year before. Strange to say, business 
seemed to be normal—times must be get- 
ting better—or else where was the new 
jeweler getting his trade? 

Having become one of the merchants of 
the town the new jeweler approached each 
of his fellow merchants, meeting three of 
them for the first time, on the subject of 
forming a local association and affiliating 
with the State association. He did it—at 
least they did it—so, of course, he did it. 

There are five of the livest jewelers in 
that town today! They do more business 
than ever before—nearly double—and why? 
Because there came one who set the pace. 
Do you need a pacemaker in your town? 
If so, why not go into training—at once? 








“This is an old style pin, I want some- 
thing up-to-date—along that order,” said 
a customer to the clerk. 

“Why, no, that’s not an old style,” he 
persisted, “these all came in at the same 
time.” 

The customer looked at him dubiously 
and went out without buying—doubting 
that young man’s veracity. Why? Be- 
cause the card was soiled making it look 
like an older piece than the others—it had 
been used as a sample and thrown into the 
lot by some careless fellow, without re- 
carding. The jeweler had just as care- 
lessly placed it in stock, marking the soiled 
card with the clean ones. The clerk just 
as carelessly replaced the soiled card with 
the others and put the tray in the case— 


to perpetuate its very detrimental effect. 

What a little thing sometimes makes a 
difference. This pin was one of the newest 
—everyone knew that—but the customer. 
She could not overcome the evidence of 
her eyes. No doubt she would have liked 
to believe the clerk, but the soiled card— 
proved he was lying—proved it to her 
satisfaction. 

Loss—The sale of one pin plus the con- 
fidence of this young woman in this young 
man; plus the confidence of a customer 
in a jeweler; plus the confidence of some 
of her friends; plus the influence of some 
of her friend’s friends; plus—forever. 





I called upon a jeweler I had never met 
before. He was not before, he was behind 
—I was sent into the back regions to find 
him. I saw a stack of printed matter, ad- 
vertising stuff sent him by manufacturers 
and wholesalers. 

“You must be a great advertiser,” I 
commended, thinking of what a progressive 
jeweler I was making the acquaintance of 
—and the fat order I was going to send 
into the house. 


“Not much, advertising isn’t what it’s 
cracked up to be,” was the surprising reply. 

“What’re you going to do with all this 
stuff, then?” I asked. 

“To tell the truth, I don’t know what to 
do with it, these fellows keep sending along 
a lot of stuff like that, and I don’t know 
where I’m going to put it, if they don’t 
stop soon I’ll have to give it away.” 

“That’s what they want you to do with 
it,” I said rather tartly. 

“T guess so.” 

The three-page order I had visioned had 
shrunk fo three lines when it reached the 
house. 





I picked up a newsy little local paper one 
day last month while waiting for the 
jeweler, who was 
The paper was a very chatty little sheet. 
There were few advertisements in it—ex- 
cept “foreign” ads. When the jeweler was 
free I asked him about the paper. 

Sure! It was a good local paper—as 
for him, he liked to read The News, of 
Detroit, it came out on the trolley and 
reached them only a few hours after it 
was first on the streets of that city—it had 
a larger circulation than the local paper 
in the town, but in the country the farmers 
liked their own local better. 

“T suppose you advertise in it?” 

Yes, indeed! Every year he had a big 


advertisement in it for Christmas, some- 
times he used three inches across thrée 
columns. He was not sure he always got 
back what he paid for it, but the paper had 
to be supported. Supported? 


Ye Gods! 


serving a customer. 
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“RETAIL SELLING—A GUIDE TO THE 
BEST MODERN PRACTICE”’—By James W. 
Fisk, formerly director of Selling Service Lord & 
Taylor’s, New York and director of courses in re- 
tail selling and advertising ‘“‘Dry Goods Econo- 

’s’”’ Training School. Published by Harper 


mist’s 
& Bros., New York and London. 335 pages, 


linen bound. Price $1.00 net. 
R. FISK’S past experience in selling 
makes this volume unusually valu- 
able. Retail jewelers who have now begun 
in earnest to study merchandising and ad- 
vertising problems in a scientific manner 
will find this book most timely and in- 
structive. The jeweler who is particularly 
interested in department stores will get 
much encouragement from some of the au- 
thor’s statements. Here is a paragraph, 
for instance, published under the caption 
“Do Department Stores Have Better As- 
sortments.” 

“The day is rapidly passing when people 
will visit the: department store because they 
expect to find a larger assortment of bet- 
ter goods. That condition should not exist 
even now in all lines which the small re- 
tailer carries. If the small store cannot 
maintain complete assortments in all kinds 
of goods, it should at least have one line 
which is the equal or superior to any com- 
petitive section in the department store. 
And large stocks are not advisable in any 
store if goods are chosen carefully and 
stocks are kept moving.” 

In another paragraph entitled “Disad- 
vantages of Department Stores,” the author 
Says: “-* * * The large cost of op- 
erating department stores and the resulting 
necessity of securing larger gross profits 
often minimizes any buying advantages. 
This danger is shown clearly by the recent 
failures of several large department stores; 
for the trouble was undoubtedly of this 
sort. * * * Then, clerks in large de- 
partment stores feel like the proverbial 
“needle in the haystack,” and have no great 
incentive for effort because they feel it will 
go unnoticed and unrewarded. Service 
suffers and friendship and good will are 
sacrificed daily through the unintentional 
wrong-doing of. some employee who can- 
not have the benefit of the employer’s 
guidance, encouragement, or criticism. But 
here again a spirit of cooperation can be 
developed as the success of many depart- 
ment stores evidence. * * * 

“Some department stores of today are 
big, unwieldy machines not easily adjusted 
to changing conditions and lacking almost 
entirely the personal interest in their 
clientele which is the great advantage of 
the small retailer.” 

Chain stores and mail-order concerns 
are also discussed broadly. 

The first chapter referring to “The An- 
alysis of the Selling Field” gives highly 
valuable information on locating a store 
with profit. In chapter 2, treating of “The 
Analysis of Competition,” some of the ob- 
stacles which the retailer will have to over- 











THE JEWELEkw’ 


CIRCULAR-WEEKLY 





April 4, 1917. 








— 
= 










AB Bo Tr 


A $15.85 MOVEMENT AT $6.50 





(SURE TIME) 
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16 Size Abbott — 17 jewel adjusted three-quarter plate, two steel exposed 
winding wheels, doub 

enamel! dial, ruby jewels in gold cups. This movement must be seen to be ap- 
The regular price of this movement is $15.85 


Our Net Cash Cast Price, Bach....ccccccccccccccccccccccccccccccccccccccces 
P. S.—Write for our new [Illustrated Catalogue today; mailed on application only. 


DESCRIPTION 


e steel roller, whip lash regulator, double sunk glass 














Century 

















Seth Thomas “Century” Open Face or Hunting. Open Face 
unting lever setting, three-quarter 
plate, 7 jewel, quick train, nickel damaskeened; hard white 
enamel dial with depressed seconds. The best American 
ovement made. This movement was 
never sold for less than $1.50 net. $1 20 


are Pendant Set. 


low-priced Watch 
Our Net Cash Cut Price, Each...............cc000: 
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(THE HOUSE YOU CAN’T FORGET) 


Successors to Holsman & Alter 
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165 Madison Street 


Between Fifth Ave. and La Salle St. 
Over Childs New Restaurant 


Second Floor 


Chicago, Illinois 























Save your Silverware from Tarnishing by INSISTING 





611-21 BROADWAY 


ANTI 


on getting 


D. & N. 


OLD RELIABLE 


TARNISH FLANNEL 


For Rolls and Bags 


2) 74 ae. 
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GREATER BUSINESS PROFITS 




















The avenue to greater business profits lies before the progressive jeweler in the 


wealth of new business to be obtained through the 
conversion of the regular stock watch and the old 
style bracelet watch to the new and much desired 
convertible form. By huge purchases of materials and the 
co-operation of an efficient corps of experienced workmen, 
we are enabled to perform this work for our customers at 


REMARKABLY LOW PRICES 


If you will lend a little effort to pushing this branch of 
the business, you will marvel at the wonderful results 
obtained, and the consequent removal of dead stock from 


your shelves. The attachments used by us are made of solid gold and can be readily attached 
to Swiss and pendant set watches, thus transforming into live material what apparently to 
you has seemed to be dead stock. GET BUSY. Push This SURE THING and SURER 
PROFITS. We will mail you prices and circulars on request: 


ONCE-——TODAY. MAIL YOUR ORDER NOW! 


BECKER-HECKMAN COMPANY 26.552, Meet Building 


worth Building 
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Let us hear from you at 


Chicago 


FLANNEL 


NEW YORK CITY 
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Storekeeping Department. 
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come with department stores, chain stores, 
mail-order houses, etc., are clearly | set 
forth. Other interesting chapters are The 
Determination of Sales Policies, "The Or- 
ganization of the Selling Force,” Store 
and Stock Arrangement as a Factor in 
Selling Efficiency,” “Getting People Into 
the Store,” “The Salesman Himself,” 
“Knowing the Store and the Merchandise,” 
“Studying the Customer,” “Principles of 
Salesmanship,” “The Purpose of Training 
for Retail Salesmanship,” “Selling More 
Goods,” “How to Teach Retail Salesman- 
ship,” “Incentives for Selling Efficiency,” 
and “Watching the Sales Increase.” 

The price of “Retail Selling” is certainly 
small and the information which it im- 
parts very large. R. F. N. 














Mobilizing for the Battle of Business 





(Continued from page 113.) 











_———— 


The names of the department stores are not 
printed, but are designated by numbers. 
Here they are: 

Store No. 1.—On plated flatware, one 
script letter is given free. If the customer 
desires old English, 60c. per dozen is 
charged, i.e., they sell tea spoons at $5.50 
per dozen; with an old English letter it is 
$6.10 per dozen. For a three letter mono- 
gram there is an extra charge of $1.20 per 
dozen. This rule applies regardless of the 
number of dozens bought. On cigarette 
cases, priced from $7.50 to $24, 25 cents 
worth of free engraving is allowed. Any- 
thing over that amount is charged extra. 
On jewelry 5 per cent. of the amount. 

Store No. 2—Flatware (plated) one 
script letter free; old English, 60 cents per 
dozen extra; three letter monograms, $1.20 
per dozen extra; flatware (sterling), script 
or old English, free. 

Store No. 3—On silver spoons selling 
for $5.50 per dozen, one script letter free; 
old English $1.20 per dozen extra; three 
letter monograms $1.20 per dozen extra. 
Sterling tea spoons at $11 to $18 per dozen, 
one script letter free. Old English $1.20 
per dozen extra. Three letter monograms, 
$1.20 per dozen extra. When buying six or 
more dozen of flatware, they may make an 
extra allowance on sterling. 

Store No. 4.—Script 60 cents per dozen. 
Old English, 96 cents per dozen. Three 
letter monograms $1.20 per dozen. Free 
engraving given only when ordering three 
letter monograms, in which case one letter 
is given free, as the regular price would be 
$1.80 per dozen. This applies to all flat- 
ware regardless of the quality or the num- 
ber of dozens bought. 

Store No. 5—On watches, 17 jewel, 25- 
year case, free monogram. Free ribbon 
letters. Inscription on the cap, 3 cents 
per letter extra. On flatware free script or 
old English. Three letter monograms, 50 
cents per dozen extra. 

Store No. 6—On tea spoons selling from 
$3 per dozen up, free script or old English. 
Monograms (three letters) $1 per dozen 
extra. On mirror, brush and comb sets, 
sterling, free monogram or shaded old 
English letter on each. 


_W. Va. 
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Jeweler’s Display Caricaturing the 
High Cost of Living 
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A Most interesting and timely display 

suggested by the high cost of living 
was made a short time ago by W. C. Lock- 
wood, 7th and Juliana Sts., Parkersburg, 
In one window was shown a large 
la Valliere, the chain of which was made 
of beans representing pearls with gilded 
potatoes as gold nugget drops. An onion 
was placed on each end of the loops to 
represent golden topaz. At the bottom of 
the center drop was a large potato, not 
cilded, to represent a gem in the rough. 


i 


| 
} 





A bracelet watch with onions strung for 
the bracelet was marked to sell for $50. A 
baby outfit (baby bib holder and baby pins) 
with onion sets bore a card: 





“Babies and onions come high, but we 
must have them.” 





A meerschaum pipe with onion peels in 
the pipe had a card which read, “Meer- 
schaum pipe $5. Genuine onion peel (home 





VEGETABLE “GEMS SHOWN BY W. C. LOCKWOOD, PARKERSBURG, W. VA. 


Below this was a card reading, “This 
gorgeous la_ Valliere of ‘All-American 
Gems’ will be sold for one-half cash and 
one-half bank stock.” 

The small pieces of jewelry were 
mounted in onion sets. Ina plush box was 
a regular size gold scarf pin set with a 
small onion. Below this was a card giving 
the price, “$15.” Cuff buttons with. onion 
sets were marked to sell at $25. Large 


loop earrings which are now much in vogue’ 


in jade, amethyst, pearls, etc., had onions 
in the loops. The price of these ranged 
from $5 to $30. Vest chains with onion 
charm was priced at $45. Men’s belcher 
rings, ladies’ engagement rings, bar pins, in 
fact, all kinds of jewelry set with onions 
were displayed in purple plush boxes. A 
scent ball made up of a small onion hang- 
ing from the chain was marked: 





“To get a scent of this will cost you 
20 cents, but to buy it will cost you $20.” 








' anteed to be absolutely flawless.” 


dried) $27 per bag. Both for $30. A bargain.” 
Mounted on a purple plush standard was 
a fine specimen of a perfect onion with a 
card reading, “One of the Finest. Guar- 
At the 
front of the window was shown several 
diamond papers in which were shown a 
variety of different kinds of beans with a 
card reading, “These loose gems classed as 
‘Fancies’ will be mounted as you like.” 





A Dislay of Eggs and: Diamonds 





AX A. KOHN, 13 S. 5th St., Minne- 
apolis, Minn., showed a window dis- 


‘play some time ago that attracted much at- 
tention. 
in novel contrast with a magnificent display 


Many dozens of eggs were shown 


of diamonds. A card bore the inscription, 
“The Egg is the talk of the hour, but the 


diamond the talk of a lifetime.” 








Make vour advertising and merchandising plans 
now for the graduation and wedding seasons. 
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especially for the jewelry trade. 
occasion and at a cost withal that enables you to ask a 
moderate price and yet realize a handsome profit. Fans 
have regained their popularity. 
importers of French pearls, and Italian jet necklaces. 


LEWY & COHEN 





321 Fifth Ave. 5.0°s"ssca 


32nd & 33rd Sts. 


In feathers, gauze and lace that have been designed 


Suitable for every 


@ We are also direct 


New York 








Hall Clocks 


We offer for early delivery an 
unusually large assortment 
of 


Tubular Chiming 
Hall Clocks 


fitted with Westminster Chimes 
on five tubes 
or 
Westminster and Canterbury 
Chimes on seven tubes 
or 
Westminster and Whittington 
Chimes on nine tubes 


in Period design cases in both 
Bungalow and full size 


) CATALOG UPON REQUEST 


Awarded Grand Prize at Pan-Pac. 
Int. Exposition 1916 


The Herschede Hall Clock Co. 
McMillan and Essex Place 
CINCINNATI, O., U. S. A. 


Pacific Coast Rep., A. I. Hall & Son, 150 Post St., San Francisco, Cal. 






























80 Maiden Lane, 





REWARD 


Twenty-five Hundred Dollars 







($2,500) 


OF NEW YORK 





For the recovery of the following described 
jewelry, or information leading to its recovery, 
and a proportionate reward for any part of the 
jewelry; also there will be paid any sums which 
may have been advanced on the jewelry if 
pawned or otherwise disposed of :— 


One (1) Pearl Necklace, containing 54 pearls, 
the largest pearl about 23 grains in centre, taper- 
ing down to 8 grains, square emerald clasp, the 
emerald about 4 karats, surrounded with dia- 
Pearls are of a cream color. 

One (1) Lady’s diamond ring, set with 3 dia- 
monds, centre stone about 4 karats, with a 2 karat 
diamond on each side, platinum setting. 

One (1) Lady’s diamond ring, platinum setting 
of oblong shape, containing 3 diamonds, the cen- 
tre stone about 2 karats, and a one karat diamon 
on each side. 
One (1) pair diamond cluster earrings, each 
earring containing 1 diamond about 4 karats 
each, surrounded by small diamonds set in an 
old fashioned setting. 


The Preferred Accident Insurance Co. 


NEW YORK, N. Y. 











There is no special 
order foo large or 
foo small for us fo 
handle. 


UNUSUAL DESIGNS, PROMPT : 


WORK and MODERATE COST. 
SSL: 





TRY US 


FRED BLAUER & CO. 
5 NO. WABASH AVE., CHICAGO, ILL. 
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Business Building Through Correspondence 


Problems of the Average Retailer — Making Every Letter a Sales-letter — Constructive 
Hints from an Expert in Commercial Correspondence. 

















EDITORIAL NOTE.—Of the problems which nearly every business man faces today one of the biggest is that of BUSINESS BUILDING 
As a result of competition and of the rapid development of the past few years, many business situations that our fathers 
insisted could only be handled by PERSONAL CONTACT are now being handled by letter even more effectively than before and with less ex- 


through correspondence. 


pense. 


yet retain the good wi 
my own open, 


problems. 


To the retailer this problem is of growing importance. 


friendly attitude? Your own experience will add 50 questions to these three. 

George Burton Hotchkiss, head of the Department of Business English in New York University School of Commerce, Accounts and Finance, 
has recently organized and is now directing a “Course in Business English,” published by the Business Training Corporation of 185 Madison Ave., 
New York. Mr. Hotchkiss and his associates in the direction of the Course have combined in the 12 Study-Units the results, not only of their 
intensive study of English and its relation to every day business problems, but also of their broad, practical experience in handling these same 


Mr. Hotchkiss and the Business Training Corporation have. consented to our publishing the first chapter, taken from the first Study-Unit of 
the Course. We may not all be Smiths, but certainly a good many of us will feel a genuine sympathy for Smith and his problems, having passed 
through the same stage of the game—not so long ago, perhaps—ourselves. 


How can I make my routine letters sales-builders? How can I select my account and 
ill of my delinquent customer? How can I make adjustments—overcome antagonism and bring the reader of my letter into 
More training—practical training is the answer. 














. 











(Continued from technical tssue of March 7.) 


66 A LETTER that will be read from be- 

ginning to end is not too long, pro- 
vided it is full of ideas and facts—not 
merely full of words. 

“Now let us judge the efficiency from the 
writer’s side. I will grant that this letter 
takes more time and effort than the stereo- 
typed form. It takes a good deal more at 
first. Later you will find it just as easy 
to dictate conversationally as to use old, 
hackneyed phrases. But even if we have 
to add more men to our force it will be a 
saving in the long run. The time of a 
salesman on the road costs far more than 
that of a correspondent in our office. All 
the real sales work we can do in our let- 
ters is so much that the salesman on the 
road does not have to do, and, conse- 
quently, so much clear gain for us. 

“IT have confidence, Smith, that you can 
write real business letters and still handle 
your share of the correspondence. If you 
do, you will be worth more money to us, 
because you will earn more for us. So try 
it my way for a while. 


Visualize Your Reader 

“My way is this. When I receive a let- 
ter I try to visualize the reader, so as to 
put myself on his level—get in his mood, 
so to speak. You can’t write good letters 
unless you sympathize with your reader— 
feel with him. A business letter involves 
an agreement between writer and reader, 
a ‘meeting of the minds,’ in a larger sense 
than the legal sense of a contact. It means 
actual contact of the minds. 

“Then if you give your reader what he 
wants, your task is easy. If you cannot, 
then you must try to present your facts 
and ideas in a way to appeal to him. Show 
how they are to his advantage. You will 
notice that in my letter to Mr. Peck I did 
not simply tell him that he would find the 
new model more satisfactory than the old 
one; I told him why. I gave him to un- 
derstand that we had him and people like 
him in mind when we designed the new 
model. 

“Finally, I always try to write conversa- 
tionally. I avoid the stilted, formal 
phrases that have come down to us by 
tradition from the old-style business cor- 
respondence. The only reason they were 


ever invented was the fact that much of 
the correspondence 40 or 50 years ago was 
simply for purposes of record. Now we 
know that many things can be done by cor- 
respondence that formerly had to be done 
by personal, face-to-face contact. Like- 
wise I avoid pretentious expressions, words 
that might have a place in a literary arti- 
cle, but that have no place in the every- 
day language of ordinary people. 

“Business English is founded on the 
principle of writing for impression; not 
merely for expression. You must always 
have the reader in mind and write from 
his viewpoint. Whatever facts you have to 
present should be presented so far as pos- 
sible in a way that will appeal to him. 
Finally, your language must be language 
that the reader can understand and that 
he himself may use. That’s all.” 


[THE END.] 





One Angle of the Selling Game 





BY O. A. THOMAS. 

SOME of these days the writer is going 

to publish a book entitled “Tips to 
Salesmen.” When he does, Chapter One 
will be headed “Horrible Examples,’ and 
its hero will be a breezy young chap who 
recently made himself known to this am- 
bitious scribe. 

It was a fine, bright morning, and the 
writer was engaged in doing what many a 
better man has done—helping his wife wash 
up the breakfast dishes. A knock at the 
door proved the curtain-raiser. There 
stood our hero—neatly clad and wearing a 
handsome golf cap. 

“T would like to examine your water 
faucets,” he said, with all the assurance of 
a city policeman. Having thus subtly con- 
veyed the impression that he represented 
our local water company, he was admitted. 

Whereupon he pulled from his southwest 
coat pocket a little rubber device, slipped 
it over the cold-water spigot in the sink, 
turned on the water full blast and began 
a chant which seemed to run something like 
this: 

“T have here, you see, one of the most 
marvelous little devices in the history of 
this fair world. Filters your water as it 
runs. Makes it clean and pure so even 


the sickest child could drink it. Cheap. 
Dirt cheap. A marvelous device. I re- 
peat——” 


But he never finished the repetition. At 
least, if he did, it was wasted on the fra- 
grant air which hovers around the vicinity 
of our back porch. He had my goat, and 
I admit it. I was so thoroughly angered 
by the trick he had used to gain admit- 
tance that I fear the speed at which he 
disappeared through the doorway may have 
savored strongly of an impelling physical 
force lurking somewhere in: the rear. 

Now, here’s the point: Somewhere, some- 
how or in some way that deluded fellow 
had gained the impression that he must 
arouse interest in order to make a sale. 
Which is correct, as far as it goes, as long 
as you keep in mind that there are various 
ways of arousing interest; that, for in- 
stance, nothing so thoroughly arouses the 
interest of a bull as having a red flag waved 
in his face. But, having aroused the bull’s 
interest in the manner described, do you 
immediately thereafter expect to sell the 
bull a clover patch? 


A wise merchant, speaking of salesmen 
and selling methods, said: 

“The salesman who starts out to carve 
a niche for himself by using so-called 
‘clever’ methods undoubtedly will succeed. 
But he'll find that the niche is in a zoo 
or a museum of curios—not in the world 
of good salesmanship. 

“The salesman who makes good with us 
is the man who knows that our copper 
steel is fire-proof, weather-proof, strong, 
rigid, durable, easily handled on the job 
and no more expensive than other products 
not combining these qualities; who can tell 
the customer why these things are so and 
make the customer feel the actual need of 
the various lines we manufacture.” 

And this lesson is just applicable to deal- 
ers as it is to men who “hit the road” for 
the manufacturer. Put yourself in the 
shoes of the man you are trying to sell, 
figure out what you would want to know 
about the product in question and then tell 
him. Talk to him from his own point of 
view—not from that of the manufacturer. 
If you do that, you will surely see an in- 
crease on the sales side of your ledger.— 
Hardware Age. 
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Individualizing the Advertising 


Excerpt from an address delivered by Henry Knott of the Greenleaf Co., Boston, Mass., before the annual convention of the Massachusetts 
Retail Jewelers’ Association, held March 21 and 28, at Worcester. 











The Incompetency of Advertising Matter 


he turning over the pages of our news- 
papers or magazines we are amazed to 
discover the glaring incompetency of ad- 
vertising matter. 

We read a piece of publicity designed 
to sell a certain product, and we find that 
we could take any product of like nature 
and that particular advertisement would fit 
it just as well as the goods it was designed 
to sell. 

Therefore, the great o’ershadowing weak- 
ness in the general run of advertising 1s 
the lack of differentiation—any distinction 
that is applicable to that product and none 
other. 

In other words, a good “ad” is one that 
presents a definite idea that is original or 
so manifest that it immediately becomes as- 
sociated specifically with that product in 
the reader’s mind. 

It would be easy to give you scores of 
instances to prove my case. Therefore, the 
merchant who, by individual elements of 
service, or by a dominant idea in his pub- 
licity, is not creating a personal living dis- 
tinction of his store or goods against com- 
petition, is wasting the greater part of his 
effort and money. 

Take a rubber heel, for instance. Here 
we have O’Sullivan with general publicity 
and Cat’s Paw with differentiated, specific 
publicity. One advertises a rubber heel— 
the other advertises a rubber heel plus an 
idea “The friction plug won’t let you slip”— 
and the sale of the latter is three or more 
to one at a much lower selling expense 
than the former. 

The same necessity holds true of your 
particular business. Its growth is in exact 
ratio to your ability to differentiate that 
business from its competitors in the pub- 
lic mind. 

Differentiation 


The successful merchant today is the 
man who can sell, even above the market 
price, by including in his selling policy 
this differentiation of product through the 
medium of a dominant idea. 

Here is a hat maker who takes a Derby, 
puts a finer finish upon it, a better silk 
band and other inexpensive refinements plus 
an advertised idea and creates a market 
out of the market until he gives his product 
the distinction of the superlative all over 
the country. 

We maintain that this is a cardinal op- 
erative principle in modern merchandizing. 
Your true business ideal is to increase the 
reputation and sale of your goods by prac- 
tising this precept of differentiation. 

One should be constantly asking “What 
is the history I am building in the mind 
of the public related to my business? Is 
it definite, distinctive, original, cumulative? 
Am I drifting upon the tides of supply and 
demand, or is the course set and the goal 


exclusive? Am I giving my service to the 
customer, my selling policies and the rela- 
tion of my product to its possible market, 
the laboratory test to discover the most ef- 
ficient sales methods, practical and psy- 
chologic? Am [Ia live wire or a short cir- 
cuit? What do I know of the social strata 
of my community? What is the ratio of 
my present profit to possible profit based 
upon population, wealth per capita, and 
the formulated and unconscious need of 
the consumer for my goods? Am I a busi- 
ness building strategist or a mental com- 
muter who thinks “that what is, is good 
enough for me”? In other words, am l, 
myself, differentiated through ability plus 
purpose from my competitors? These are 
some formulates for self-examination that 
will bring startling revelations as to the 
reason why your sales barometer is static 
or dynamic. 

Thus, it is the province of the trained 
analyst to bring you face to face with the 
facts in the case. To give you practical 
concepts of advertising and merchandizing 
created through many-sided experience. 
what selling policies, what methods of sale, 
what market price valuations are essential 
to your business growth. And all your 
business effort must be crystalized, impreg- 
nated with the dominant idea to fit your 
need; to make for your store an atmos- 
phere, an environment, a compelling and 
exclusive interest in your community that 
means differentiation plus profits is every 
merchant's problem listening to _ these 
words. 

In other words, make a friend of the con- 
sumer by creating in the consumer mind 
that friendship which possesses the personal 
note of appreciation and faith. 

Then, there is the human side to this 
story involving courtesy, willingness to 
serve by obligation. The sustaining of 
prices. The study, also, of the elements of 
quality and service in the product which 
you sell. And a constant realization of 
one’s moral responsibility to the consumer. 
Let us remember that every man is a 
merchant, he has /imself for sale, and 
his price tag is marked in plain figures. The 
interest of both seller and buyer is identi- 
cal. 

The old idea of a good bargain where 
one man by cunning or shrewdness got the 
better of the other has been destroyed by 
the new idea that a purchase or a sale must 
be equally propitious to both parties con- 
tracting it. I am glad to say that “Caveat 
Emptor’—“Let the buyer beware”—has 
been practically wiped out of our business 
vocabulary by modern advertising. 


Advantage of Advertised Products 


An advertised article possesses an in- 
trinsic valuation over and above the unad- 
vertised product. Especially is this true 
of trade-marked goods. A merchant iden- 





tifies his faith, plus his integrity, plus the 
value given when he isolates what he makes 
or sells by branding it with a name. 

The public does not want to spend or 
buy without reason, or thought, and any 
purchase clothed with distinction and 
worth represents a conscious value to the 
buyer over and above what is paid for it. 
These are unseen, yet accumulative profits 
which are responsible for some of the 
marvelous business enterprises of modern 
times. The art of advertising, I am glad 
to say, is rapidly becoming the projection 
of character and responsibility upon the 
community, class, or section of the people 
from which the appeal is expected to reap 
the desired returns in sale, profit and pres- 
tige. 

Don’t let your public guess—tell them; 
but give them a dominant, accumulative 
reason upon which they may pledge or base 
their beliefs or opinions. 

Advertising and salesmanship are one 
and the same thing. A mental science to be 
acquired by practise of well-defined formu- 
las which are expressed by giving the con- 
sumer stronger ideas why your goods 
should be purchased, rather than those 
ideas possessed by the prospective buyer 
suggesting why he should not buy them. 
That is the basic principle of all good ad- 
vertising. 


Studying the Consumer 


The consumer then should be the mer- 
chant’s constant study. The consumer rep- 
resents his market with many variations of 
purchasing power. This human strata is 
subject to the classification of income, so- 
cial environment, culture, acquired or sus- 
ceptible needs and the possibilities of cul- 
tivated sales in relation to the stock that 
is carried. 

A store may possess a repelling business 
personality to a large market that by every 
right belongs to it. It may masquerade in 
people’s minds as being a high priced store, 
or exclusive, to the detriment of business, 
or too independent, or too severe in sales 
policy. We must not forget that a shop 
can smile or frown upon its legitimate 
trade. One can do a good yearly business 
and still be unpopular in the community. 


The ‘‘Mark Down’’ Sale 


The advertising, too, whether it be lit- 
erature or newspaper publicity, must carry 
in its message welcome, friendship, faith, 
truth. It must smile upon the conscious- 
ness of the reader with cheerfulness, with 
plain speaking, with its integrity. People 
have grown wary of the mark-down sale, 
of the “Today Only” price list—of com- 
mercial quackery. Original, dishonest, un- 
fair values can never become, by red ink 
methods, honest reduction values. Bar- 
gain counters are nothing but decoys. Sell- 
ing BELOW the market price never yet 
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built a successful business. Price is usually 
the least part of a sale. It is what the 
buyer really thinks when the sale is made 
and perhaps long afterward, that really 
counts. The quality of merit, objective and 
personal, in the article sold—put there by 
your salesmanship, is the vital thing. We 
are apt to study our goods too much in- 
stead of the people we sell them to. There 
are two sales to every article that passes 
over your store’s threshold. The custo- 
mer’s desire or need for it, which inspired 
its purchase, and then, the second sale of 
satisfaction which the buyer should experi- 
ence in the possession of it. | 

The ratio of your business growth is 
barometic of the amount of satisfaction you 
sell with your goods. The human equation 
‘s the larger part of efficient merchandizing. 
The customer must be made to feel the 
principles and ideals behind and in every 
transaction of your business. This is what 
I mean by differentiation, the personality 
possible to any business, even among large 
and keen competition. 


The Power of Advertising 


Advertising is the creating of new condi- 
tions, not the adaptation of existing condi- 
tions. It is a positive force, a higher form 
of mental activity than mere buying and 
selling. Its mighty province is the in- 
fluencing of the human mind. It brings 
needs in the consumer’s consciousness that 
are latent. It is something infinitely more 
than spending money for space or litera- 
ture. It is the creation, execution and ac- 
complishment of influencing the human 
mind into definite prescribed action. It is 
analysis of cause and effect. The marshal- 
ling of statistics and facts. The moulding 
of habits and the pre-direction of thought, 
causing others to think as we wish them to 
think while commanding their faith and re- 
spect. 

Advertising, therefore, creates and builds 
because it adds to the ordinary methods of 
commerce the extraordinary forces which 
produce trade from unformulated desires 
in the human mind. It is an investment in 
good will, insurance against competition 
and a production or enhancement of value 
that is a tangible asset to the business rep- 
resented. It saves expense because it cre- 
ates conditions whereby the customer 
comes to you because you first went to him. 
And he comes with a definite desire. In 
this way carefully designed publicity cre- 
ates differing degrees of purchasing power, 
and the buying end of a business becomes 
better organized in ordering from the 
manufacturer through a more exact knowl- 
edge and anticipation of the season’s 
trade, 


Baneful Effects of Price Cutting 


_ There is one great menace which the re- 
tailer has to face today, and that is price- 
cutting. Trading ability, ingenuity, cun- 
ning, do not necessarily imply that the 
practitioner of questionable methods is a 
true merchant. Price-cutting lowers the 
standard of quality in the goods so dis- 
posed. It reacts upon the merchant’s repu- 
tation. Cheapness is alien to goodness— 
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underselling the competitor debases_ the 
quality of the wares and the business which 
practices it. There is a wide field of study 
in that realm of merchandizing which I 
have called the personal equation, or the 
potential individuality which invests every- 
thing you sell with more value than that 
handled by your competitor, even when 
the same article is sold at a lower price. 


Taking Advantage of National Advertising 
Another important consideration for the 
retailer is the opportunity presented for 
profit and prestige in tying up his local ad- 
vertising with the national publicity of the 
manufacturer whose product he sells. 

We spend in the aggregate 90 per cent. 
of all our incomes for those articles which 
national advertising has suggested are best 
for us. Here is a field for sales co-opera- 
tion between the manufacturer and retailer 
offering untold advantage for mutual profit. 

True, the profit may be lower on the 
advertised article, but the prestige of brand 
or name carries the added quality of faith 
and integrity which we have previously 
said is the basis of true sales success. The 
manufacturer is spending his money for the 
retailer, and their interests are identical. 
Thus, as far as consistently possible, the 
retailer should link his local advertising 
with the national effort of the manufacturer 
who supplies him with the product, its at- 
tested name and added advertised value for 
those qualities which publicity creates in the 
public mind—qualities entirely separated 
from the idea of price. 

Advertising and merchandising have been 
reduced to scientific formulas—the elimina- 
tion of non-essentials, the recognition of 
essentials, the discovery of creative possi- 
bilities, are intensive studies for every mer- 
chant who would develop for himself and 
his business the highest possible type of 
merchandising and selling ability. 

-The subject of advertising and merchan- 
dising is too complex, too vast for me to 
give you any definite data, but suggestion 
that will lead you to a closer application in 
the study of the consumer related to your 
particular market. 


Problems to Be Solved 

Every business has its own problem. We 
have referred to the laboratory test or 
method. In medicine, in physics, exact in- 
formation is gathered in the laboratory. In 
building an automobile the engineer first 
determines the tensional and _ torsional 
strength of the metal he employs. He does 
not guess. Neither must the business man. 
Is he going to advertise? He must test 
what is best in language, ideas, illustrations. 
He must analyze the environment, educa- 
tion, social customs, individual variations of 
body and mind that relate to the groups or 
ensemble of the market he would have buy 
his product. He must know the quality 
and service, not only in action against him, 
but these fundamentals in-his competitors’ 
goods. He must be a student of friction, 
the leakage and waste between him and the 
customer. He must meet adequately the 
demands of season, fashion, variations of 
purchasing power and provide against re- 
action. 

Bv the law of averages he must classify 
simple, inexpensive selling tests that will 
give him exact data. 
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Danger of “Self Sufficiency”’ 

Gentlemen, there are greater dangers to 
any business than lack of capital, the fluc- 
tuation of credit, indifferent demand, price 
cutting or o’erwhelming competition—a 
danger summed up by “Self Sufficiency.” 

The statistician declares that not five per 
cent. of the increased efficiencies in busi- 
ness have come from inside the organiza- 
tion with which it is started. A startling 
revelation. Here is a reason for the 
trained business analyst to adjust and help. 

To know the truth, the whole absolute 
truth, about your business you must search 
for it. Personal preferences must be ig- 
nored, preconceived conclusions abandoncd, 
“ifs,” “buts,” “maybes” are not found in 
the gospel text of efficiency, whether it be 
in the making of goods or the selling of 
them. Hence the progressive retailer will 
be found a man of business genius because 
he is doing things continuously in a new 
and better way. 





What Sane Jewelers Say in Their 
Advertising 





OR Milady’s Easter. The new Easter 

frock is the delight of most women, 
They appreciate everything that goes with 
—or can be worn with it. Jewelry of the 
right kind—not expensive, necessarily, but 
durable—has its proper place along with 
the Easter costumes. Why not choose a 
dainty piece from the new stocks which 
have been arriving here lately?—John D. 
Greene & Co., Utica, N. Y. 


x * xX 


To our patrons: We believe this store 
offers you the most complete lines, the 
greatest variety and most dependable quali- 
ties in high grade diamonds and jewelry, 
fine watches, silver and glass. We make a 
specialty of Wedding invitations and an- 
nouncements.—W. B. Wilcox Co., Utica, 
me: 

x * x 

Diamonds. Can the store with five times 
our expense give you the same value for 
your money? No. They try to explain of 
course, but no matter what they say, it can’t 
be done. We do not sell cheap diamonds 
—have a large stock to select from—guar- 
antee our goods—save you lots of money— 


buy right and sell right—have a record of» 


18 years’ honest dealing. 
e248 


Silver plate that gives lasting satisfaction 
—styles and designs in keeping with the 
dignity of sterling ware. Spoons, forks, 


.knives, sugar tongs, sugar holders, chocolate 


pots, plates, cake dishes, bread holders. 
There’s beauty in every piece—economy in 
every price.—Stetson & Crouse, Syracuse, 
N.Y. 

x *x* * 

The Spring bride needs a great many of 
the articles we have for sale to firmly estab- 
lish her in her new walk in life. What bride 
does not go into ecstasies over her gifts of 
silverware—sterling or Shefheld—cut glass 
of quality, clocks, lamps, etc., of which we 
carry a large and varied assortment? Why 
not purchase your gift here, and satisfy her 
longing for something nice, though not 
necessarily expensive? O’Donnell & Bou- 
cher, Utica, N. Y. 
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Another Good 


WADSWORTH 


Business Getter — 


Nuf-Said! 





12 Size Decagon 





















































Wadsworth Watch Case Co. 


Factory : Dayton, Kentucky 
NEW YORK CHICAGO 
15-17-19 Maiden Lane Columbus Building 
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Historical Notes on the Compensated Balance’ 





Written expressly for the Jewelers’ Circular by Paul M. Chamberlain, M. E. 

















pas expansion of a solid balance due to 
heat causes it to go slower, and the 
weakening of the balance spring due to 
heat augments the error. One of the 
earliest devices to correct this error was 
described in 1726 by John Harrison, who 
called it a kirb. It was made of strips of 
brass and steel pinned together, which, 
due to the differing expansions of the 


metals, caused the free end carrying the 
regulator pins to move along a straight 
portion of the balance spring, thus changing 


. 








Fic. 1—HARRISON’S COMPENSATION KIRB. 


the acting length of the balance spring. A 
device to vary the space between the regu- 
lator pins by F. Berthoud (1727-1807), was 
much used in Switzerland even after the 
compensated balance was established. An 
example of it taken from a movement in the 
writer’s collection, probably by Breguet, is 
given in Fig. 1. 

The movement, which is shown in Fig. 
2, has a ruby cylinder. is a quarter repeater, 
and has also the parachute or spring sup- 
Port relieving the pivots and cylinder of 





"Copyright 1917 by Paul M. Chamberlain. 


some of the shock in case of fall. The 
spreading of the regulator pins causes a 
constantly varying acting length of spring 
except for small vibrations when the spring 
may not touch either pin and has the full 
length back to the stud, thus making the 
short arcs slower than the long vibrations. 
Josiah Emery (C. C. 1781) made a watch, 

















Fic. 2—COMPENSATING KIRB. 


shown in Fig. 3, from the collection of 
Willard H. Wheeler, which employed a 
scheme to move the whole regulator, as 
seen in Fig. 4. The bimetallic spiral, when 
heated, moves the regulator pins, and the 
entire device is so mounted that the regu- 
lator can be moved by a key. 

Pierre LeRoy (1717-1785) exhibited to 
the academy in 1766 two chronometers with 
uncut balances carrying on opposite sides 
two small thermometers, the mercury in 
which expanding inwards effected compen- 
sation. The memoir accompanying this 


exhibit also suggested two other devices, 
one having two bimetallic arcs attached to 
the plain rim, and carrying at the free end 
weights moving to and from the center, the 
other four arms. carrying the divided bi- 
metallic rim, similar to that used today 





with two arms. The two metals 

early continental work were 

formed and riveted together. 
In 1776 John Arnold (1734-1799) took 


in the 
separately 

















Fic. 3—EMERY S CHRONOMETER. 


out a patent, the drawing of which is shown 
in Fig. 5. somewhat changed to show its 
operation, but in conformity with the spec- 
ifications. The bimetallic spiral has one 
end screwed to a collet, and the other actu- 
ating the lever journaled on the staff, which, 


(Continued on page 127.) 
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V. T. F. Watch Glasses 
STANDARD THE WORLD OVER 


The best for quality. 
The most perfect for finish. 
The most dependable for size. 


Can be bought in every distributing center in the United States 


A Universal 3 in 1 
Gold Solution 


THREE SIZES 


Trial Size, 8 oz., $1.00 Per Bottle 

— Pint Size, 16 oz., $1.75 Per Bottle 
DD creer oes Quart Size, 32 oz., $3.00 Per Bottle 
7 —— | “Caro Green’ enough for 1 Pint, $.25 


Roman, Old Rose and English 


FINISHES ALL IN ONE 
Green Finish Produced by Adding 


“CARO GREEN” 
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Hammel, Riglander & Co. 
panpentane cane New York, U.S. A. 


Wholesale Distributors 
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This Is the Time 


when quality counts 
in a mainspring 


U.S.R.—The Mainspring of 
Minimum Breakage 


U.S.R.—The Best Main- 
spring at Any Price 
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A New Name—an old method. | 

The best Steel—drawn, tempered, polished, gauged and finished by hand—not by 
machinery. 

Made by the piece—not by the mile. 

Packed in Individual Rust Proof Envelopes. 


Ut 


MCOCCCCCCCFCC FHMZXQZ@— 0000 


Hammel, Riglander & Co. 
New York, U. S. A. 
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Spring is here, Fob time is here. Order now and be ready for every demand 


WE have the LATEST DESIGNS in QUICK SELLING POPULAR PRICE Gold Filled, Silk, Leather and Soliq Ni 

Fobs for Ladies and Gentlemen. The Illustrations below represent a few of the GOOD THINGS we have to offer a 

are WINNERS and will help to get other business) LET US HAVE YOUR ORDER while our stock is complete. ‘y 
THE E. & J. SWIGART Co. 











No. 1725. Leather Fobs. Per doz., $1.50. No. 1760. Leather Fobs. Per doz., $1.50. 
Gilt and bronze American Emblem Charms. Gilt and Oxidized Army and Navy Charms. 




















. 1012. Black Suede Leather Fobs. Per doz., $4.50. 
Gold-Filled Safety Attachments. Gold-Filled Charms. 








6% DISCOUNT FOR CASH 





No. 1645. Leather Fobs, .Per doz., $1.75 
With Belt Attachments. Nickel and Gilt Trimmings. 








| PRICE 





yom SUPERIOR QUALITY 


COWATGH WRISTLETS. YOU CANNOT BREAK IT 
a a = 
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Railroad or Sportsmen Leather Chalins. 
Assortment Leather Wristlets. No. 47. “E. & J. S. Quality’’ finest braided black and tan 
Black and T calf leather. Per dozen, $1.75; per gross, $18.00. 
No. 223. Good Quality, per dozen ; No. 57. Same style as above, made of sheepskin. 


No. 223x. Fair Quality, per dozen Per dozen, $1.25; per gross, $13.50. 
WE HAVE MANY OTHER DESIGNS LISTED IN OUR GENERAL CATALOGUE—PAGES 758 TO 780 


If you need anything in Tools, Materials, Jewelers’ Supplies or Optical Goods don’t forget to include the items with your 
Fob Order. We make careful selections and prompt shipment in the QUICKEST and CHEAPEST way. Optical Work Is 


One of Our Specialties. 


The E. & J. SWIGART CO, terion suiting Cincinnati, Ohio 
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when it rotates, pushes the arc weights 
‘n or out. In his patent of 1784, covering 
the spring detent escapement and terminal 
coils, he very imperfectly illustrates and de- 
scribes three methods of applying the bi- 
metallic compensation to the balance, one 
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Fic. 4—EMERY’S COMPENSATOR. 


seemingly like his first patent, another with 
a straight bimetallic piece crossing near the 
center and attached to its middle an arm 
carrying a weight outside the rim, and 
the third, two bimetallic arcs attached to 
the plain rim. Fig. 6 shows an actual con- 
struction from a pocket chronometer in the 





Fic. 5—ARNOLD’S BALANCE. 


writer’s collection, made by John R. Arnold, 
illustrated in Fig. 7. This same arrange- 
ment was used by his father in such ex- 
amples as have come to the writer’s notice. 

It is stated that Arnold used his first 
device on 10 or 12 chronometers between 













1775 and 1778, 20 of the straight big metal 
bars across the balance between 1778 and 
1780, and some 40 of the S bars between 
1778 and 1780. The straight bar did not 
move enough and he substituted a shape 
like the letter S to move the radial pin 
carrying the weight outside the rim. 

Thomas Wright in his patent of 1783 
shows a two-arm and a three-arm balance, 
with cut bimetallic rims, the former very 
much like the balance of today. 

Louis Recordon is said to have been the 
first to tap the rim for movable screws 
instead of sliding weight, having gotten the 
idea from Robert Pennington. 

In 1828 John Gottlieb Ulrich took out a 
patent, which involved the principle of lev- 
erages, as shown in Fig. 8, and was non- 
magnetic, having the main arm of platinum 
and the auxiliary arms of brass having 
greater expansion than the platinum. Un- 
der heat the outside arms expand more 
than the central one, and throw the rims in. 

In 1855 Charles W. Hawkes of Boston, 
and George P. Read of Waltham, patented 








Fic. 6—ARNOLD’S BALANCE. 


a balance depending on leverages, as shown 
in Fig. 9, and with the feature of adjusta- 
bility. 

Frederic Ecaubert of New York has pat- 
ented several devices for compensation, one 
of which (1910) is shown in Fig. 10, and 
which is claimed to overcome defects of 
the two previously described devices em- 
ploying fulcrum points. The main arm, ex- 
panding more than the strut, allows the 
weighted part of the rim to swing inward. 

In 1891 Hugo Bilgrim, an engineer of 
Philadelphia, patented a balance which em- 
ployed a movable fulcrum and depended on 
the difference in expansion. between the 
brass arm and the steel rim. 

Fig. 11 shows one form suggested, and 
also the diagrammatic influence of heat in 
throwing the weights inward. The phe- 
nomena sometimes known as Dent’s anom- 
aly, having been pointed out by him in 
1833, of the timekeeper losing time in either 
extreme of temperature, has given rise to 
a number of inventions to correct the mid- 
dle temperature error. The subject is 
rather complex, but for the present purpose 
it is sufficient to recall the fact that, with 
the ordinary compensation, the timepiece 
can be brought to time at two tempera- 
tures outside of which there is loss, and 
between which there is gain. The efforts 
to correct this middle temperature error 
have been directed mostly to chronometers, 
but occasionally to watches. 

Robert Molyneux’s patent of 1840 em- 
ployed as auxiliary to the ordinary balance, 
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a small weight attached to the end of the 
arm by a spring, which at the lower tem- 
perature rested against the short end of 
the rim, but under a rise of temperature 
was pushed in by the bimetal rim; see 
Fig. 12. 

John Poole (1818-1867) invented a de- 
vice to restrain the movement outward in 
the lower temperatures, as shown in Fig. 13. 

















Fic. 7—ARNOLD’S CHRONOMETER COCK RE- 
MOVED TO SHOW DETENT AND BALANCE. 


William Hardy in 1820 attempted to over- 
come the middle temperature error by using 
a bimetal arm, with the steel above and 
the brass below, and carrying vertical pins 
at the extremities, with weights on the 
ends. The effect of heat was to dish the 
bar and throw the weights inward in in- 
creasing ratio. In 1849 John Hartnup, di- 
rector of the Liverpool observatory, carried 
the same idea further and developed the 
scheme shown in Fig. 14, where the rim and 
adjacent arms are bimetal, with the brass 




















Fic. 8—ULRICH’S BALANCE. 


on top and the central arm bimetal with 
the brass below. 

Victor Kullberg (1824-1890) employed a 
flat balance arm and rim of one-piece of 
bimetal with brass above in the arm and 
below in the. rim arranged as shown in 
Fig. 15. Alex M. Clark in 1876 patented 
a device somewhat on the order of the 
three previous, but with the central arm 
one metal and the outer ones bimetal. 

In Fig. 16 the dotted lines are to illus- 
trate the positions of equal increase and 
decrease of temperature, it being apparent 
that the weights move inward with increas- 
ing ratio as the temperature rises. Edward 
Thomas Loseby patented in 1852 a bal- 
ance, which had auxiliary to the usual bi- 
metal rim an extension in the form of a 
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thermometer, which could be swung to or 
from the center about its swivel joint, as 
‘tlustrated in Fig. 17. The proper path of 
the mercury would compensate for the 
middle temperature error. . 

Another form of auxiliary, which could 
be substituted for the movable weights of 








Fic. 9—HAWKES & REED BALANCE. 


a chronometer balance is attributed to M. 
Vissiere by Saunier, and patented in Eng- 
land by Alex M. Clark in 1867, shown in 
Fig. 18. It had a _ small bimetal rim 
clamped from one end to the usual rim, 
and carrying at the other a weight which 











Fig. 10—ECAUBERT’S BALANCE. 


had a movement in relation to the main 
rim, thus having a compound motion. 

In 1878 Hein Hinrich Heinrich of New 
York patented a form shown in Fig. 19. 
This combines with the idea of leverages 








Fic. 12—MoLYNEUX BALANCE. 


an auxiliary compensation, which acts with 
an increasing ratio under heat, and a de- 
creasing ratio in cold. 

Albert H. Potter of Chicago patented in 
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1875 an auxiliary compensation shown in 
Fig. 20, capable of adjustment, the auxiliary 
bimetal elbow being capable of rotation 
about its friction stud attached to the arm. 
In 1893 John Bliss of New York patented 
the device shown in Fig. 21, which was de- 
signed to throw the auxiliary weight on 
the end of the spring toward the center in 
either extreme of temperature, the exact 
movement being determined by the shape 
of the nose bearing on the pin in the arm. 

A radically different scheme from all the 
preceding ones was proposed in Charles V. 
Woerds’ patent of 1878, whereby he sought 
to secure primary and secondary compen- 
sation by fusing wedge shaped pieces of 
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Fic. 11—BELGRAM’S BALANCE. 


higher expansive ratio in the steel rim, as 
shown in Fig. 22. George E. Hart of 
Waterbury proposed in his patent of 1884 
to make balances of the ordinary shape by 
electrically depositing nickel or platinum 
on the inner edge of the brass rim. 
George E. Hunter of Elgin proposed in 


his patent of 1886 to construct the balance - 


with the rim formed of bimetal strips rolled 
to secure uniformity, then shaped and 
screwed to the upturned ends of the arm. 
Charles Auguste Paillard of Geneva pat- 
ented in 1887 a non-magnetic and non- 
corrosive balance, using an alloy of palla- 
dium and copper for the inner metal, and 
silver or other non-magnetic metal for the 
outer. Charles K: Giles of Chicago pat- 
ented in 1888 a balance with a one-metal 
rim attached to the arm, and cut in the 
usual way, but drawn in under heat by an 
S shaped auxiliary cross arm, the central 
part of which was of high expansivity and 
the outside sweeps of low expansivity, and 
attached to the free ends of the segments. 
In 1901 Paul Perret of Chaux-de-Fonds 
patented the combination of a brass balance 
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and a balance spring made of about 28 
per cent. nickel steel, claiming that the al- 
loy increasgs in elastic force under heat 
sufficient to compensate for the expansion 
of the balance. In 1905 Duane H. Church 
patented a bimetal balance resembling the 











Fic. 13—TooLe’s BALANCE, 


usual form, but cut near the centre instead 
of near the arm, claiming more radial 
action and greater rigidity. 

Dr. Charles Edouard Guillaume patented 
in 1898 a balance using for the steel mem- 
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Fic. 14—HARTNUP’S BALANCE. 


ber a nickel alloy to which he gave the 
name Invar, suggestive of its invariable 
length under heat. The combination makes 
it possible to cut the rim nearer the center, 
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Fre. 15—KULLBERG’S BALANCE. 


and the action is such that the errors of 
middle temperature are less extreme than 
in the ordinary combination. The Guillaume 
balance is very frequently noted on watches 
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1 hich ratings in the observatory trials. 
ogi set perfect balances of today 
leave little to be desired in performance, it 
is to be expected that there will be improve- 
ments in the line of producing by usual 
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Fic. 16—CLARK’s PATENT OF 1876. 


factory methods, a balance which will per- 
form well, susceptible of exact duplication 
and less liable to distortion. 





Friction and Its Lubrication 





By Fetix B. Pyne, F.B.H.I. 


A SUBJECT very little discussed and 

yet of great importance in horology 
is that of friction and its lubrication. Very 
few, indeed, are cognizant of either the ad- 
vantages or disadvantages pertaining to this 
both harmful and useful property. Fric- 








Fic. 17—LOSEBY’S BALANCE. 


tion cannot be entirely eliminated, and we 
therefore strive to attain certain ways and 
means for reducing this friction as much 
as possible by mechanical means with the 
aid of lubrication. It is also sought that 
friction and its influence shall remain con- 
Stant. We will endeavor to show in the 
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context of this little article how we arrive 
at this stage, also showing the cause and 
effects together with their advantages and 
disadvantages. First, we will just explain 
what friction actually is by definition. 
Friction is that resistance to motion that 
is experienced when two rough surfaces are 
moved one upon the other. Friction is al- 
ways resisting motion at the point where 
it is acting. It is greater between some 














Fic. 18—vISSIERE BALANCE. 


materials than it is between others, and 
altogether greater when the surfaces are 
rougher. To produce surfaces absolutely 
and perfectly smooth is an impossibility; we 
therefore always find some resistance due 
to friction when any two surfaces are 
moved over each other. There are laws 











Fic. 19—HEINRICH’S BALANCE. 


relating to friction between solid surfaces 
and are given as follows: 

1. Friction is independent of velocity. 

2. Friction is independent of the areas of 
the rubbing surfaces. 

3. Friction is proportional to the total 
pressure between the two surfaces. 

The resistance met with when a solid 
body moves in a fluid is called fluid fric- 
tion. The laws governing the effects of 
fluid friction are quite different and are 
given as follows: 

1. Friction is proportional to the area of 
the wetted surface. 

2. Friction is independent of pressure. 

3. Friction is proportional to velocity at 
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slow speeds, but increases at a greater rate 
than the velocity when the speed is high. 
When a thin layer of oil or other lubri- 
cant is placed between the surfaces friction 
is reduced, the oil is split up, as it were, 
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Fic. 20—PpATEIR’S BALANCE. 


into infinitesimal rollers separating the sur- 
faces and aiding motion. In machinery 
generally the lubricant reduces the friction, 
but the results are still governed by the 
laws of solid friction. This is probably 
also the case at nearly all the frictional 





Fic. Z1—BLISS BALANCE. 


parts of a watch or clock. However, at 
the balance pivots of a watch, where the 
pressure is small, the speed or velocity 
slow, and the quantity of oil comparatively 
large, it is possible that the effects of fluid 
friction or adhesion are quite as powerful 





Fic. 22—woERD’S BALANCE. 


as those of solid friction, and that the re- 
sults are a modification or compromise be- 
tween the two sets of laws. 

When selecting a lubricant no little 
judgment is required. It should be adapt- 
ed according to the pressure at the fric- 
tional points. Great pressures will require 
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4 comparatively thick oil for a thin lubri- 
cant would run dry or be squeezed out. 
Where the pressures are but slight only a 
thin oil will be necessary. By acting con- 
trary to these rules trouble will make itself 
evident as when applying a thick oil to the 
balance pivots of a very small watch the 
adhesive resistance might almost be suf- 
fcient to stop it and in the majority of 
cases it will do so. . 

Besides this resistance already mentioned 
as friction there is another one due to the 
adhesion of the two surfaces. The effect 
produced by this second form of resistance 
can be made quite evident by placing one 
upon the other two planes or surfaces of 
the same kind. If the surfaces are perfect- 
ly flat and polished, such as two pieces of 
plate glass, the adhesion may become suf- 
fcient to make the separation of the bodies 
quite difficult. This, however, can be ex- 
plained from the fact that there is more or 
less exclusion of the air between the sur- 
faces and from the outward pressure on the 
two bodies. This resistance, however, may 
be entirely neglected when the extent of the 
surfaces in contact is not very great. 
Should, however, a greasy substance, such 
as oil, be placed between the two bodies 
the resistance cannot be neglected, for in 
some cases this may either increase or de- 
crease the friction accordingly. 

There are two kinds of friction, “rolling 
friction” and “sliding friction.” If the sur- 
faces of two bodies in contact change at 
each moment, it is called rolling friction; 
if, on the contrary, the same part of one 
surface always remains in contact with the 
other body the resistance experienced will 
be sliding friction. The slipping may be 
linear or circular, such as when teeth of 
wheels gear with each other and that of 
the pivots of these same wheels when in 
motion in the holes. 

The force with which friction resists the 
motion of one surface over the other is 
found to be equal to the force pressing the 
surfaces together multiplied by a number 
which is found by experiment. This num- 
ber, which is always a fraction, is called the 
co-efficient of friction, and may be found 
experimentally. For example, suppose it 
is required to determine the co-officient of 
friction between brass and steel of a defi- 
nite degree of smoothness. Fix a plate of 
brass of the required smoothness perfectly 
horizontal. On it rest a slide of the steel 
similarly smoothed on its under surface. 
Rest weights on the slide and over a pul- 
ley fixed at the end of the brass plate pass 
a cord having one end fixed to the slide, 
the other terminating in a scale pan, in 
which weights are placed sufficient to just 
keep the slide in motion on the plate. The 
pressure between the surfaces is equal to 
the weight of the slide itself together with 
the weights placed on it, the force of fric- 
tion is represented by the weight of the 
scale pan and the weights on it, which to- 
gether have just overcome the friction. 

Suppose the weighted slide is exactly 10 
Ibs. and the force of friction 2 lbs. If the 
weight of the slide is now increased to 20 
Ibs., the weight of the pan will have to be 
increased to 4 Ibs., and it will be found 
by experiment that in the same proportion 
as the pressure is increased so the force 
necessary to overcome friction will have to 
be increased. This proves the first law of 
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friction, viz., “the force of friction is di- 
rectly proportional to the pressure.” So 
long as the smoothness of their surfaces 
remains unchanged, we find that the ratio 
between friction and pressure is always 
constant. The co-efficient of friction states 
the ratio in the form of a friction, the force 
of friction being the numerator and the 
pressure being the denominator. Thus in 
the foregoing example the co-efficient of 
1 
friction —=— — — = .2, and when this ratio 
20 «#5 

has been determined we know that what- 
ever the pressure may be we can deter- 
mine the force of friction by multiplying the 
pressure by the co-efficient. In this exam- 
ple the force with which friction is resist- 
ing motion is equal to one-fifth of the force 
of the pressure between them. Brass and 
steel surfaces as finished in ordinary ma- 
chines have a co-efficient of friction aver- 
aging .14, therefore if the pressure equals 
100 Ibs., the force of friction = 100 * .14 
= 14 lbs.; if pressure = 12 Ibs., friction 
= 12 * .14 = 1.68 Ibs., and so on. 

Friction between a pivot and its bearing 
is a resisting force acting at the circum- 
ference of the pivot. As it is directly pro- 
portional to the pressure there the train 
should be so arranged, as is practicable, 
under such plans and conditions as to tend 
to reduce the pressure. 

Altering the size of the pivot does not 
alter or change the force of friction if the 
pressure and the nature of the surfaces 
remain. If a very short pivot is used, al- 
though the total pressure and therefore the 
total friction, remains the same, the pres- 
sure is distributed over a very small area, 
therefore the pressure per square inch is in- 
creased, and the pivot and bearing both 
wear quickly. If a very long pivot is em- 
ployed the pressure per square inch is de- 
creased or less, and the wear is not so 
great, but as the pivot has to be oiled, the 
effects of adhesion would be greater. Al- 
teration in the diameter of the pivot al- 
though it does not change the force of fric- 
tion its effect is certainly altered. The 
same force acting at the circumference of a 
large pivot has a greater checking effect 
than when acting at the circumference of a 
small one. The effect or “moment of fric- 
tion” is directly proportional to the diam- 
eter of the pivot. If we consider it as a 
question of “work,” the same results ap- 
pear. At each complete rotation the work 
done against friction is equal to the force 


of friction multiplied by the distance round - 


the pivot. That is, by the circumference, as 
this is always proportional to the diameter 
we find that the effect of friction varies 
directly as the diameter of pivot, but is not 
changed by altered length. The effect of 
adhesion, considered apart from the effects 
of solid friction, varies directly as area 
of surface exposed to its action. It is, 
therefore, proportional to length and to 
diameter of pivot. 

A good general rule to follow, wherever 
applicable, is to make the diameter of the 
pivot as small as is consistent with the 
necessary strength required and to have 
the acting length equal to the diameter. 

In several ways friction renders valuable 
aid. The parts of a machine would not 
hold together were it not for friction. 
Suppose a watch could be made of some 
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perfectly frictionless material, as we turned 
it about the hands would fall off, the can- 
non pinion drop off with its center post, if 
of separate construction, the pallets and 
lever would move and turn about on their 
staff, all pins would fall out, and screws 
would come out of their holes, for their 
own weight would cause them to roll down 
the “inclined planes” and fall out. All 
these and other things, including the roller 
table on the balance staff, are kept in their 
proper stations by friction. 

It has already been stated that “when a 
thin layer of oil or other lubricant is placed 
between the surfaces friction is reduced, 
the oil is split up, as it were, into infini- 
tesimal rollers, separating the surfaces and 
aiding motion.” In most cases, especially 
in large pieces of mechanisms, the friction 
will be reduced by this fact. In horology, 
especially in the smaller watches, the re- 
verse can present itself. The oil which is 
used introduces the new resistance already 
known as adhesive friction. This adhesive- 
ness cannot be disregarded when acting on 
the weak forces in action such as exist in 
the escapement. This force cannot be ex- 
pressed in practical figures because it de- 
pends on the nature of the lubricant, on its 
degree of fluidity and on its state of con- 
stancy or unchangeableness. It must also 
be taken into account the speed of the 
mobiles and the pressure which they have 
to bear. Thus the winding mechanism 
should always be greased with a semi-fluid 
lubricant. The mainspring and bearings of 
its arbor in the barrel will need a thicker 
oil than that applied to the escapement. 
The qualities of the oil which should be 
used are its imperviousness to any change 
of temperature, its perfect fluidity even if 
not kept in motion for a day through for- 
getfulness in winding a watch, and the ab- 
sence of acids in its composition. 

It must be borne in mind that slow mov- 
ing parts require a thicker lubricant than 
the quicker moving parts and that excess of 
lubrication is as harmful as the lack of it. 
Friction at all the rubbing parts of a ma- 
chine is productive of wear, and wastes or 
“dissipates energy.” It cannot be done 
away with entirely, but we do what we 
can to reduce its effect as far as may be 
getfulness in winding a watch, and the ab- 
fluence shall remain constant. 





As to Annealing German Silver 





HE best grade of German silver con- 

sists of four parts copper, two parts 
nickel and two parts zinc, and is the best 
alloy for table silverware. When trouble 
occurs in the annealing, it is suggested 
that first of all the die used in the first 
drawing operation be examined. The edge 
of this die should be kept just as smooth 
as possible by polishing it at least every 
2,000 or 3,000 pieces with the finest emery 
or crocus cloth; the die should then be 
washed with gasoline or blown out with 
compressed air, so that not the slightest 
bit of stone will be left in it—From the 
Brass World. 








Gilly & Preusner, Newark, N. J., have 
been succeeded by the Gilly Jewelry Co. 
(Inc.) The capital stock is said to be 
$10,000, of which $4,500 is claimed paid in. 
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CROWN WATCH GLASSES 


THE STANDARD FOR OVER 50 YEARS 
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QUALITY—FINISH 


CLEAR AND WHITE 
EASIEST TO FIT 
LEAST BREAKAGE 


CORRECT SHAPE AND GAUGE 


SOLD BY JOBBERS IN ALL PARTS OF THE UNITED STATES 






Inquiries addressed to us as to where these high grade glasses may be obtained will 


receive our prompt attention 


SUSSFELD, LORSCH & CO. 90-94 MAIDEN LANE 


IMPORTERS AND WHOLESALE DISTRIBUTERS NEW YORK 














lt Requires but HALF as Much The Biggest 


Fulcrum Oil Proposition | 


to properly lubricate a watch or clock as you have 




























customed to use, d wl ratch or clock ° . 
ay salad with Fulcrum Oil it “Stays Oiled.” if) the way of Horological 
Fulcrum Oil will not gum, will not Schools is offered to you by the 
or ge = = —— ong — 
and is the only watch or clock oil ever ° . 
k r rhich 1 bsolutely f f 
argh. ee Bradley Polytechnic Institute 
Have you tried Put in the next few months im- 
Fulcrum Chronometer Oil ee 
on small watches? You'll be surprised at meprenti | toe _s : 2 
the results. Order a bottle today from and the increase 1n salary next 
your jobber. If he won’t supply you, , ; , a 
write us and we'll see that you get a Fall will be something that will 
bottle at once. 7 . 
surprise you. Write today ask- 
CHRONOMETER GIL ° eae 
35c. a Bottle $3.75 per Dozen 50c. a Bottle ing for our latest proposition. 


For Sale By All Jobbers. 


























. Address, Department C, Horological, Peoria, 
FU LGRUM OIL COMPAN Franklin, Pa. | Illinois, for our latest proposition. 
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Watch Tests for 1916 at the Observa- 


tory of Neuchatel 





HE Council of State has awarded at its 
session of Feb. 2 the prizes for the 
watch trials at the cantonal observatory in 


1916. 


Following are the best results obtained: 


I. 


PRIZES FOR MANUFACTURERS. 


(a) Series prize for the six best deck and pocket 


watches. 
First Class. 


Fabrique de montres Zénith, Le Locle..... 


Paul Buhré, Le Locle 


Fabrique des Longines, Saint Imier....... 
Paul Ditisheim, La Chaux-de-Fonds....... 
Ss. A. Ls Brandt et fréres, Omega watches, 


Bienne 
Maison Ulysse Nardin, Le Locle 


Fabrique Movado, L. A. I. Ditisheim et 


fréres La Chaux-de-Fonds 
Fabrique Electa, Gallet & Co. 
Chaux-de-Fonds 


Pupils of the Horological School at La 


Chaux-de-Fonds 


(b) MARINE CHRONOMETERS 


The house of Ulysse Nardin, at Locle se- 
cured all the first prizes, with classifica- 


tion numbers of 


PC RKENAUWVA LHS 


Paul Buhré, Le Locle 
Fabrique des Longines, Saint Imier... 
Fabrique des montres Zénith, Le Locle 
ee TG, ED LOG. ccc ccccsecceces 
Fabrique des montres Zénith, Le Locle 
Fabrique des montres Zénith, Le Locle 
Fabrique des montres Zénith, Le Locle 
Paul Ditisheim, La Chaux-de-Fonds... 
Fabrique des montres Zénith, Le Locle 
10. Fabrique 


33.7 to 


(c) DECK CHRONOMETERS 


des Longines, Saint Imier.. 


11, Fabrique des montres Zénith, Le Locle 


12. Fabrique 
13.. Fabrique 
14. Fabrique 


des Longines, Saint Imier.. 
des Longines, Saint Imier. 
des Longines, Saint Imier.. 


IS, Pawl Berd, Le Lee cccccccccsocces 
16. Paul Ditisheim, La Chaux-de-Fonds.. 


(d) POCKET CHRONOMETERS, 


TEST OF FIRST 


Fabrique des montres Zénith, Le Locle 
Paul Ditisheim, La Chaux-de-Fonds.. 
Fabrique des montres Zénith, Le Locle 
Fabrique des montres, Zénith, Le Locle 
Paul Ditisheim, La Chaux-de-Fonds.. 


a ae 


Fabrique des Longines, Saint Imier.. 
Paul Ditisheim, La Chaux-de-Fonds.. 
Maison Ulysse Nardin, Le Locle.... 


a 


Co. 


] 

2 

3 

4 

5, 

6. Paul Buhré, 
7 

g 

9 

0 


Fabrique d’hortogenie Electa, Gallet & 
S. A., La Chaux-de-Fonds...... 


11. Fabrique des montres Zénith, Le Locle 
12. S. A. Ls. Brandt and frére, Omega 


Watch, Bienne 


13. Fabrique des Longines, Saint Imier.. 
14. Fabrique des Longines Saint Imier.. 


15. Fabrique 


Movado, L. A. Ditisheim 


et fréres La Chaux-de-Fonds........ 
16. Maison Ulysse Nardin, Le Locle..... 
17. Paul Ditisheim, La Chaux-de-Fonds.. 


18. S. A. Ls. 

Watches, 
19. Maison Ulysse Nardin, 
20. Fabrique des Longines, 
21. Fabrique des Longines, 
22. S. A. Ls. 

Watches, Bienne 
23. Fabrique des Longines, 
24. Fabrique des Longines, 
25. Fabrique des Longines, 


Brandt and 
Bienne 


frére, Omega 
Le Locle.... 
Saint Imier.. 
Saint Imier.. 
Brandt and frére, Omega 
Saint Imier.. 
Saint Imier.. 
Saint Imier.. 


26. Paul Ditisheim, La Chaux-de-Fonds.. 
27. Maison Ulysse Nardin, Le Locle.... 
28. Fabrique des Longines, Saint Imier.. 


II. PRIZES FOR ADJUSTERS. 


21.2 
21.1 
20.7 
20.4 
20.4 
20.0 
20.0 


Series prize for the adjustment of the six best 
deck and pocket chronometers, first class. 


Henri Colomb, Le Locle 
Charles-Ferd. Perret, Le Locle 
Hans Wehrli, Saint Imier 


*eeeneeeeeee 


Auguste Bourquin, La Chaux-de-Fonds... 


W. A. Dubois, Bienne 
A. Vuille Roulet, Saint Imier 


oeeereeeeteneeeeeeeeee#e. 


Henri Rosat and Henri Gerber, Le Locle. 
David Perret, Saint Imier 
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Edmond Ditisheim and Charles Haengglé, 

SS Ce Nh oc ete ccccescessccec« 19.2 
Charles Augsburger, La Chaux-de-Fonds.. 15.4 
Horological School, La Chaux-de-Fonds... 13.5 





Minimum Price List for Repairs 
Adopted by Boston and 
Philadelphia 


Hes are some lists of minimum prices 

for repair work which have been 
adopted by Boston and Philadelphia, as 
recently announced by the research depart- 
ment of the Harvard School of business 


administration: 
PHILADELPHIA LIST 


Cleaning American Ordinary............... $2.00 
Cleaning American with one extra pair Cap 

ee ne ee ee ee eee 2.50 
Cleaning American with two extra pair Cap 

as sie itt nachna amanoie ai nee edit Ute ala 
Cleaning American old Model E Howard & 

Pb hickes scbtedudddhcbsedtedeew ee euien 2.50 
Cleaning Swiss Ordinary low grade......... 2.00 
Ce ee i cand eeindneeeeewsos 2.50 
Cleaning with one extra pair Cap Jewels.... 2.50 
Cleaning with two extra pair Cap Jewels.... 3.00 
Cleaning with smaller than 7 ligne.......... 3.00 
Cleaning with 7 to 10 ligne.........eeeeee, 2.50 


(Add one dollar to all these for main springs.) 
Main Springs Only 


M. S. All American Watches............... $1.50 
BM. DS AB Serkew CORR 6 ccc cc ccc cdcccccn 1.50 
M. S. All Swiss Chronographs............. 2.50 
M. S. All Swiss Minute repeaters.......... 3.00 
is Ee Fae Se ib ce eveseccccewcéveess 2.00 
Hair Springs Only 
All Gedimacy Americas «cccccccscccwcceves $1.50 
21 to 23 Jewel American and Old Model 
ND 0660 0065-66-4465 60000 oi decene tees 2.00 
Ee ca de onset hela wales 2.00 
er Pree 3.50 
Pinions 
EE EL, bé.00b de 640k bee onsseonee $1.00 
I SE 6.6.6. 4s eee vee dnnnens 1.00 to 2.00 
SE EE done oS 0Hen areca nedrewene 2.00 to 4.00 
NE ais, tend tou wii habe 4.00 to 6.00 
BU. THOteD BOE DO iii on escaccacaswvidesss 3.00 
Hands each steel and composition.......... 25 
(i Pep sectcsceeddNeneeunes 50 to 1.00 
CHOWMO .ccoccces adi tiptoe aa eine mg ew mine w gen 75 
Stems and Crown American............+e00. 1.50 
Sees and Cop BOG saesccewoceveee wes 1.75 
Cleaning and Balance Staff 
American 7 Jewel Movements.............. $3.50 
American 15 and 17 Jewel Movements...... 4.50 
American 19 and 21 Jewel Movements...... 5.00 
American 23 Jewel Movements............. 5.50 
Swiss Ordinary low gradeé.......ccccsceses 4,50 
IN i ls ttn gt ec ae ee 6.50 
Old Model E Howard & Co................ 6.00 
Jewels 
ee I ois b's a 00s ee $1.00 
Fes TO POWs 66's 66 ssc asecsasens 1.00 
EE Te FINI a 6.0 5.006 viccess veces 1.00 
Swiss Roller Ordinary 3 Cornered......... 2.00 
EL vcinduisncltas eneseene cian 2.00 to 3.00 
PHILADELPHIA LIST 
Clock Repairing 
Three train chime clock movement taking all 
apart, thoroughly cleaning the movement, 
polishing the pendulum, the ball and tubes, 
and polishing the shells for three weights 
I iaidians v.60 Winds addicenswewk bees $20.00 
If the customer does not wish the weights 
polished we then charge............eee-: 18.00 
If this is an hour and half hour strike we 
Cs Rs ook casein nnn aeenacednetieeuns 12.00 
This applies to either English hall clocks, 
German hall clecks and Waltham hall 
clocks; in fact any hall clock which would 
be a three trainmovement. Then the 
cheaper hall clocks such as the New Haven, 
Waterbury and Seth Thomas with chain 
winding movement—our charge for clean- 
ing the movement only, would be......... 5.50 
For cleaning French Mantel Clock, time only 4.50 
Hour and half hour strike..........cccee0. 6.00 
Quarter hour strike with visible escapement 7.50 
400 day anniversary clock cleaning move- 
EE ina 6 0-0: 606000N 64066 66dn adds beer ee 4.00 
German Chime Clock either bars or gongs, 
high grade movement.........c..eeecees 15.00 





Low Grade 
Seth Thomas, New Haven or Ansonia round 
plate movement in either mahogany or 


eeeeseeweeeteews eeeeseseeeeeeeeeeeeee#eet*® 


CE So vitatndintine nwa theta 3.00 
With visible escapement...............00- 4.50 
Chelsea Ship Bell Clocks for cleaning move- 

GEE: sccdicvcdcnetendstedihiamnitewn 7.50 
Cleaning movement of Cuckoo Clock....... 3.50 
For Cockee: O06 Giliibene<002 6s cccctns sehen 4.50 
For Cleaning Big Ben Alarm Clock......... 1.25 
Ordinary round alarm clocks, that is, the 

pie GRNBies icdac wesewdssincndvoutn 75 

BOSTON LIST 
American Clocks 
Wall and Mantel, time only 
D MGS d ceeded hv wee eee en $ 75-$ 2.00 
© ON en dade sds 00 seebadwedsvaen 1.50- 3.00 
Desk Clocks 
SG hcccsiccokewe eeiuain 75- 3.00 
GE <eniconenene dewdidondiatenas 2.50- 4.00 
Time and Strike 
“+3 AOE AR ey eee. 1.50- 3.00 
ERIS, Re Meaney a 2.00- 5.00 
Desk Clocks 
RRs tad wut tee WA o iales ee 2.50- 3.56 
EN POT ET Se) 12.00- 15.00 

Aferm Chime Clocks.........:.... 7.00- 8.00 
German Wire Chime Clocks.......... 7.00- 8.00 
English Mantel Chime Clocks 

SOE vies cad saw $12.00-$15.00-$18.00 
French Clocks 

Mantel Time and Strike........ $ 5.00-$ 6.00 

Traveling, time only............ 1.50- 2.50 

-, F Se re 2.50- 3.50 

Time, Strike and Alarm......... 3.00- 4.00 


Time, Strike and Repeating. $8.00-$10.00-$12.00 
Hall Clocks 


Hour and Half Hour............ $ 6.00-$ 8.00 

S OE ows conden vh tee 10.00- 12.00 

D COO se cdi con eee esae 15.00- 18.00 
BOSTON LIST 


Waltham and other American made Watches 


Cleaning, lowest grade. .........ce<- $2.50 
Cleaning, medium grade............. 3.00- $4.00 
Cleaning, high grade and 7%........ 4.00- 5.00 
When cleaning watches we include 

truing and poising of balance wheel 

and slight repairs, no additional 

charge being made. 
Mainsprings, all grades.............. 1.56 

(Warranted for 1 year) 

Setting springs, ratchets, setting levers, 

ratchets springs and case springs... 1.50 
per errs 1.50 3.00 
Roller jewels, hole jewels, palette 

SUD Kiteees son ede wens bhaseb eee 1.50 
Cee Be, oo ik nctadadseteisies 2.50 
Balance Staff, low grade............ 2.50 
Balance Staff, high grade............ 3.00- 3.50 
Pema, MP GUN ices s seated ccguws 1.50- 3.00 
Pimioms, bleh Grae oi cccdiiccavecsce 2.00- 4.00 
Regulators, all grades............... 2.00- 4.00 
Forks, different grades.............. 2.00- 4.00 
Palettes, different grades........... 2.00- 4.00 
SN i 46d 50nd Ave amiwexee 1.00 
Pe ME A -orciecee send aedadunne 25- 50 
I: int igisticetinbibend Oe os dain 25- 50 
Te Se 2.00- 4.00 


Swiss made, very small and very thin watches 
at about 33% over above prices. 





Consumption of Aluminum 





(HE domestic consumption of aluminum 


in 1916, according to estimates ‘made by 
J. M. Hill of the U. S. Geological Survey 
of the Department of the Interior, was over 
121,000,000 pounds. The estimates are 
based on statistics of the domestic produc- 
tion for the year and of the imports for 
nine months. This is an increase of more 
than 21 per cent. over the consumption of 
1915. These estimates do not include the 
consumption of secondary aluminum ob- 
tained form scrap materials, which is be- 
lieved to have also increased. 








The annual banquet and smoker of the 
600 Club of the Finishing C department 
of the Waltham Watch Co., was held at 
the Quincy House, Boston, Mass., re- 
cently. 
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The Question of Sweeps, Filings and Scrap 


is a serious one. It depends upon the refiner’s ability, 
the amount of metal that can be extracted from a ship- 
ment. An inexperienced refiner or one that has not the 
proper facilities to work with cannot recover the same 
amount of metal from a shipment as one that has the most 
modern equipment, plus the knowledge of refining to- 
gether with experience. 


Baker & Co., Inc., are equipped with every appliance 
to extract one hundred per cent of precious metal from 
your consignments and have the technical knowledge and 
an experience of thirty years to help them use their facili- 
ties to the greatest advantage. 


Settle the Question of your refinings, now, and depend 
on a Refiner of Ability. 

















BAKER £&-CO. INC. EEEINEES.AN?, 


NEWARK,N.J. | New York Office -30 Church Stk. 


ants From werrers || “Ll. &S.GOLD ALLOYS” 


Yellow. red, green and white 


Alloys 



































L. LEBER & SON, 149 N.J.R.R. Ave., Newark, N. J. 


THE ABOVE DESIGN PRODUCED WITH 
OUR MATERIAL. 


AN INQUIRY BRINGS FULL INFORMATION. 























for 50 years the Standard Lubricant 
HERPERS BROS. for Watches and Clocks 


SETTING MAKERS 


a ee Buy of Your Jobber 
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HOROLOGICAL REVIEW AND TECHNICAL DEPARTMENT 





[Answers are also solicited from our readers to the questions pubhished on this page.] 


No attention paid to communications unless accompanied by full name and address of the writer. 


Question No. 3472,—Dissolve Chloride of 
Silver.—How can I dissolve chloride of sil- 
ver? I bought 25 ounces from a refiner, put 
into two gallons of water two pounds cyan- 
ide and am trying to dissolve tt to pour tnto 
my solution, but it don’t seem to dissolve. 

; ) © A 

AnsweR.—The solution is not strong 
enough to dissolve 25 ozs. of silver chloride. 
Five lbs. of C.P. cyanide potassium must 
be dissolved in about five quarts of dis- 
tilled water, or rain water that has been 
filtered, or water that has been boiled for 
half an hour and cooled. Add the solution 
to the silver little by little, constantly stir- 
ring with a glass rod until all the silver 1s 
dissolved. If all is not dissolved make 
more cyanide solution, using same propor- 
tions. The best “cyanide silver” for adding 
to the bath is the “double cyanide solution,” 
directions for making which are given in 
“How to Make Jewelry,” by George S. 
Overton. 

QOvestion No. 3473.—Pure gold from 12 
karat.—/ have tried to make pure gold with 
about 12-karat gold, adding about as much 
copper to the gold in wetght. I put all 
in a granite cup with nitric acid. I left the 
acid in the cup for a few days and it ate the 
granite. | would like to know how to get 
the granite from the gold and how to refine 
the gold, as all did not go to a powder. 

i. Fe 

ANSWER.—Rinse well the acid from the 
gold and dry all the powder, granite, etc. 
Mix with a little 20th Century flux and 
melt in a crucible. This will burn out the 
granite, leaving the gold and copper as be- 
fore. If the gold has been reduced to 6 
karat by adding the copper (although silver 
would have been better), the molten gold 
should be poured into a dish of water which 
is vigorously stirred while pouring. This 
will granulate the metal and, after 
placing in a porcelain evaporating dish, 
add nitric acid in proportions of two parts 
nitric C.P. to one part of water. Place the 
dish in a warm sand bath and under a flue 
or forge to carry off the poisonous fumes. 
Keep adding the nitric solution a little at 
a-time, until all the granulated pieces are 
dissolved, the gold settling as a powder and 
the copper, silver, etc., going into the solu- 
tion. Pour off the solution, well wash the 
gold several times, dry and place in a 
crucible with a little borax or flux and 
melt into a button. 

Ovestion No.3474—Restoring Gold Solu- 
tion—/s there any way to restore gold 
coloring solution that has begun to color 
the job black or dark? W. D. 

Answer: The color may show black from 
several causes, too much current, decom- 


position of ingredients used, lack of gold, 
or not enough free cyanide. From this it 
will be inferred that the bath must be bal- 
anced. Some gilders make a fresh solu- 
tion almost daily, using phosphate of soda, 
bisulphite, salts of various kinds, prussiate 
of potash or cyanide of potassium, etc. The 
alkalies will in time rot out. It is best for 
a permanent bath to use nothing but cyan- 
ide potassium, adding a small piece each day 
in proportion to quantity of work gilded. 
An anode of sufficient size must also be 
used to replenish the gold which is deposited 
from the solution. Occasionally a little cy- 
anide of gold is added as a tonic. In course 
of time, however, a bath will become im- 
pregnated from matter on the various ar- 
ticles immersed and must be discarded and 
a fresh solution- made. 

Question No. 3475.—Quarter Screws. 
-——Will you inform me through “Workshop 
Notes’ whether the quarter screws of a 
balance are moved in any way for regula- 
tion purposes. Also, when. poising a 
balance are the timing screws or quarter 
screws adjusted to bring the balance in 
poise? R. F. N. 

ANSWER.—(1). The quarter screws of 
a balance are in reality put there for pois- 
ing purposes only. But it is a common 
practice among many watchmakers to 
utilize these quarter screws for regulation 
purposes, and if these screws are moved 
perfectly equidistant the balance will still 
be in poise and no harm done. However, 
it is best to leave them alone unless ab- 
solutely necessary. (2). When poising a 
balance the quarter screws only are moved. 
Where the quarter screws are non-existant 
then the screw or screws where the weight 
is most is altered. Weight is removed 
from a screw not by filing all over its sur- 
face, as sometimes seen, but by using an 
undercutting tool. This may be obtained fora 
moderate price and enables one to under- 
cut a screw, thus removing excessive 
weight, and yet leaving the screw outward 
the same in shape, size and appearance. 

Question No. 3476.—Master Clock.— 
Will you tell me what is meant by a master 
clock and also by “subsidiary” or “jour- 
neymen” clocks? Fs 

ANSWER.—A master clock is an electric 
clock, not necessarily driven by electricity, 
which actuates or controls any number of 
other clocks. The master clock may be an 
ordinary weight driven clock, but has un- 
der its control several other clocks, all of 
them being dependent on this one clock. 
A subsidiary or journeyman clock is com- 
posed of a dial and motion work with cer- 
tain additions, and is actuated by this 
master clock at regular intervals by an 
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electric current from the master clock 
which may or may not be an electric clock. 

Question No. 3477.—Mainsprings.— 
What is the effect of putting mainsprings 
in barrels with the aid of the fingers. I 
am told that it is quite wrong to do so? 

i. B. 

ANSWER.—A mainspring put in a barrel 
by means of the fingers will cause poor 
timekeeping in a watch. The spring is dis- 
torted and unnecessary strain imparted to 
the spring. The molecules composing the 
spring have been misplaced, most of the 
elasticity gone and consequently poor time- 
keeping is the result. Moreover, the spring 
is more liable in a short while to give 
way _ altogether. Mainsprings should 
always be put in barrels by means of a 
mainspring winder. 

Question No. 3478.—Compensation.— 
If the party who answered question No. 
3456 in Workshop Notes, Feb. 7 issue, will 
hold a balance wheel over his alcohol lamp, 
he will change his mind as to the balance 
wheel expanding when it becomes heated, 
and contracting when it becomes cold. 

S. & W. 

In order to establish a clear understand- 
ing in the minds of our readers, who may 
make a similar error, we will elucidate this 
matter as follows. The rim of a compensa- 
tion balance consists of two different metals, 
one of which expands and contracts more 
than the other when affected by changes in 
the temperature. These two metals, in the 
great majority of watches, are of brass and 
steel. The brass expands and contracts 
much more than the steel, and it is this dif- 
ference which causes the rim to compensate. 
When the balance is exposed to heat it 
expands, and the watch would consequently 
run slower; but this is counteracted by the 
action of the rim, which, from the brass 
being outside and expanding more than the 
steel, curves the free end of the rim in- 
ward, and carries the screws on that part 
towards the center of the balance. In cold 
the whole balance contracts, and from be- 
ing smaller would vibrate more rapidly, but 
the brass exterior, contracting more than 
the steel, tends to straighten the rim and 
carry its screws outward, thus neutraliz- 
ing the effects of the cold. In the lat- 
ter part of the answer a mistake is cer- 
tainly present due to a printing error. 
The words outward and inward should 
be reversed in order. In the early part of 
the question the words, virtually larger and 
wrtually smaller, hold good. It will be un- 
derstood that the definition, virtually, means 
potential or not in fact. It must also be 
understood that the fixed ends also expand 
and contract. If the free end moves in- 
wardly the fixed end will move outwardly, 
but not sufficient to be noticeable. 





Knives with Hollow Nickel Handles 





[HE failure of the supply of celluloid, 
which may no longer be imported in 
England, is compelling the cutlery trade to 
find a suitable substitute for this popular 
hafting material, says the J/ronmonger. 
One such substitute which is being em- 
ployed, consists of thin-gauge nickel, made 
hollow and filled. This is not exactly a 
new idea, but the pattern has never been 
pused by cutlery makers. 
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WE 


ILLUMINATE 


DIALS 


APPLICATION OF THE “PERMANENT” 
RADIUM LUMINOUS COMPOUND 


“LUMA” 


Made to Dials and Indicating Instruments of 
Every Description 





Specify “LUMA DIALS” or Let Us Quote on Your 
Requirements—Large or Small. 


RADIOM DIAL COMPANY 
FORBES AND MEYRAN AVENUES, 
PITTSBURGH, PA. 
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Long Cramp Fancy Settings 


Series 41 
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Blancard § Zo, In. 


Gold Settings, Galleries and Findings 


96-98-100 Maiden Lane 
New York City. 














WEY ? 


Yes, why should you give your refinings to us? 
Because—we have been in business for over 30 years. 
Because—we give prompt returns. 

Because—our charges are reasonable. 


AND 


BECAUSE—with our modern methods and equipment 
we are prepared to give you the highest value for your 
material. Wherever there is value we will find the full 
amount of it. 


Our methods are the result of accurate analysis, NOT 
ESTIMATING. Remember our policy—ACCURACY, 
PROMPTNESS and SATISFACTION. 


GOLD, SILVER AND PLATINUM REFINERS 
George M. Baker 91 Page St., Providence, R. I. 


If you want A Good Mainspring 
why not use The Best 








Black Shield Mainsprings 


Per Dozen $1.25 
Per Gross $13.50 


SWARTCHILD & COMPANY 


WORLD’S LARGEST WATCHMAKERS’ AND 
JEWELERS’ SUPPLY HOUSE 


29 E. MADISON ST. CHICAGO, ILL. 




















E. P. REICHHELM & CO., Inc. 


att a NOM 


Jewelers and Metal Workers’ Supplies 
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AMERICAN GAS FURNACE CO. 


Gas Blast Furnaces, Heating Machimes, 
Pressure Blowers, Fuel Gas Plants 








AMERICAN-SWISS FILE & TOOL CO. 
NEW YORK 


Sand Blast 
Price, $20.00 
24 JOHN STREET =- = = 











A. ROBINSON & SON 


149 Canal Street, NEW YORK 


Gold, Platinum and Silver bought, refined and for 
sale. Shipments of scrap and sweepings invited. 




















HYDRAULIC PRESS WORK 


STEEL DIES, HUBS & STAMPS 


For Badges, Medals, Buttons, Jewelry, Silverware, 
etal Novelties 


Our Steel Knurls, Stamping, Expert Hardening. | . 
Ton, schoder & Lombard Stamp & Die Co., Inc. 


= 251-253 Canal Street, New York 
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Joining and Soldering Jewelry 





Selecting the Proper Medium for Cleansing Metal Surfaces Before Soldering—Borax, Phosphoric Acid, 
Soldering Fluid—The Drying of Crystallized Borax—Methods of Applying Solder to 


the Surfaces to Be Soldered. 


Written expressly for The Jewelers’ Circular 























‘“QLDERING is effected by means of a 
5 medium insuring the cleanliness of the 
surfaces to be soldered and preventing, 
above all things, any oxidation by sup- 
pressing all access of air. There are 
products of this character in existence, but 
they must in every instance be selected 
according to the nature of the metal to 
be soldered. For soldering gold and sil- 
ver, borax, phosphoric acid and soldering 
fuid are usually employed. But in order 
to be able to use them successfully, it 1s 
important to know the qualities and the 
effects of these products. 

Borax consists of colorless crystals, 
usually covered with a white powder. It 
is soluble in cold water—but still more 
soluble in hot water. It includes water, 
without which it could not retain its 
crystalline form. Borax, when melted, 
forms a substance resembling glass, which 
is the reason why it perfectly prevents 
access of air to the surfaces of the articles 
on which it is melted. On attempting 
to solder two pieces of silver without em- 
ploying a flux, the solder is brought to 
fusion but it does not adhere to the metal. 
This is owing to the fact that it is only 
possible to unite by soldering, metallic sur- 
faces that are absolutely clean. But 
although the surfaces to be soldered have 
apparently been cleaned with the most 
scrupulous care, they will be covered, as a 
result of heating, with a layer of oxide, 
which, however thin it may be, prevents 
the joining of the two surfaces. By intro- 
ducing between the two pieces to be sol- 
dered, a suitable quantity of borax and 
solder and heating to a temperature at 
which the borax and solder melt, the fol- 
lowing is what takes place: On the melt- 
ing of the borax, the acid which is set free 
affects the solution of the film of oxide 
which has formed on the metallic surfaces 
and on the solder in such a manner that 
two absolutely clean surfaces are in con- 
tact, while the resistant layer of melted 
borax prevents all access of air to the 
heated surfaces, which can therefore effect 
an intimate union with the solder. 

If borax such as is commonly sold is 
used for soldering, this product puffs up 
under heating, on account of containing 
too much water, which causes great trouble 
while working. In order to obviate this it 
suffices to dry or calcine it; and, as a fact, 
it is almost always calcined borax that is 
used in soldering articles of good quality. 

The drying of crystallized borax is 
accomplished by heating it in an _ iron 
saucepan; it is not long in changing into 
a transparent liquid, which on _ being 
brought to a still higher temperature, be- 
gins to expel the vapor of water, being 
at the same time puffed up. At the end 


of some time, the borax is transformed 





into a spongy mass, its volume being con- 
siderably increased; it is then reduced to 
a fine powder, while it is still warm and 
preserved in well stoppered bottles. It is 
necessary to keep the bottles carefully 
closed because the borax always tends to 
absorb moisture from the atmosphere. It 
nevertheless always retains a certain quan- 
tity of water which only escapes when it 
is heated to an incandescent temperature. 

Phosphated carbonate of soda is a salt 
that can be obtained anywhere; like borax, 
it absorbs the metallic oxides when it un- 
dergoes fusion, and it therefore exercises 
the same effect as borax. While it is ex- 
ceedingly fusible when it is carried to a 
high temperature it is particularly useful 
when it comes to working with very hard 
solders. As it is obtainable commercially, 
phosphated carbonate of soda in crystals 
also contains water; for this reason, before 
using it, it is exposed to the air, when it 
is reduced to a fine, white powder, which 
can be used directly for soldering. 

There are several soldering fluids in ex- 
istence for hard solders. One soldering 
fluid, known for a long time, is that of 
Miller. It consists of a solution of phos- 
phoric acid in water, to which is added 
strong alcohol. When this liquid is spread 
on the surfaces to be soldered, it evaporates 
as a result of heating, leaving a small quan- 
tity of phosphoric acid, which absorbs the 
oxide. By heating longer this new com- 
bination is liquefied, forming a film that 
excludes the air. By virtue of its chemcal 
properties, this soldering fluid therefore 
acts exactly in the same manner as the 
boracic acid set free by the borax. 

Modern soldering fluids are probably 
made mostly in accordance with the same 
principles. If we recommend beyond all 
else the use of borax in the receipts that 
follows it is not because we undertake the 
modern flux products, but above all because 
borax can be: obtained everywhere and in 
small quantities for the first attempts, and 
moreover because its use demands a careful 
observation of the rules to be followed in 
soldering and because any workman having 
learned to work with borax will be able 
to manage so much easier, with soldering 
fluids. 

The solder will not join intimately with 
the surfaces to be soldered unless the whole 
has been heated sufficiently. If too much 
heat is brought to bear on the solder, so 
that it is fused before the metal to be sol- 
dered has been brought to the same tem- 
perature, the solder will assume the form 
of little balls, without adhering to the sur- 
face to he soldered. Above all, we must 
have sufficient heat at our command, other- 
wise, too much time will be needed to bring 
the surfaces to be soldered to the proper 
temperature and failures frequently result. 


Moreover, the soldering will not be 
sightly and strong unless the surfaces to 
be soldered are closely applied to each 
other. Hard solder, when melted, is much 
more liquid than tin, also it does not enter 
into the hollows and holes sufficiently, so 
that it later finds a means of escape. And 
when it has closed some large gap, it stands 
badly, because it contracts on cooling and 
thus becomes porous inside. 

There are many different methods of 
applying solder to the surfaces to be sol- 
dered. For articles in which beauty of ap- 
pearance is not essential and which can be 
retouched with the file after soldering, the 
solder, finely granulated and the borax in 
powder, are usually mixed and applied to 
the surfaces to be soldered, which have 
previously been moistened. 





Flux for Soldering Aluminum 


U S. Patent 1,208,799. Dec. 19, 1916. 
° CC. F. Kriews.—This invention re- 
lates to fluxes for securing solder to 
aluminum, and especially to fluxes whereby 
the ordinary solder of commerce may be 
used for such soldering, the object of the 
invention being to provide simple, eco- 
nomical and efficient means for effecting 
a permanent union between the solder and 
the aluminum and thereby effect a perma- 
nent joint between two aluminum elements. 
The ordinary solder of commerce may 
be readily and securely fixed to an alu- 
minum surface by using free fatty acid 
of the kind obtainable from animal fats, 
such as palmitic, stearic, or oleic acid as 
a flux, using an ordinary soldering iron 
in the manner heretofore employed in the 
well-known and common practice of sol- 
dering tin for example. : 
In applying this flux it is desirable to 
first scrape or otherwise abrade the alu- 
minum surface to which the solder is to 
be applied, and then apply the free fatty 
acid to such surface. An ordinary solder- 
ing iron is then heated and applied to a 
stick of ordinary commercial _ solder, 
which consists usually of an alloy of one- 
eighth of tin and seven-eights of lead, the 
soldering iron being heated, as is usual, 
to a temperature of 375 deg. to 450 deg. F. 
Where a comparatively large surface or 
seam is to be soldered, it is advantageous 
to preheat the adjoining surfaces slightly 
before applying the flux and solder. 











After a period of 27 years as an invalid, 
William H. Lullum; Bangor, Me., died re- 
cently at the age of 62 years. For 23 years 
he had been unable to cross the room 
without assistance. About four years be- 
fore that he sustained a paralytic stroke. 
Mr. Lullum was born in Montreal, Sept., 
1847, and was a manufacturing jeweler there. 
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A\nnouncement— 


On or about May Ist, we shall remove to 
more Modern and Commodious quarters on 


the street floor at No. 24 JOHN STREET 


Kastenhuber & Lehrfeld 


Dealers in Gold, Silver and Platinum 


Refiners and Sweep Smelters 
MAIN OFFICES: SMELTING WORKS: 


21 John Street, New York 32-40 Flushing Avenue, Brooklyn 

















On April ist, 1917, a trade school for Jewelers, Watchmakers, Diamond Setters, and Engravers 
opened for young men and women about to enter the commercial world in Arts and Crafts. 


This school will be known as 


‘““SCHWARTZMAN’S TRADES SCHOOL’’ 


LOCATED AT 
521-2 Commercial Bldg., St. Louis, Mo. 


and will be directly under the supervision of Mr. Schwartzman, who has had charge of one of the largest 


manufacturing establishments in St. Louis for the past 12 years. 
We will teach you exactly as work is done in a factory, no lectures, no theories, nothing but prac- 


tical work in gold and silver only. 
After a six months’ course, we guarantee you a position. We furnish all material and a greater 


part of the necessary tools. 
Our space is limited to 30 students and one-third of our space has been spoken for, so if you are 


contemplating entering a school of this kind, write us at once for particulars. 


Reference: Bauman-Massa Jewelry Co., St. Louis, Mo. 











THE JEWELRY REPAIRER’S HANDBOOK 


By JOHN G. KEPLINGER 




















Bound in cloth, 75c. The Jewelers’ Circular Publishing Co., 11 John St., New York 
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PLATINUM AND GOLD SOLDERS THAT HOLD AND WILL NOT TARNISH 


NATIONAL SMELTING & REFINING CORP. 


Dealers in Platinum and Gold 
4143 MAIDEN LANE NEW YORK 
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Purifying Scraps and Filings 


Methods of Expert Refiners th 





ing Process—Quartation. 


Written expressly for The Jewelers’ Circular 


e Cheapest—Some of the Methods Used—The Chloridiz- 
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N nearly every jewelry store there will be 
found an accumulation of filings and 
scraps of various kinds which may readily 
be worked up and put into circulation. 
This is best done in the Spring or Summer, 
as several of the operations will have to be 
carried on in an outhouse if there is no 
fume chamber at hand, and very few stores 
have fume chambers. 

Many will prefer to send such scraps to a 
refiner and, as a matter of fact, it is as 
cheap to have it done by the refiner as to 
do it at home, for I have found that re- 
fners work on a small margin as a rule. 
Still it is very interesting work and 1s a 
change from the regular routine of the 
store or shop. In the case .of filings and 
scraps made up entirely of gold, that is, 
no plated stuff, the first thing to do is to 
pass a common horseshoe magnet through 
the mass to draw out all the particles of 
steel and iron binding wire, as they will 
adhere to the magnet, while the gold and 
other non-magnetic metals will remain be- 
hind. 

As a general thing we may make a pretty 
close guess as to the average fineness of the 
lot, for if we have worked in 10 karat gold 
more than in the higher grades it is safe 
to say that the resulting ingot would not 
be far from 9 or 10 karat. The mass is 
weighed and enough silver added to it to 
reduce the quality to 6 karat or even lower. 
This is best done in a crucible which may 
be heated in an ordinary coal stove or in 
a blacksmith’s forge if that is available, 
but the handiest thing for most jewelers is 
a blow torch having two jets of gas which 
is made from gasoline as it is used. Such 
a torch costs about $5.00 and is useful for 
so many other things that it pays to have 
one on hand. 

A crucible furnace, body and cover, costs 
$1.60 and sand crucibles cost 10 or 15 cents 
a nest of four. A pair of crucible tongs 
cost 40 ‘cents and some charcoal blocks 
completes the melting outfit. A wooden 
pail of some kind will also be needed. Pre- 
pared with this outfit the weighed-up mass 
of metal is placed in the crucible and grad- 
ually heated until the whole is thoroughly 
melted with the aid of a little borax. This 
will be known by the surface becoming 
bright and fluid-looking. 

The pail is filled three-fourths full of 
water and stirred with a stick, and the 
melted alloy poured into the water from a 
height of two or three feet. This will 
granulate it or rather convert it into a lot 
of small, irregular pieces, some of them bell- 
shaped. The aim is to get the metal in a 
shape to present a large surface to the ac- 


tion of the acid. The granulated metal is - 


now placed in a glass or chinaware dish, 
common earthenware is not good for this 
Purpose, and commercial nitric acid added 


which will dissolve the alloy and leave the 
gold in a finely divided state, black in color 
and very uninviting in appearance. If the 
first charge of acid does not dissolve all of 
the alloy, the saturated acid may be poured 
off and more added until all is dissolved, 
which will be known by the gold crumbling 
on the slightest pressure and may be tried 
with a glass rod. The acid that is poured 
off should be saved in a glass vessel as it 
contains the silver we added in reducing 
the gold to 6 karat. The water used in 
washing it may also be poured into the 
same vessel, as it is necessary to dilute the 
solution before precipitating the silver. The 
gold, after washing in several waters to re- 
move all the acids, may now be melted, 
either in a small crucible or on a piece of 
charcoa! and considered pure or, as the 
assay office would stamp it .999 fine. It will 
be found to work well when alloyed to any 
required karat and in fact this method of 
purifying is about the best way to treat 
gold that will persist in cracking when 
worked. Of course we read of treating 
gold with saltpeter to increase its tough- 
ness, but after many trials I have never suc- 
ceeded in improving a lot in this way. 
Consequently I have no faith in the 
method. 

There is another way to purify gold 
known as Chloridizing which, while effec- 
tive, is rather complicated and therefore 
not so desirable as the method given above, 
which is known as quartation, from the fact 
that 6 karat gold is one-fourth gold and 
the remainder base metal. Chloridation is 
effected by dissolving the gold after granu- 
lation, without reducing the quality, in aqua 
regia which is made as needed by mixing 
one part nitric acid to three parts muriatic 
acid. After all is dissolved, the resulting 
solution of impure chloride of gold is 
diluted with rain water and the gold pre- 
cipitated by adding a solution of sulphate of 
iron. If there is any solid matter present 
it is safer to filter the solution through fil- 
tering paper before adding the iron solu- 
tion. The gold settles in the course of 
twelve hours in the form of a black powder 
which after several washings may be dried 
and melted as pure or .999 fine. 

The quartation method is much simpler 
and the results almost as perfect. Also, we 
purify gold and silver at the same time, 
for the silver that was in the solution 
poured off will have to be precipitated and 
converted into metallic silver and melted. 
This is accomplished by diluting the solu- 
tion of impure nitrate of silver with rain 
water and adding common salt until no 
cloudiness appears when more salt solution 
is added. The white powder that settles to 
the bottom of the vessel is chloride of sil- 
ver and must be washed in several waters 
to remove all traces of salt and acid. Then 


a small quantity of sulphuric acid is added 
and water sufficient to cover the mass and 
a piece of sheet zinc immersed in it. Gas 
will be thrown off, hydrogen, and the white 
smooth chloride will change to a dark 
spongy slate-colored mass which is pure 
metallic silver. When all is converted, it 
is washed and melted and its appearance 
noted. It will be found to be very white 
and, if cast into a bar, easily bent, showing 
that it needs some alloy to give it strength. 

This method of purifying gold may also 
be used with the greatest confidence to 
make an assay of a batch of old gold by 
carefully weighing twenty-four grains of 
the alloy, after thorough melting and granu- 
lating, then reducing to 6 karat and dis- 
solving the alloy out and then weighing 
the gold remaining. It will readily be seen 
that if there are ten grains of pure gold 
the mass must have been 10 karat, if twelve 
grains 12 karat, and so on. If conducted on 
a small scale; all of these operations may be 
performed without the use of a crucible 
and furnace by doing the melting on char- 
coal and using a blowpipe, especially if a 
foot blowpipe is at hand. 

Charcoal blocks may be bought of any 
tool and material house, and as they are 
useful for so many other purposes one can- 
not afford to do without a supply of them. 
They are treated with a solution that re- 
tards combustion and are much safer to 
have lying in stock than untreated char- 
coal. As they last longer they are almost, 
if not quite, as cheap in the long run. They 
are also useful to make small bars of gold 
from which to make rings or slabs for gen- 
eral repair work. This is easily accom- 
plished by going to a tinsmith and obtain- 
ing an assortment of strips of common 
sheet iron about seven inches long and 
from 1/16 inches to 3/16 inches wide. These 
may be bent U-shape with flaring ends and 
placed between two blocks of charcoal and 
melted gold run to form a bar from which 
to hammer or roll the various thicknesses 
of slabs. A saucer-shaped depression may 
be made at one end of the under block in 
which to melt the gold and run in the 
mould by simply elevating the end of the 
blocks so that the gold will run. 








The Supreme Court of Errors of Con- 
necticut held, in the case of Pitcher vs. 
Standish, that while the enactment of the 
national bankruptcy act of 1898 suspended 
and held in abeyance during its existence 
all insolvency laws of the several States, 
then in existence or subsequently passed, 


conflicting therewith, it did not suspend or 


render inoperative as to farmers the pro- 
visions of a State law providing for invol- 
untary insolvency, the national act provid- 
ing for the voluntary but not involuntary 
bankruptcy of that class of persons. 
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LEES & SANDERS 


If You Want TOP Prices Send 
Us Your Sweeps 











/SWEEP SMELTERS, 
BIRMINGHAM, Enc. 
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THE E. HOWARD CLOCK CO. 


E. A. BIGELOW, Treasurer 
373 we vie St., BOSTON, MASS. 
67 Maiden Lane, NEW 31 N. State St., CHICAGO. 
MAKE A SPECIALTY OF 


TOWER AND STABLE CLOCKS 
R COUNTRY ESTATES. 
H Below are a few iieatiines names of gentlemen who have our clocks: 
, GEORGE F. BAKER, Esq. HOWARD GOULD, Esq. 
E. C. CONVERSE, Esa. J. R. McLEAN, Esq. 
CLARENCE H. McKAY, Esq. E. F. SEARLES, Esq. 
GEO. W. VANDERBILT, Esa. WM. K. VANDERBILT, Esa. 
THOMAS W. LAWSON, Esa. DR. LESLIE D. WARD. 





R. &. HW. Platinum Works 


PLATINUM SHEET 
WIRE & TUBING 


Any Shape or Degree of Hardness 


Platinum, Gold and Silver Refiners 



































Factory: Perth heiliie: N. J. | 
Main Office: 100 William St., Mew York | 








res JOHN AUSTIN & SON 















| 7 Gold, Silver and Platinum CRUCIBL S Ss. 


Assayers, Refiners and Smelters Jewelers’ Supplies, < 












“bee | 74 and 76 Clifford St.. PROVIDENCE, R. I. a. 
a We Do Our Own Smelting J.&H. BERGE, 
NEW YORK. 




















IF YOU ARE CONTEMPLATING | | Louis. Watchmaking School 


If you really know how thoroughly we prepare 

















taking a course in engraving, Mr. Albert A. Winter will take a limited net gglenindg ae position in a first class a 
: . Tr: . . Store, you would come to see us at once, a 
G number of students starting April 1. Wire or write for reservation. Seaeie ee uated, Gute 0 must be Gea ae 
Three months’ course, $75.00. Catalog on request. first class Jewelry Store. 
WINTER’S SCHOOL OF JEWELRY ENGRAVING, CHICAGO, ILL. wees SF Our COneng Of Ones. 














ST. LOUIS WATCHMAKING SCHOOL, St. Louis, Mo. 


a 1880 16 Joh St., N Y k 
* I. Wol ft tel ith Co. be Inc. 16 New one hessers, wen 
| Shipments of Gola, iver SWEEP SMELTERS & REFINERS ©\c%ec au'witc"" 


fi and Piatinum solicited. PROMPT RETURNS MADE for SWEEPS and ALL KINDS OF WASTE CONTAINING PRECIOUS METALS 













































ESTABLISHED 1868 GOLD AND SILVER REFINERS 


|. LELONG & BRO, ‘re ssc seni 





Prompt attention given to SMELTING 


S. W. Corner Halsey, Marshall and Nevada Streets, NEWARK, N. J. Gold and Silver Bullion FOR THE TRADE 

















Seamless Platinum Tubing 
any shape. Plate and Wire . 
Our New York Officc: 


in any hardness. \ CHARLES ENGELHARL 
Refiners, Assayers. 30 Church Street 
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An Improved Setting for Diamond 
Rings 





RECIOUS stones may quickly be re- 
P moved from settings at will and also 
replaced, according to the patent specifica- 
tions of its owner, V. L. Capwell, Dor- 
ranceton, Pa. 

No longer will it be necessary for a cus- 
tomer to enter a jewelry store and ask 
whether the ring handled for inspection has 
a loose stone, and if SO, have to leave it 
for re-setting. Just a little manipulation 
by the jeweler, or even by the customer, 
and the stone is once more as securely 
fastened as it ever was. 

With additional attachments, the same 
e and setting may be used as a scarf- 


ston 











pin, shirt stud or similar article of adorn- 
ment Thus, with the same stone, its uses 
may be made manifold. 

A close inspection of the accompanying 
illustrations, together with the following 
description, will readily enable one to 
clearly understand this new departure in 
diamond settings. Fig. 1 shows a complete 
ring with the stone in place, just as it 
should appear. Fig. 2 represents or shows 
a sectional view as the setting would ap- 
pear when screwed into place. Fig. 3 
shows the locking device for holding or 
locking the setting after it is securely 
screwed into place. Fig. 4 is a sectional 
view of the female threads as tapped in 
the ring, or of any article of jewelry that 
a setting of any description may be placed 
in, and also shows how the locking device 
will protrude through the mounting and 
engage itself in the ring proper. 

The ring as shown is merely to illus- 
trate the mounting, and can be made in 
any desired shape. The arms, 6, or prongs 
are tapped or threaded at their base, which 
latter is screwed into the tapped portion of 
the ring. It will thus be seen that these 
prongs are pressed against the edge, 8, with 
sufficient pressure to press the prongs 
snugly against the stone, thereby making a 
very substantial setting. Moreover, by 


screwing the setting a little further into 
the ring added tension is given to the 
prongs in its action against the diamond or 


other precious stone. Similarly, the setting 
may be raised higher and still be secure, a 
circumstance that may probably appeal to 
precious stone wearers. The features of 
the improvement are the results of a care- 
ful and scientific study of the molecular 
formation of metals, and the effect of 
changing temperature, such as jewelry is 
subject to when worn. 

The small S-shaped trigger or dog, 11, 
has a square nose that protrudes through 
the threaded part of the setting, and the 
sharp edges will prevent the setting from 
turning in either direction until released. 
The nose of the locking device is held se- 
curely against threads in the body of the 
ring by the small U-shaped spring 12. The 
locking device is disengaged by pressure at 
point 14. This is accomplished with the 
aid of a small tool inserted between the 
prongs, or from the under side through the 
opening in the ring. With such a mount- 
ing it can readily be seen that all that the 
jeweler or customer need do in order to 
tighten the stone is to merely disengage 
the locking device and screw the setting 
down until the desired tension is obtained. 

Such a device should have no difficulty 
in finding favor with the manufacturers of 
jewelry. Its salient points are that it ap- 
parently secures the stone against loss, the 
stone and setting may be easily cleaned at 
any time desired, and also the apparent 
ease of removing whatever stone the set- 
ting may hold, and replacing it with an- 
other of different value or color, together 
with its ready adaptation to many other 
styles of ornaments other than rings. 





Manufacture of Sterling Silver 





| the manufacture of soldered sterling 

silver novelties made from thin stock 
there is no method of eliminating the 
fire scale except by the use of acids. 

The general and effective polishing of 
sterling silver flatware is done on walrus 
or on buff wheels, using ground pumice 
stone of suitable grade mixed with lard 
oil as the abrasive to get the required 
finish. The time consumed on polishing 
the handles and bowls of teaspoons de- 
pends largely on the operator. A first- 
class operator with a good lathe and 
equipment should be able to finish two 
bowls and handles of from three to four 
eross of teaspoons in nine hours. 

In general manufacture the spoon and 
fork blanks are cut out to the required 
shape before stamping the pattern or de- 
sign on the handles. The stamping op- 
eration leaves a thin burr or fin around 
the edges of the handles. This burr or fin 
is removed in the operation of trimming 
which is usually done on belts or wheels 
so shaped as to follow the outline of the 
handles as left from the stamping dies. 
These wheels or belts are coated with a 
very fine emery or other abrasive which 
removes the burr or fin and leaves the 
edges of the handles the proper shape 
and fine enough for finishing in the pol- 
ishing. 

Manufacturers of sterling silver flat- 
ware use both the spray and brush pro- 
cesses of lacquering. 

In the matter of best percentage of 
nickel silver for spinning, the metal 
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manufacturers make several grades of 
metal for this purpose—10, 12, 14 and 18 
per cent., all having their place according 
to the grade of goods to be made. The 
larger proportion of hollow ware and 
similar goods is made from 18 per cent. 
nickel silver where a first-class article is 
desired.—From The Metal Industry. 





Recovering Gold from Old Filled 
Watch Cases 





HE gold in old filled watch cases may 

easily be recovered by first removing 
all the steel springs and cutting the front 
and back into strips about an eighth of an 
inch wide, (two or three millimeters) with 
a strong pair of metal shears, such as tin- 
ners use, and treating the whole case, in- 
cluding bezel and center, with commercial 
nitric acid which will dissolve all of the 
base metal and leave the gold ready for 
melting. The quality will not be altered by 
this method and, therefore, if the the case 
was made of 10 Kt. stock the resulting 
gold will be about the same karat. 

It will be found that there is a wide range 
of difference in filled cases and it is inter- 
esting to keep an account of all cases 
treated in this way for future comparison 
with the maker’s name. time warrant, 
whether much worn or not and the value 
of gold recovered. I have records of cases 
stamped as 25-year cases that yielded as 
low as 60 cents worth of gold. One old 
case that I had sold over 25 years before 
and had been in use constantly contained 
$6.84 of gold. 

The common run of such cases on the 
market today do well if they yield $2.50 
in gold. The gold so recovered is nearly 
always tough enough to work providing no 
soft solder has been used about them and 
it is a good plan to cast such gold into a 
bar and roll or hammer it out into a slab 
or sheet from which to saw strips to do 
various repairs on rings and other jewelry. 
Several thicknesses will be required and by 
keeping them on hand it will be unnecessary 
to melt for each little job. The thickness 
most called for will be found to be in the 
neighborhood of one millimeter, 1/25th 
inch. 

Do not be afraid of using too much acid, 
as any left over may be used on the next 
lot provided that the acid is not spent, i. e. 
saturated, which is easily determined by 
holding a piece of brass wire or sheet in 
it and noting whether gas bubbles are 
formed on its surface. If no gas appears 
it may well be questioned whether all the 
alloy is dissolved from the old case. A 
good indication of this is found in the fact 
that the gold is very thin and easily bent. 
A little practice will give confidence in one’s 
judgment in these matters. 

Then the weight and quality as found 
hy the touch stone method will give the 
value of the gold. As gold is worth four 
cents a karat 10 karats will be 40 cents, 
12 karats 48 cents and so on. 

O. L. TrMeEr. 








The business of the estate of Frank M. 
Langnecker, New Brighton, Pa., has been 
succeeded by W. C. & C. F. Langnecker, 
who will continue as F. M. Langnecker. 
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{In Which Is Contained a List of the Latest 
Patents Granted by the United States 
and Great SBritain. The United States 
Patents That Have Expired and the 
Registered Trade-Marks.] 








UNITED STATES PATENTS. 


Issue of March 27, 1917. 
1,220,233. EMBLEM. Georce G. Jones, Cleve- 
land, Ohio. Filed Jan. 3, 1916. Serial 69,720. 
In a device of the character described, the com- 
bination of a pair of members, means for hinging 


them together forming a clamp, and a device piv- 
oted to one of the members and movable to display 
different insignia. 


1,220,423. JEWELER’S SETTING-HOLDER. 
Martin L. Huistncer and Epwarp F. SINGER, 
Minneapolis, Minn. Filed July 14, 1916. 
Serial 109,285. 

A jeweler’s setting holder, comprising a handle 
having a rigidly secured projecting threaded stem 
provided with an anvil at its projecting end, a 
grapple-carrying head and a grapple-actuating head 
working independently with threaded engagement 


on said stem, and both adjustable longitudinally 
thereof toward and from said anvil, the latter be- 
ing located outward of both of said heads, and 
a plurality of grappling-levers pivoted to said car- 
rying head and subject to the spreading action of 
said actuating-head. 


1,220,496. CIGAR AND CIGARETTE CASE. 
Artuur C. Carr, San Francisco, Cal. Filed 
March 20, 1915. Serial 15,705. 

In a cigarette case, the combination of a case 
provided with an opening therein, of a spring- 
actuated closure adapted to close the opening, of a 
case of proportions to hold a double row of cigar- 














ettes, an ejector member confined within a slot 
formed in the case, and a loop formed on the 
ejector member adapted to displace one cigarette 
thereby causing the ejector member to eject one 
cigarette only or other matter to be ejected at 
each operation of said ejector. 





1,220,559. HOLDER FOR TABLEWARE, Ernest 
Riese, New York. Filed Nov. 14, 1916. 
Serial 131,211. 

A holder of the kind described, constructed of 
soft material, comprising a plurality of adjacent 
complete compartments secured to each other near 
their side edges, and adapted to receive articles 
to be stored therein, the end compartments of said 





















































holder each having an extending free side adapted 
to be detachably fastened to the opposite free side 
and to effect the covering of all of the said 
compartments. . 


1,220,824. ATTACHMENT FOR FOUNTAIN- 
PENS. JoHN Francis Conway, Brooklyn, 

N. Y. Filed Oct. 17, 1916. Serial 126,121. 
In an attachment for fountain pens the combina- 
tion with a cap formed with openings therein, of 





a supporting easel structure slidingly mounted in 
the cap and extending through said openings, said 
easel structure being formed with means for pre- 
venting accidental removal. 


1,220,851. CHIMING-CLOCK. Cuarres A, Jac- 
gues, New York. Filed Sept. 1, 1916. Serial 
118,071. 

A clock having a shiftable roller for actuating 
different chimes when in different positions, and 
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means for automatically shifting said roller in 
a step by step manner, the steps being performed 
at equal intervals of several hours. 


1,220,875. FOUNTAIN-PEN. Morris W. Moore, 
Somerville, Mass., assignor to Samuel Ward 
Mfg. Co., Boston, Mass. Filed Nov. 28, 
1914. Serial 874,534. 

In a fountain pen, a barrel having an ink reser- 
voir, a valve seat in said barrel, an internal stop 
shoulder at one end of. said barrel, a pen bar con- 
sisting of a member having a valve at its inner 
end disposed for movement relative to said seat, 
an enlarged cylindrical plug on said pen bar in ad- 
vance of said valve and having threaded engage- 
ment within said barrel, said plug having a plain 
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portion at its outer end coacting with said stop 
shoulder of the barrel to prevent complete with- 
drawal of the pen bar from the barrel, and an 
engaging element on said pen bar in advance of 
said plain portion of the plug, and a cap having an 
operating device adapted for engagement with said 
engaging element of the pen bar when said cap 
is placed in position. 
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1,220,908. CUFF-BUTTON. Harry C. THomas 
Philadelphia, Pa. Filed April 22 : 
rial 92,895. —— 

A cuff button comprising end pieces havi 

Vv 
confronting faces thereof formed with ane 
grooves to provide studs, and a spring having red 
ends thereof seated in said grooves, respectively 
’ 


and secured to said studs whereby the end Pieces 
may be moved away from each other in the up 
ward movement of the cuff on the forearm so that 
the spring may react to bind the cuff around the 
forearm, 


DESIGNS 
50,535. COMB. Jesse I. Rice, New York. Filed 


Dec. 28, 1916. Serial 139,411. Term of 


, 


patent 3% years. 


50,543. PIN-TRAY. Russet H. Wueetock, Day- 


Ohio. Filed Sept. 5, 1916. Serial 118, 
Term of patent 3% years. 





BRITISH PATENTS. 


(ABRIDGMENTS OF SPECIFICATIONS FROM The Iilus- 
trated Official Journal.) 
Issue of Jan. 31, 1917 (Continued.) 

102,389. CASES FOR CIGARETTES, MATCHES, 
ETC. A Emett, 24 Tennyson Road, Small 
Heath, Birmingham. Jan. 8, 1916, No. 360. 

A pocket case for cigarettes, cigars, matches, 
etc., comprises a rigid tubular body part a with 
hollow spring-hinged lids, c, d at the top and 
bottom, which may be adapted to open automatical- 
ly from opposite sides on releasing certain catch 
fastenings by pressure. The cigarettes x, when a 
lid is opened, protrude so as to permit of easy 


removal; they may be held away from the open- 
ing edges by projections m, n, The body may 
be divided into compartments, and, in a cigarette 
case, a part set off for matches may be divided 
horizontally into two compartments. According to 
the Provisional Specification, a case for matches 
may be divided by a horizontal partition. 


102,422. PENDANTS OR LOCKETS. H. E. 
Lawton, 26 Augusta St., Birmingham. March 

14, 1916, 3766. 
A photograph or like pendant comprises two 
portions of which the outer 2 has flanges 3, 4 
the diameter across the flange 4 being the smaller. 
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so that when it is sprung past the resilient flange 
3, it is held by the curvature of its surface. 





Feb. 7, 1917. 
14,621. WATCHES. H. Jorpan, 89 Sylvan Ave., 
Wood Green, London. Oct. 15. 

Cases, watch—In a wristlet watch where the 
case A does not open at the back and the move- 
ment H carries the glass and screws into the case, 
the rim F of the case is made broad and has a 





springclosed cover G hinged to it, making a hunter 
or half-hunter style. 

Keyless mechanism.—The winding and setting 
square K, not projecting beyond the movement, is 
engaged by a barrel stem D1 with knob D, and 
the stem is secured to the square by an axial 
screw J. 


14,6909. WATCH BRACELETS. G. Hrirscu, 55 
Boulevard Voltaire, Paris. Oct. 18. Period 
for granting Patent not yet expired. 

In a watch bracelet of the type in which the 
watch is held between claws d, d! on members 
sliding towards one another, the wrist strap @ 
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is threaded through slots as shown. The tension 
on the strap draws the claws together on to the 
watch c, enabling springs to be dispensed with. 


102,630. RESERVOIR NIBS. K. SAvoNnLanTI, 
Wiborg, Finland, Jan. 11, 1916, 468. 

A reservoir attachment for nibs consists of a 

plate 1 approximately conforming in outline to 








the outline of the forward part of the nib 4, and 
having a shank 3 adapted to fit into the penholder 
under the nib, and one or more upwardly-directed 
abutments 2 adapted to abut against the nib. 





issue of Feb. 14, 1917 
14,799. CASES FOR CIGARETTES, ETC.  V. 
Nivois, 338 First St., Brooklyn, N. Y. Oct. 
19. [Convention date, Nov. 6, 1914.] 
A case for cigarettes and other small articles 
comprises sections 10, 11 hinged together, and a 
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holder consisting of grooved .plates 25, 26 having 
end sleeves 27 to receive the ends 28 of the 
hinge-pin. The plate 26 projects above the plate 
25 and serves as a guide during the filling of the 





holder. A coil spring 17 surrounding the hinge- 
pin opens the case when a catch 19 is released, 
and a lug 33 on the pin lies between shoulders on 
two of the hinge knuckles, so that when the case 
is fully open, the holder is held upright. 

The Specification as open to inspection under 
Section 91 (3) (a) comprises also a form in which 
the holder is provided with a partition so that two 
rows of articles may be carried; this subject- 
matter does not appear in the Specification as 
accepted. 


14,858. SUNDIALS. E. T. C. Cox, 
Road, Calcutta, India. Oct. 20. 
Consists of a base-plate a which can be clamped 
on a mariner’s compass in true north direction, 
a hinged dial plate c with rotary pointer e, and 
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a latitude arc b by which the dial plate is set in 
the equator, with vernier adjustment d, The 
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pointer carries a lens hk and mirror ¢ by which an 
image of the sun is cast on the index line. 


14,876. PEN AND LIKE CLIPS. E. Hitt, 20 
Bucklersbury, London. Oct. 21. 

A clip is of the type made from a T-shaped 
blank; the arms are pierced with apertures k and 
bent round to form a clip m for the pen, and the 
upright is bent to form a clip g for the edge of 


FIG.5. FIG.3. FIG.2. 


iz G ) 











meee eaed-* 


a |? 


Z UI 
Z 
Ug 


it can be released by 
According to the in- 














the pocket, from which 
pressure on the. tongue /. 


vention, the upright is bent back on the line a, b 
and forwards on the line c, d, so that a resilient 
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U-shaped part m is formed between the 
gripping clip and the pocket clip. 


pen- 





UNITED STATES TRADE-MARKS. 


[The following trade-marks have been adjudged 
entitled to registration under the Act of Feb. 20, 
1916, and are published in compliance with Sec- 
tion 6 of said Act.] 


Trade-Marks Published March 27, 1917. 


Serial 99,500. (CLASS 28. JEWELRY AND 
PRECIOUS-METAL WARE.) Joseru Frack- 
MAN Co., Inc., New York. 

Filed Nov. 23, 1916. 





The trade-mark consists of the word “Soli,” as- 
sociated with the portrait of Mrs. Camille Wood- 
ford. 

Particular description of goods.—Settings for 
Precious Stones, 

Claims use since February, 1916. 


Serial 100,184. (CLASS 27. HOROLOGICAL 
INSTRUMENTS.) SHAPLEIGH HARDWARE 
Co., St. Louis, Mo. 

Filed Dec. 26, 1916. 


RAP RAP RAP 


Particular description of goods.—Clocks. 
Claims use since Dec. 15, 1916. 


Serial 100,18. (CLASS 27. HOROLOGICAL 
INSTRUMENTS.) SHAPLEIGH HARDWARE 
Co. St. Louis, Mo. 

Filed Dec. 26, 1916. 


R-U-UP 


Particular description of goods.—Clocks, 
Claims use since Dec. 15, 1916, 


Serial 100,654. (CLASS 13. HARDWARE AND 
PLUMBING AND STEAM-FITTING SUP. 
PLIES.) Lanpers Frary & Ctarx, New 
Britain, Conn. 

Filed Jan. 16, 1917. 


SILVADIUM 


Particular description of goods.—Forks, Spoons, 
Cheese-Scoops, Nut-Picks, and Pie-Servers Made 
of Base Metal. 

Claims use since May, 1916. 


United States Trade- Marks Registered. 
March 27, 1917. 

115,932. STATUETTES AND ORNAMENTAL 
HEADS AND FIGURES ADAPTED TO BE 
APPLIED TO ANY ARTICLE OF MANU- 
FACTURE, Gegorce Borcretpt & Co., New 
York, N. Y. 


Filed Oct. 5, 1916. Serial 98,428. Published 
Jan. 23, 1917. 

115,933. SILVER-POLISH. Boston ELectro 
CLEANER Co., Portland, Me., and Boston, 
Mass. 

Filed Nov. 11, 1916. Serial 99,236. Published 
Jan. 16, 1917. “ 
115,967. FOUNTAIN AND STYLOGRAPHIC 

PENS. Epwarp Hucetz, New York, N. Y. 

Filed Nov. 28, 1916. Serial 99,661. Published 

Jan. 16, 1917. 








A corporation actually located in one city 
it is-held in Inter-Southern L. Ins. Co. v. 
Louisville, L.R.A.1917A, 460, cannot trans- 
fer its situs for taxation to another place 
by designating such place as its home office 
in its articles of incorporation. 
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J. W. Ware, San Diego, is having a 
special sale preparatory to moving into his 
new store. 

C. C. Abel, of the Adams & Abel Co., a 
wholesale concern, has gone north on a 
business trip. 

Jack Rose, a well-known jewelry auc- 
tioneer, has opened a store and salesroom 
at 541 S. Main St. 

I. H. Treister, manager of D. Miller’s 
store at 250 S. Broadway, has been spend- 
ing about a week in San Francisco. 

Louis G. Sherman, window dresser for 
S. Nordlinger & Sons, has returned after 
an absence of more than a week spent in 
a trip to San Francisco. 

George H. Godfrey, who has been for 
some time with the Verdi Gem Co., 430 S. 
Broadway, has taken a position with B. T. 
Williams, 223% W. Fifth St. 

George B. Bower, Upland; J. H. Padg- 
ham, Santa Ana, and P. W. Andrew, Ingle- 
wood, were among the out-of-town jewel- 
ers who were here last week. 

Norman Cort of the E. W. Reynolds 
Co.’s sales force is now out on the road 
covering the southern California towns, 
traveling in his new automobile. 

C. C. Wise, for some time past assistant 
credit man for the E. W. Reynolds Co., has 
resigned that position to become credit man 
for a large Los Angeles Furniture Co. 

G. Gieschen, jeweler formerly with the 
Geneva Watch & Optical Co., has returned 
to Los Angeles after an absence of about 
two years in the east, and intends to engage 
in business here. 

Information comes from Pomona that 
Miss Barborka, daughter of M. Barborka, 
formerly in business at 235 S. Spring St., 
was married recently. She is a practical 
watchmaker and jeweler, one of the very 
few women who are qualified for that vo- 
cation. 

Members of the G. D. Davidson Co. have 
been having the store at 445 S. Spring 
Street, which they took possession of 
April 1, thoroughly refitted. The front, 
entirely new, is one of the finest on the 
street, and the interior is correspondingly 
beautiful. 

Lynn F. Sherman, optometrist, who has 
been with William H. M. Freeman, 2321 
S. Hoover St., has discontinued there and 
opened business for himself at 2310 S. 
Hoover St. Mr. Freeman has not yet se- 
cured an optometrist to take Mr. Sher- 
man’s place. 

Jewelers as well as those in most other 
lines of business in Los Angeles, have been 
called on by the Chief of Police to report in 
detail as to the nationalities of their em- 
ployes together with other facts bearing on 
their probable sympathies in case of this 
country’s engaging in war. 

Brock & Co. were the victims of a more 
or less notorious woman, the separated 
wife of a young Chicago millionaire, who 
issued fictitious checks. She bought a sil- 
ver cigarette case and a jeweled Elks 
charm in this way and then went to Canada. 
She came back here recently and was ar- 
rested. 

John Luckenbach, who recently sold his 
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store on S. Spring St. to the J. D. Davidson 
Co., has transferred the remnant of his 
stock to a store in the Luckenbach build- 
ing on S. Hill St. near 3rd St. Mr. Luck- 
enbach announces his intention of retir- 
ing from the jewelry business as soon as 
he can dispose of the stock. 

Clarence E. Diebenkorn, wholesaler in 
the Title Guarantee building, has just re- 
turned from a business trip to San Diego. 
He reports conditions favorable. The 
hotels in that city are crowded. The races 
at Tia Juana, just across the line in Mexico, 
are attracting a good many betting men, 
who are generally known by business men 
as “good spenders.” 

Jack Lippman, who has been at 315 S. 
Spring St., for several years, retired from 
the jewelry business on Saturday, March 
31. He will hereafter devote himself ex- 
clusively in this city to the moving-picture 
business, having, as recently announced, 
established a large studio on Boyle Heights. 
He will continue his jewelry stores in the 
east. 

E. F. Euvrard & Son, 197 E. Colorado 
St., Pasadena, made two rather unusual 
sales last week, the article in each being a 
string of pearls. The first comprised 117 
of the jewels, of a total weight of 235 
grains, and was sold for $10,000. A multi- 
millionaire tourist sojourning in Pasadena 
was the purchaser. The other, valued at 
$6,000, was sold to a wealthy tourist from 
New York. Mr. Euvrard says his firm’s 
business has been exceptionally good dur- 
ing the past Winter. Some of his repair 
work has been of a very important kind. 

J. G. Donavan and S. D. Seamans of the 
Donavan & Seamans Co., arrived home on 
Monday from a delightful automobile trip 
to San Diego. While there they took a 
number of short trips in the vicinity which 
they greatly enjoyed. They were reminded 
of present international complications by 
being stopped in the vicinity of the big 
government wireless station and Ft. Rose- 
crans. These roads have recently been 
closed to all visitors. Geo. G. Koeberle 
was in charge of the store while Messrs. 
Donavan and Seamans were out of the 
city. 








The Cost of Doing Business 
(Continued from page 111.) 


must be: Diamonds $12,400, mark-up 55 per cent.; 
silverware $8,325, mark-up, 50 per cent.; jewelry 
$7,500, mark-up 60 per cent.; watches $2,650, 
mark-up 60 per cent.; clocks $700, mark-up 55 per 
cent.: miscellaneou $5,500; mark-up 100 per cent.; 
total $37,075, mark-up 59 per cent. 

The final problem is overhead expenses, and since 
we can see our ideal institution developing a 50 
per cent. mark-up, we must base our overhead 
expenses on this result. To realize the net income 
we are entitled to we establish an overhead divided 
as follows: Rent, light and heat, 5 per cent.; ad- 
vertising, 3 per cent.; general expenses, 10 per 
cent.; salaries, sales department, 7 per cent., and 
office, 2 per cent.; total, 27 per cent. 

The net income has resulted in a return of 10 
per cent. on volume of business, and 15 per cent. 
on investment. 

When the jewelers have developed the ideal 
business, more staple conditions will exist, the 
manufacturer will be benefited for he will be sell- 
ing the merchants more goods, for I am sure 
under this plan every jeweler will be getting a 
greater volume of sales. 

I thank you for your kind attention, and my 
only desire is that I may live to see every jeweler 
correctly organized to the highest plane of effi- 
ciency, and you may acquire this result, which I 
know you are all worthy of receiving. 
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The King & Eisele Co. has enlarged its 
optical factory and added new machinery, 
Arthur J. Germony is superintendent of 
the factory. 

Charles F. Damm, whose serious illness 
necessitated .the amputation of his right 
leg, is back at his place of business. He 
is now in excellent health and spirits. 

Lockport, N. Y., jewelers recently co- 
operated in the first joint Spring display 
week held in that city recently. All the 
merchants joined in the celebration under 
the auspices of the Lockport Board of 
Commerce. 

E. R. White, jeweler at 1423 Main St, 
is ill with pneumonia. H. B. Mathes, in 
charge of the repair department, is now 
looking after the store. Mr. White has 
been in the jewelry business in Buffalo for 
the past 35 years. 

Miss Martha Ehrenfried, secretary of the 
ladies’ auxiliary of the Buffalo Retail 
Jewelers’ Association, reports that the 
nominating committee will be ready this 
week to announce the names of the candi- 
dates for officers of the auxiliary for the 
ensuing year. 

Buffalo jewelers are co-operating in a 
plan to help raise funds for a Red Cross 
base hospital in this city. The plan is 
backed by the Buffalo Chamber of Com- 
merce. Some jewelers are also using large 
signs explaining President Wilson’s urgent 
call for men for the navy. 

C. C. Penfold, manufacturing jeweler, at 
700 Main St. Buffalo, has completed a 
beautiful badge for Mrs. John Miller Hor- 
ton of this city, for use at the convention 
of the D. A. R. in Washington, D. C., in 
April. Mrs. Horton is a candidate for 
president general of the organization. Mr. 
Penfold recently bought the polishing and 
melting equipment of the Queen City Ring 
Co. and the die equipment of the Niagara 
Ring Co. 

The Buffalo Retail Jewelers’ Association 
will meet at the Hotel Statler the second 
Thursday evening in April. It is expected 
that Eugene Tanke, president of the New 
York State Retail Jewelers’ Association, 
will be here for the meeting. He and his 
father have been spending their vacation 
at Altadena, Cal. They will visit Chicago 
and other cities on their way home. Mr. 
Tanke’s plan to donate $25 to the local as- 
sociation sending the largest delegation to 
the State convention is arousing wide in- 
terest and keen rivalry. It is natural that 
the jewelers of Buffalo, the home of the 
State president, are determined to bring 
home the prize, but judging from the re- 
ports from other cities, the Buffalo body 
must face sharp competition. The Buffalo 
party will leave on a special buffet-parlor 
coach at 7,20 a. m., Sunday, May 27, pick- 
ing up jewelers at Rochester, Syracuse, 
Utica, Schenectady and Albany. 








Early Sunday morning, March 25, a hole 
was cut in a plate glass window at the 
jewelry store of John Octe, 448 Ave. C., 
Bayonne, N. J. It is reported that the 
thieves made off with watches and jewelry 
valued at about $26, 
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Maysville, Ky., has been ad- 
bership in the Kentucky As- 
of Optometrists and expects to 
attend the conventions of both associations 
oe Crider, Kuttawa, Ky., has pur- 
chased the entire jewelry stocks of Abe 


A. Clooney, 
mitted to mem 
sociation 


Crosby and is advertising a closing-out 
sale of his entire stock, consisting chiefly 
of gold jewelry and silyerware. . 

The Iowa Pearl Button Co., Muscatine, 
[a., is contemplating the establishment of a 
pearl button factory at Paducah, Ky., with 
an initial installation of 25 saws and 
punches to cut pearl buttons from Ohio and 
Tennessee mussels. 

George Katzman, president of the George 
Katzman Co., is making a trip through 
southern Kentucky and Tennessee, it being 
his first missionary trip into that district. 
He reports that he is satisfied with condi- 
tions, and is finding an active demand for 
optical and jewelry supplies. 

W. R. Clements, of Louisville, who was 
arrested a few weeks ago for passing bad 
checks on Louisville jewelers and other 
merchants, was allowed to plead guilty to 
one charge and take six months in jail. 
Three cases were dismissed, Clements hav- 
ing made good the amounts of the checks. 

Fred Heintz, Lexington, Ky., R. Baude, 
Charles Wright and William Irion, of 

Louisville, were members of the executive 
committee of the Kentucky Retail Jewel- 
ers’ Association, who met at the Seelbach 
Hotel last week to discuss final plans for 
the State convention. William Irion is 
now completing the program. 

Ed. Ledman, head of the jewelry house 
of S. E. Ledman & Son, was one of the 
timers in the big indoor athletic meet of 
the Louisville Amateur Athletic Federa- 
tion, held at the Jefferson county armory 
on March 24. Three world’s records on 
time were broken in this meet, according to 
the timers, whose watches agreed. 

The Victor Bogaert Co. and_ Fred 
Heintz, jewelers of Lexington, Ky., are 
among a handful of merchants who have 
announced that in the future their stores 
will close promptly at 9 o’clock on Sat- 
urday night. A strong fight is being made 
to get away from late Saturday closing, 
which is hard on employers and employes. 

New plans have been announced in con- 
nection with the meetings of the Kentucky 
Retail Jewelers’ Association and the Ken- 
tucky Association of Optometrists. The 
latter organization has changed its con- 
vention dates from April 23 to 24 to April 
26 to 27; while the jewelers will meet 
April 25 to 26. A joint banquet of the 
two organizations will be held on the eve- 
ning of April 26. 

The Louisville advertisers are watching 
with much interest the outcome of a re- 
cent announcement of the Advertisers’ 
Club of Louisville, which has announced 
that a secretary is to be employed, down- 
town offices opened, and a general campaign 
Inaugurated to force advertisers to be truth- 
ful and dependable in their statements. Sys- 
tematic investigation will be made of all 
complaints lodged by individuals, shoppers, 
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dealers or other persons, and an effort will 
be made to enforce the State law relative 
to truthful and clean advertising. The club 
will also arrange to aid merchants in writ- 
ing their advertisements if requested. Ad- 
vertising, if clean, would be far more de- 
pendable, believable, less costly and more 
efficient if truthful in every line. 











The F. Vorenberg Co., a new chinaware 
company, has been formed with Felix Vor- 
enberg as president. 


D. C. Percival and family are at Atlantic 


City for a few weeks. Lawrence F. Perci- 
val has returned from a stay at Vineyard 
Haven. 

J. M. Kirby, of Harkins, Kirby & Mur- 
phy, was among the Boston -representatives 
at the Massachusetts retail jewelers’ con- 
vention. 

Patrick J. Gill has purchased the busi- 
ness of Alfred J. Lill & Co., 387 Washing- 
ton St., and George L. Gramer, a former 
employe, has engaged in business for him- 
self, 

In a meeting at the City Club, Friday 
evening, the Boston Jewelers’ Club decided 
to hold its annual Summer outing June 13 
at Pemberton Inn. A program is already 
in preparation. 

Harkins, Kirby & Murphy, Jewelers’ 
building, have bought the stock, tools and 
fixtures of Henry Ruess & Son, retail 
jewelers, Lawrence, and the Ruess firm 
will go out of business. 

C. P. Fenno, of D. C. Percival & Co., 
and H. D. Farrell, of A. Stowell & Co., 
have returned from Florida, where they 
had a particularly enjoyable vacation by 
automobiling and boating. 

Howard Margeson, of the watch depart- 
ment of the Smith, Patterson Co., died at 
his home in Melrose on Tuesday, March 
27. He had been ill for 18 months with a 
complication of diseases. He leaves a 
widow and three small children. 

The William A. Thompson Co., diamond 
importers, of which Harry Wright is man- 
ager, is now nicely installed in its new 
quarters at 125 Tremont St. and 11 Ham- 
ilton St. The new quarters are better 
fitted to the firm’s growing needs than its 
old quarters in the Jewelers’ building. 

Carl D. Smith, James Kingman, A. G. 
Gilmore, H. A. Martin, W. H. Forbes and 
A. V. Johnson were among the Smith, 
Patterson Co.’s_ representatives at the 
Massachusetts retail jewelers’ convention. 
Attending the New Hampshire convention 
were H. E. Pitcher and Charles H. Rams- 
dell. 

H. R. Arnold, of D. C. Percival & Co., 
put in a busy week by attending the New 
Hampshire convention at Concord, the 
Massachusetts convention at Worcester, 
and the Maine convention at Portland. 
C. F. Hardy, of the same firm, also repre- 
sented D. C. Percival & Co. at the Massa- 
chusetts convention. 

Among the buyers in town last week 
were John B. Kelly, Barre, Vt.; A. J. 
Landry, Cohasset; A. B. Duncan, Ports- 
mouth, N. H.; Ralph S. Sheard, of the 
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Berlin Jewelry Co., Berlin, N. H.; J. H. 


Tattersall, Exeter, N. H.; A. F. Grimes, 


Peterboro, N. H.; O. F. Metzner, Law- 
rence; F. I. Johnson, Campello. 

The city council last week gave a public 
hearing on the trolley car traffic problem 
in the jewelry district, between Franklin 
and Boylston Sts., but no decision was 
reached. Jewelers are divided in opinion 
as to whether it will be best to keep all 
trolley cars off Washington St., in this 
district, between 10 a. mM. and 5.30 P. Mm. 
One made the suggestion that it might be 
a great deal better to restore the street 
cars and prohibit automobiles in this part 
of Washington St. between the hours 
named. | 

The Smith, Patterson Co. has designed 
and made for the Newton South Allied Re- 
lief Association, of Newton, a silver medal 
about the size of a half dollar, stamped 
with an ambulance driven by two men. 
To one side is a little red cross, under- 
neath in a scroll is the name of the asso- 
ciation, and above the ambulance can be 
seen the smoke of the battlefield. The 
medals are suspended from red, white and 
blue ribbons. They have just been put on 
sale at a series of bridge parties by the 
association at Newton Highlands, and at- 
tracted much attention. 

The E. Howard Clock Co. has just fin- 
ished a nutnber of notable orders for hos- 
pitals. Among them were a special interior 
clock for the Consumptives’ Hospital, 
Boston; special interior clock for the Mid- 
dlesex Hospital, Cambridge; special double 
dial interior clock for the administration 
building, Massachusetts General Hospital, 
and a special interior clock for the diet 
laboratory, Massachusetts General Hos- 
pital. Among the other orders of more 
than usual interest that it has just filled 
are the following: Special interior clock, 
Town Hall, Sharon, Mass.; special interior 
clock, Milton Leatherboard Co., Milton, 
N. H.; two special interior clocks for the 
Senate Chamber, State Capitol, ordered 
through Dan S. Park & Co., jewelers, 
Cheyenne; special interior clock, United 
Shoe Machinery Co., Boston; special mar- 
ble dial clock, Savoy Chambers, Boston; 
special marble and mahogany clock, Bos- 
ton Morris Plan Co.; eight-day lever clock 
for private office of President Matthew C-. 
Brush, Boston Elevated Railway Co.; 
watchman clock system, Orleans Bobbin 
Works, Newport, Vt.; special marble dial 
clock, Technology restaurant, Cambridge; 
seven interior clocks for Public School 93, 
Queens, L. I.; marble dial clock, J. J. Hag- 
gerty & Co., Dorchester; master and sec- 
ondary clock system, Citizens’ National 
Bank, Charleston, W. Va.; striking tower 
clock,. City Council building, Sturgis, 
Mich.; master and secondary clock sys- 
tem, Collins Co., Collinsville, Conn.; double 
dial illuminated sidewalk clock, A. O. 
Amsden & Son, jewelers, Ashtabula, O.; 
interior clock, engineering department of 
Edison Electric Illuminating Co., Boston. 








The C. & O. offices have just turned out 
certificates to employees for the second 
quarterly watch inspection of the year. The 
inspection to take place between April 1 
and 15, will be made by C. N. Hetzner, a 
jeweler at Peru, Ind. 
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Fac-Simile of Window Card Sentto Every Retail Jeweler 
If You Did Not Receive ‘Yours---Send For One 
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TEAR OFF HERE 
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337043 GOLD ST., — NEW YorRK. 
ASK YOUR JOBBER 
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